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WHOLESALE-RETAIL outlet built by Pan-Am Southern in Sheffield, Ala. 


Combined Bulk Plant-Stations Bid for Rural Trade—P. 53 


Films Tell Public: 
e What Competition Means To Nation—P. 38 In Cartel Battle— 





Oil Slugs It Out 


See News Section 


e How and Why Cars Are Lubricated—P. 62 P. 21 














Amazing new 
pump-motor unit 
delivers fuel direct from 
storage tanks to island 
pedestals — saves on installa- 
tion and maintenance — 
improves delivery — betters 
station planning! 


Here is the greatest advancement in fuel 
dispensing in the last 20 years —a central pump- 
ing unit so efficient that it does the work of six 
to eight island pumps and does it better. Storage 
tanks may be placed away from the island area, 
excavation and piping are reduced, fuel delivery 
and service are improved. Island pedestals 
which measure, compute and control the flow of 
fuel and are similar in appearance to conven- 


ase $e8¢ Bay, for Youn 


tional pumps, are the delivery units. Operation 
of the pedestals is silent. 


An ingenious valve control in the pedestal 
gives fingertip operation of the starting switch, 
keeps the system fully primed and in perfect 
balance at all times. Tokheim Central Service 
System has been proved in actual commercial 
installations over a three year period with mag- 
nificent results. Investigate it before you buy 
any pump. Call your Tokheim rep- 
resentative. Write for new bulletin! 
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TOKHEIM OIL TANK AND PUMP CO. 


OKHEIM 


4-SEASON PUMPS 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 


FORT WAYNE SINCE 1901 


INDIANA 





TRAI LMOBILE Tanks are... 


—Toe Guarantee an Absolutely 
Liquid-Tight, Leak-Proof Shell! 


Every Trailmobile tank undergoes a score of exacting 
tests before it finally leaves the factory. Among them 
are the two important tests for shell tightness, illus- 
trated here. Thorough testing of this kind makes pos- 
sible the Trailmobile guarantee you never want to collect! 
The only one year guarantee of its kind in the industry 
+. dt pays you $50 a day for every day a new Trailmo- 
bile Tank is out of service due to shell leakage. One 
more assurance that Trailmobile Tank Trailers are 
built to cost less to own and operate. Full details 
about these quality highway tanks will be sent if you 
request it on your company letterhead. Write today. 


ettetg TRAILMOBILE 


TRAILMOBILE ine. 
Subsidiary of Pullman Incorporated 
Cincinnati 9, Ohio «+ Berkeley 10, California 
Friendly Sales and Service from Coast to Coast 
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How much can a 


aslesienisameia> Ma 


(All a tankful will tell him. And more motorists, 
every day, are discovering Marathon Cat's extra 
road power* . . . at the price of “regular.’’) 


*MORE ROAD POWER—BY ACTUAL TEST! Marathon 
“Cat” proves its extra Road Power, month after month, in test 
cars equipped to measure octane ratings under actual driving 
conditions. 


And out on the road, where it counts— Marathon “Cat” 


registers an even higher octane number than it does in the MARATHON 


laboratory, where gasolines are rated by the “‘official’”” American 
Society for Testing Materials method. The average gasoline road- 
tests 2 octane points /ower than its official laboratory rating. 


MARATHON 247 Gasoline 


The OHIO Oll COMPANY « Findlay, Ohio + Producers of Petroleum since 1887 
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Central Petroleum Co. 


CONTAMINATION 
SUBSTITUTION 


Sa) 


For over 41 years the Central Petroleum Company, 
of Cleveland, has specialized in heavy-duty lubri- 
cants for tractors and trucks. Their Cen-Pe-Co 
Super-Refined Oils and Greases are used exten- 
sively because of their exceptional film strength— 
and because every gallon is protected by Tri-Sure* 
Closures. 


The Central Petroleum Company, like many other 
experienced shippers, has used Tri-Sure Closures 


PILFERAGE 


© Closures guard every druin 


since their inception— because they are the proven 
way to prevent pilferage, contamination and 
substitution. 


Give your products the security of Tri-Sure pro- 
tection—a flange that is pressed into and integrally 
assembled with the drumstock; a plug that tightly 
engages with the flange; and a leak-proof, tamper- 
proof seal. When you order drums, always specify 
““Tri-Sure Closures’’. 


*The “Tri-Sure” Trademark is a mark of reliability backed by 30 years 
serving industry. It tells your customers that genuine Tri-Sure Flanges 
(inserted with genuine Tri-Sure dies), Plugs and Seals have been used. 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 


Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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EXPANDING LP-GAS MARKET—At least two large 
refiners currently are making thorough studies of 
what they believe to be the start of another period 
of expansion in farm market for LP-gas. Up to now, 
progress has been slow in some areas and education 
as to advantages of LP-gas has been met with some 
doubt. The new push, however, appears to result from 
word-of-mouth praise from satisfied farmers spotted 
about Midwest. Farmers are convincing other farmers 
that high performance and low maintenance costs 
are real and not just so much advertising copy. An- 
other big selling point is proving to be single type 
of fuel for cooking, heating and operating farm ma- 
chinery. One main deterrent at present is manufacture 
of pressure cars which has been set back by steel 
strikes. 
e* e@ @ 


BOTTOM LOADING—A major oil supplier is report- 
ed to be working on a new development in conjunc- 
tion with bottom loading of tank transports. Project 
now underway supposedly involves changes in equip- 
ment currently in use for bottom loading, such as de- 
scribed in NPN articles about Standard of Indiana’s 
operations (Feb. 13, p.17) and the bottom loading de- 
velopment of Bowser and Tokheim (July 23, p.30). 
Preliminary tests indicate a fast loading rate will re- 
sult from use of newly designed equipment. 


CAUTION, TOLL ROAD — Experience in operating 
toll road service stations apparently is causing mar- 
keters to use sharper pencils in bidding for new toll 
road outlets. A case in point was the recent bidding 
for the North Hartford station on the new extension 
of Connecticut’s Wilbur Cross Parkway (which links 
up with the same state’s Merritt Parkway). Two of 
three distributors who got on the two parkways in 
1950 with royalty bids ranging from 6.255c to 5.13c 
per gal., dropped back to 4.55¢ and 4.5c for the North 
Hartford station, and the third distributor didn’t even 
bid. Tide Water offered 5.015c, but Socony-Vacuum 
bid only 2.72c. Operators pay $500 a month rent in 
addition to royalties. 
eee 


TRUCK DIRECTORY—Nationa] Tank Truck Car- 
riers, Inc., may be out this winter with the industry’s 
first tank truck carriers directory. The association 
now is studying the format, type of information to be 
included and method of obtaining information and ex- 
pects to have a detailed publication plan ready for 
scrutiny by the board of directors the latter part of 
November. 
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OIL RATIOS—Midwest oil company, which last May 
began a campaign of “gasoline purchase free if our 
attendant doesn’t check or ask to check your oil,” 
reports it plans to continue this oil sales promotion 
idea. Company spokesman says the results to date 
have been “amazing,” and that in every instance 
where dealers have participated in the campaign, 
motor oil ratios have gone up. 


EAST COAST WORRY—PAD is still fearful that 
lack of movement of sufficient product from refinery 
to storage over the next several months may result 
in a shortage of heating oils on the East Coast this 
coming winter. PAD says that unless primary, sec- 
ondary and home storage is utilized to the utmost, the 
refiners will be unable to maintain the level of pro- 
duction necessary to meet increased demand through 
next March. Currently, PAD says, refinery runs are 
up to the rate deemed necessary to meet normal 
weather demands, but distillate yields should be in- 
creased more in order to provide sufficient margin of 
safety. Also, PAD points out, distillate stocks are 
not what they should be, especially on the Gulf Coast. 
One other factor having a bearing on the East Coast 
situation is the movement of about 200,000 b/d from 
the Gulf to the Midwest by water. A favorable sup- 
ply situation there could permit these supplies to back 
up and be available for the East Coast. 


EXPORT CURBS—Look for the National Oil Jobbers 
Council to pressure PAD for restrictions on exports 
should a shortage of distillate fuels develop on the 
East Coast this winter. NOJC wants domestic com- 
panies to “take care of domestic needs first.” 


6 OR 12 VOLTS?—Reports are current that at least 
two automobile manufacturers are toying with the 
idea of equipping their cars with 12-volt batteries 
in place of the standard 6-volt units. Reasoning be- 
hind contemplated move is that increasing electrical 
demands on car batteries have now approached the 
limits of 6-volt capacity. Possibility of such a develop- 
ment also brings to light the current matter of re- 
placement batteries for many foreign makes of cars 
which are designed with 12-volt electrical systems. 
If a U. S. car maker or two come out with the 12- 
volt battery, then owners of foreign-made cars may 
find their replacement problem simplified. 
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Someone up in 
Philadelphia last 
week asked O. A. Knight, president 
of the Oil Workers International 
Union (CIO), at what point his union 
might become satisfied with the 
working conditions and wages oil 
workers and quit the everlasting bat- 
tle for wage hikes. 

Mr. Knight, without pause, gave 
this answer: “Never.” 

After letting this sink in for a 
moment, he fired a question back: 
“When are oil companies, or any 
companies, going to quit seeking to 
increase their earnings?” 

His argument is that it would be 
a sad day should companies make no 
further effort to improve their eco- 
nomic lot and that it would be equally 
disturbing if the working people in 
America should lose their desire for 
better working conditions and more 
money. 

To get down to specifics, the con- 
versation was steered toward how the 
unions would seek to justify their 
next wage increase demands. 

Mr. Knight naturally was less spe- 
cific on this point, for it involved 
“strategy,” but he did let the edge 
of his cards show enough to reveal 
the general theme of the next wage 
campaign. It will be centered around 
“increased productivity.” 

Unions in general have managed to 
get acceptance of an automatic cost- 
of-living increase, and there is no 
longer any argument on that ques- 
tion. And the oil unions in particular 
aren’t able to point to some other 
group of workers and say: “Those 
people are making higher wages than 
we are.” So the oil unions are ap- 
parently convinced that “increased 
productivity” is their best bet now. 

This is particularly true since the 
oil industry is still an expanding one, 
whereas some industries are on the 
decline and only hope to hold their 
ground. Because of the ever-growing 
pace of the oil industry, its produc- 
tion has risen more rapidly than most. 

Actually it offers them a wider 
range than the cost-of-living increase 
factor or a comparison with other 
industry wage levels ever could, be- 
cause “increased productivity” can- 
not be pinned down as specifically as 
the other two. Therefore, the sky 
could be the limit on wage demands 
tied to “productivity.” 
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OWIU Plans ‘Endless’ Wage Fight; 
Worker Productivity Next Weapon 


By Clyde La Motte 


What it boils down to is nothing 
more than a bargaining matter. That 
is, there is no earthly way of deter- 
mining with any real degree of ac- 
curacy how much, if any, the wage 
workers contribute to increased pro- 
ductivity. It would vary, naturally, 
from individual to individual, from 
plant to plant and from company to 
company. So if any productivity fac- 
tor is ever established, it will simply 
be by agreement between manage- 
ment and labor—or by government 
action. 


An educated guess at this time is 
that OWIU will seek a productivity 
increase factor of somewhere around 
6%. That would be the initial target, 
and the union hope is that eventually 
it will be able to set up long-term 
agreements whereby wages would go 
up automatically a specified amount 
each year. Should they be able to 
establish such a long-range system of 
annual increases, they no doubt would 
be willing to come down from the 
6% figure considerably. 





Thus far, OWIU has made no ef- 
fort to put pressure on the new Wage | 
Stabilization Board to specify an in- | 


creased productivity factor. 


There are probably two principal 
reasons why OWIU has not tried to 
spur the new WSB into action on this 
highly controversial point. In the 
first place, the unions haven’t any 
other issues at hand they consider as 
good as this one for use as a talking 
point in the next negotiations. 


Second, OWIU may be fearful that | 


if WSB sets a figure for industry in 
general, it will be much lower than 
the oil union would seek. The oil in- 
dustry, they point out, is more pro- 
ductive than most industries and 
therefore oil workers shouldn’t be 
satisfied with a factor that would 
apply to all others. 


Then, too, there’s the matter of tim- 





ing. OWIU wants to do some cam- | 


paigning on the matter before it 
reaches a showdown. They'll apply 
the pressure on WSB, if that is neces- 
sary, when the “right” time comes. 

Frankly, their worry is not over 
government action—especially since 
they are confident the Democrats will 
continue in office. They figure they 
can get government approval of just 
about anything they’re able to force 
from the industry. 


EVER-TITE 
The World’s Best 


Quick Couplings 


YOU’RE EVER-RIGHT 
WITH EVER -TITE! 


Ever-Tites guarantee absolutely 
tight hose connections in an in- 
stant; cut loading and delivery 
time; prevent leaks and spills 
Ever-Tites will never jam or fail 
predetermined tightness is pre- 
aloha hice 


cision built-in during 


ture. Ruggedly constructed of fi- 
nest materials to last indefinitely 
even inthe 
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Fuel Oil Sales Last Year Top 1950; 
Rate of Gain Lags, B of M Reports 


Fuel oil sales during 1951 were 
higher than in 1950, but the percent 
gain in each of three categories— 
distillate, residual and kerosine—was 
appreciably below the increases noted 
in 1950 over 1949. (See tables below.) 

Bureau of Mines market report 
shows distributors reporting: 

A gain of 14% in distillate sales 
in 1951 over 1950, as compared with 
1950’s increase of 20% over 1949; 

A boost of 2% in residual sales, 
1951 over 1950, contrasted with a rise 
of 12% in 1950 as compared with 
1949; 

Kerosine sales went up 4% in 1951, 
as compared with a 15% increase in 
1950 over 1949. 

Summary of the Bureau of Mines 
report with breakdown of product 
sales by end use follows: 

Distillate—Demand for all prin- 
cipal uses in 1951, except by gas and 
electric power plants, was well above 
1950 figures. Shift of railroads to 
Diesel equipment continued, and is 
reflected in the fact that they bought 
23% more distillate last year than 
the previous year. It is significant 
to note that for the first time the 
amount of distillate delivered to rail- 
roads was higher last year than was 
the amount of residual used by rails. 
Also, sales of distillates, mostly 
Diecel fuel, to vessels showed a 12% 
gain in 1951, while in 1950 there was 
a 2% drop from 1949 totals. 

Bureau of Mines attributes the 
drop in sales of distillate to gas and 
electric power plants to higher prices 
for fuel oil in 1951 and a resulting 
shift to other fuels and sources of 
energy, such as coal, natural gas and 
hydro power. 

The report also states: 


“In 1951, with a 10% increase in 
domestic burners over the 1950 num- 
ber in use, and with practically no 
change in the weather or the need for 
heating as measured by degree days, 
sales of light fuel oil (Grades 1-4) 
for space heating were 13% above 
the 1950 totals. This gain in demand 


TABLE 1—Sales of Distillate Fuel Oil 


Uses 


Vessels (including tankers) 

Gas and electric power plants 

Smelters, mines and mfg. industries . 

Heating oils 

No. 1 fuel oil sold as range oil .... 

Military uses (U. 8S, Army, Navy, Air 
Guard) 


app sfoeae 
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compares with a 16% increase in 
1950, when burners in use were 15% 
above 1949 installations, and the 
weather 8% colder. The light fuel 
oil sold for heating accounted for 
approximately 56% of the total dis- 
tillate fuel oil sales in both 1950 and 
1951.” 


Residual—Deliveries to railroads 
and gas and electric public utilities 
dropped sharply, keeping scales at 
only 2% gain over 1950. Railroads, 
with expanded use of Diesels, bought 
10% less heavy fuel oil last year than 
in 1950. 

However, a 15% gain in sales to 
vessels in 1951 was reported over 
1950. In contrast, gas and electric 
power plant purchaces of residual 
plunged 25% below 1950 demand, 
while in 1950 the sales were 16% 
higher than in 1949. 

Considerably colder weather and 
an 8% increase in commercial burn- 
ers in use were factors which ac- 
count for a 20% gain in sales of 
heavy heating oils in 1950. 

Kerosine—Largest share of kero- 
sine is used in range burners for 
cooking and space heating. With 
1950 considerably colder than 1949, 
the weather was the main factor in 
the large increase in kerosine de- 
mand in 1950. The situation was not 
repeated in 1951, with the result that 
the gain in demand was considerably 
lower—being only 4% above 1950. 

Kerosine delivered for tractor fuel 
continued to fall off, reflecting the 
trend toward the use of gasoline and 
LP-gas. Sales of kerosine for trac- 
tor fuel dropped another 3% in 1951. 


TABLE 3 
Sales of Kerosine 


Uses 

Sold as range oil 
Tractor fuel 

All other uses 
Exports and shipments 
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Sold as range oil 

Tractor fuel 

AM COREE GOES. os cde vcd e Mectssccce 
Exports and shipments 


o& 
NeKH Oe FOOD 


rs 
Pp 
aa 


Uses 


Es 


Heating oils 
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8. ‘ . 1 
Vessels (including tankers) ......... le . . 1 
Gas and electric power plants ...... 11. : i, 16. 
Smelters, mines and mfg. industfies . 4 . -f 26 


1. 

6. 

3. 

Force and Coast Guard) 4 i . 5. 
Oil company fuel . 9. 
Miscellaneous 0. 


In 1950 scales for this purpose were 
15% below 1949. 

Gasoline production rose to a new 
all-time high of 23,936,000 bbls. in 
the week ended Aug. 30, up 32,000 
bbls. from the previous record set a 
week earlier, according to API. 


Summary of API Report 


On Refining Operations 

(U. 8, totals—B. of M, basis) 

Week Week 

Ended Ended 

Aug. 30 Aug. 23 Decrease 
(figures in thousands of bbis.) 


Production 


Crude runs— 

daily avg. ..... 7,110 7,174 
Foreign crude 

included ....... 663 598 
Per cent operated 97.0 97.9 
Gasoline ... 23,936 23,904 
Kero-ine .. pase 2,664 2,573 
Distillate fuel oil . 10,253 10,359 
Residual! fuel oil .. 8,839 9,161 
Stocks 
Finished & unfin- 

ished gasoline .. 
Kerosine ......... 
Distillate fuel oil . 
Residual fuel oil .. 


117,240 
32,080 
101,948 
52,296 


116,393 + 
30,814 + 1,266 
99,085* + 2,863 
52,104 + 192 
° Revised due to error by reporting company 
Days’ supply of four major prod- 
ucts, as calcula‘ed by NPN, showed 
minor improvement from the end of 
July to the end of August on gaso- 
line and distillate, but decline for 
kerosine and residual fuel oil. 
Aug. 31, July 31, Aug. 31, 
1952 1952 1951 
Finished & unfin- 
ished gasoline ... 35 34 
Kerosine 76 84 
Distillate fuel oi] .. 72 71 
Re idual fuel oil ... 31 39 
Bureau of Mines revised total demand fore- 
cast figures for third and fourth quarters 1952 
have been used by NPN to cover period three 
months ahead in calculating days’ supply of 
stocks (API data) shown for Aug. 31, 1952. 
Comparative figures for stocks at end of pre- 
ceding month were calculated from B. of M. 
revised forecast for third and fourth quarters 
1952 and API data. Comparative figures for 
1951 date shown were calculated from Bureau 
of Mines actual stocks figures for date shown 
and actual consumption figures for period 
three months beyond that date. 
Pennsylvania Grade crude runs to 
stills rose 6,084 b/d in the week ended 
Aug. 23 as compared with the pre- 
vious week, according to the National 
Petroleum Assn. Comparative figures 
are shown below (in b/d): 
Week Ended Week Ended 
Aug. 23, 1952 Aug. 16, 1952 Aug. 25, 1951 
47,749 41,665 59,933 


Demand Forecast—aA total new U.S. 
oil supply of about 7,950,000 b/d will 
be required in the fourth quarter of 
1952, and about 8,000,000 b/d in the 
first quarter of 1953, according to 


Week Ended 


TABLE 2—Sales of Residual Fuel Oil 


1950 
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Military uses (U. 8. Army, Navy, Air 


NATIONAL PETROLEUM NEWS 











September * 


One of a Series of Interest to the Petroleum Industry * 


1952 








HAVE YOU 


recently taken advantage of the serv- 
ices offered to refiners by the 5 Du 
Pont Petroleum Chemicals Division 
district laboratories? 
Here is a list of some of the serv- 
ices available: 
. Tetraethy! lead blending studies 
. Lead content analysis 
. Laboratory octane ratings 
. Road octane ratings 
. Antioxidant evaluations 
. Metal Deactivator recommenda- 
tions 
. Dye selection 
. Rec datio in 
with fuel oil, lube oil, and grease 
additives problems 
Ask your Du Pont Petroleum 
Chemicals Division representative for 
further information on how the dis- 
trict laboratories can be of help to 
you. 
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Easy Maintenance, Plus Added 
Safety, Marks Du Pont- 
Designed Metal-Flex Hose 


With numerous installations already in 
use, the Du Pont-designed Metal-Flex 
unloading swing line has definitely 
proved its outstanding advantages. 
































Hardly any maintenance is required 
to keep the hose in working condition. 
This, added to the fact that only one 
man is required to connect and operate 
it, means that a Metal-Flex installation 

ays for itself in a very short time in 
ower labor and maintenance costs. 

Refiners who have tested and used 
the Metal-Flex unloading swing line 
for a period of years report, moreover, 
that it is safer than any other type of 
unloading connection for TEL han- 


ADVERTISEMENT —Prep: 


Strategically Located Du Pont 
Rail Sidings Help Meet Emergency 
Needs for TEL Shipments 


Whenever you have a “hurry-up” need for tetraethyl lead that has not been 
anticipated in your regular delivery schedules, there is a Du Pont TEL tank 
car loaded and waiting at a nearby rail siding ready for immediate delivery 
to your refinery. Primarily for emergency use, the Du Pont “rolling ware- 


house” facilities include seven rail sidings in addition to the plant storage 
area, as well as two tank truck terminals strategically located throughout 


the country. 
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THIS MAP SHOWS how the Du Pont TEL tank cor sidings and tank truck 
terminals are conveniently located in, or adjacent to, major refining areas. 








dling. Because it holds vacuum excep- 
tionally well, it eliminates the minor 
leaks that so frequently result in un- 
loading difficulties when rigid swing 
lines are used. 


WEATHER RESISTANCE 


Metal-Flex hoses have been installed 
all the way from Houston, Texas to 
Winnipeg, Canada. Throughout this 
wide range of weather and climate 
conditions they have been found to op- 
erate smoothly and easily at all times— 
in sleet and snow as well as in warm 
weather. 

The Metal-Flex design was devel- 
oped and built by Du Pont as a service 
to refiners who were expressly looking 
for a safer, more convenient connec- 
tion that would overcome certain spe- 





cific unloading problems. 
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The TEL tank car facilities serve re- 
finers from railroad sidings in Torrance 
and El Monte, California; Houston 
and Beaumont, Texas; East Chicago, 
Ill.; Kansas City, Mo.; Toledo, Ohio; 
and Carney’s Point, N. J. The tank 
truck terminals, at El Monte, Calif., 
and Carney’s Point, N. J., are complete 
with weigh tanks and storage facilities 
and make it possible for oainat to re- 
ceive rush shipments of TEL in smaller- 
than-tank-car lots. 


FOR EMERGENCY USE... 
The main purpose of this nation-wide 
Du Pont TEL distribution set-up is to 
keep on hand an adequate supply of 
tetraethy] lead to puppleinaatt regular- 
ly scheduled deliveries that may have 
been held up by floods, train accidents, 
strikes or other unforeseen circum- 


stances. 
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Rail Sidings 


CONVENIENCE, TOO! 

A second advantage of these siding 
and terminal facilities is the conven- 
ience they provide refiners who may 
need additional supplies of tetraethy] 
lead on a moment's notice . . . for rush 
orders or to meet unusually big com- 
mitments. 

An ample supply of both Motor Mix 
and Aviation Mix is always maintained. 
And there is someone at the phone to 
expedite your order at any time of the 
day or night. Deliveries are fast, too. 
Most requirements can be filled in a 
matter of hours—depending on the dis- 
tance to your refinery. 


24-HOUR SERVICE 
Here are two examples of how a Du 
Pont “warehouse-on-wheels” has op- 
erated to the customer's advantage. 

Due to a recent strike, one refiner 
was called on to step up his production 
schedule for a short period. But he 
didn’t have the necessary “lead” on 
hand for such an accelerated program. 
So he put in a call to the nearest 
Du Pont Petroleum Chemicals Division 
district office! 

With a loaded TEL tank car on a 
nearby siding, Du Pont was able to de- 
liver his order to the refinery within 24 
hours. 


——— 


In another instance, TEL cars en 
route to the West Coast were held up 
by floods. The delay could have meant 


a serious loss of production time for the 
West Coast refineries. But the Tor- 
rance and E] Monte sidings were able 
to deliver enough TEL to keep the re- 
fineries producing on schedule until 
the regular shipments arrived. 


FULLY-STOCKED WAREHOUSES 

In addition to the above mobile units 
handling tetraethyl lead, Du Pont also 
maintains three fully-stocked ware- 
houses in Houston, Los Angeles, and 
beige ee Del., which carry a su 
ply of all other Du Pont gasoline addi- 
tives. 





Automotive Technologist 


JAY BRENT MALIN 


A specialist in internal combustion en- 
gines, J. Brent Malin joined the Du 
Pont Company in 1951 as an automo- 
tive technologist. 

Much of Malin’s work consists of as- 
sisting oil companies in solving prod- 
uct application problems—particularly 
those pertaining to large fleet opera- 
tions. In cooperation with automobile 
manufacturers, he also works on engine 
developments pertaining to fuel and 
lubricant applications . . . and keeps 
up-to-date on significant automotive 
trends. 

Malin came to Du Pont from North 
American Aviation where he applied 
his knowledge of combustion charac- 
teristics to the development of rocket 
motors. Prior to this, he spent 10 years 
in engine research and development 
work at The Texas Company. 








What’s in a Name? 


Your company’s name is one of its most 
important assets. It stands for your rep- 
utation for producing dependable prod- 
ucts, as well as for the company’s per- 
sonnel and material assets. 

And since your brand name repre- 
sents your company in competition, it 
is important that your dealers and cus- 
tomers use the name whenever they 
refer to your gasoline brand . . . and 
know the ails features that distin- 
guish it from other brands. 

When you encourage motorists to 
use your brand names rather than such 
vague terms as “regular” or “premium,” 
you are encouraging them to distin- 
guish between your brands and all 
other gasolines. 

To help stimulate dealers to promote 
your brand names more aggressively— 
and the quality features for which they 
stand—Du Pont has developed a unique 
brand name presentation. It is suitable 
for showing at dealer meetings and can 
be highly individualized to point up 
the distinctive selling features of your 
own gasolines. It is available to all oil 
companies. 


Petroleum (hemicals 








MOVIES AVAILABLE 


Prints of the following Du Pont films 

are available to oil companies for train- 

ing and public relations purposes. They 
may be borrowed or purchased. Ad- 
dress request to nearest Petroleum 

Chemicals Division district office. 

Pipeline on Wheels—A 26-minute, full- 
color movie on tank truck safety. 
Suitable for both training and public 
relations purposes. 

What Makes a Gasoline Good—An 18- 
minute cartoon movie in color, Pre- 
sents the story of how high quality 
gasoline is made in easy-to-under- 
stand form. Ideal for dealer training 
meetings. 

In addition to the above, Du Pont 
makes available a special library of 
films of particular interest to the pe- 
troleum industry. 
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SUPPLY AND DEMAND 





Independent Petroleum Assn. of 
America. 

This forecast of new supply needed 
for the 1952-53 winter period, pre- 
pared last April by IPAA’s Supply 
and Demand Committee, will hold 
good unless conditions change un- 
expectedly, the Interstate Oil Com- 
pact Commission was told Sept. 
3. The report was made by H. B. 
Fell, chairman of the IPAA com- 
mittee. 

The committee will meet in late 
September to review estimates made 
in April and make any necessary re- 
visions in the coming winter fore- 
cast while preparing estimates for 
the 1953 gasoline consuming season, 
Mr. Fell said. 


Effect of Strikes—The April report, 
he noted, was made on the assump- 
tion there would be no major strikes. 
As a result of the oil and steel strikes, 
the IPAA forecast of total demand 
for the second and third quarters of 
“1952 was about 200,000 b/d higher 
than it is now estimated to be, he 
observed, adding: 

“Some of this difference, however, 
is probably due to the fact that in- 
dustrial activity has not reached the 
peak expected this year, and the de- 
fense program has not proceeded as 
rapidly as expected, dnd is now being 
spread over a longer period of time. 


Mr. Fell told the Compact Commis- 
sion that if both total new supply 
and total new demand for all oils 
for the second and third quarters do 
average about 200,000 b/d below the 
IPAA April forecast, then total 
stocks of all oils should be about at 
the level estimated by the committee 
at end of the period. 

He set forth a comparison, by prod- 
uct, of estimated stocks at the end of 
the third quarter of 1952, based on 
these assumptions, compared with 
levels forecast by the committee last 
April, as follows: 


Inventories as of Sept, 30, 1952 


From April Current 
1952 IPAA Estim- 


Other Products .. 





Total Products 
Crude Oil ........ 26 


Total all oils .. 


Mr. Fell said that if supply, de- 
mand and stocks estimates presented 
“turn out to be approximately right, 


about 8 million bbls. below the level 
atimated by the committee, and crude 
oil stocks about 8 million bbls. above 
the committee estimate.” It should 
be noted however, he cautioned, that 
gasoline probably will be “consider- 
ably below” the level estimated by 
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the committee and that total fuel oil 
stocks “may be somewhat higher.” 
Proposed new refinery at Mandan, 
N. Dak., to be built by Standard Oil 
Co. (Indiana) will have 30,000 b/d 
crude charging capacity instead of 
15,000 b/d originally planned. 
Besides revising refinery plans, the 
company also made known plan to 
build a products pipe line from Man- 
dan to Standard’s Fargo N. Dak.,- 
Moorhead, Minn. pipe line terminal. 
First monthly report on secondary 
stocks of four principal oil products 


probably will be issued by the Census 
Bureau by Sept. 15, the bureau has 
told API's Statistical Department. 
The initial report will reflect inven- 
tories as of July 31. 


Census said that response to its 
requests for data from jobber-dis- 
tributors and refiner-marketers was 
highly encouraging. It added that 
returns were prompt and that samp- 
ling was much larger than expected, 
also that it is getting data from the 
Pacific Coast which it had not 
counted on originally. 








WAYNE LIFTS ARE ENGINEERED 
TO YOUR REQUIREMENTS 


Whether your shop is average 
size, or large enough to service 
an entire fleet of trucks, Wayne 
has an Automotive Lift to meet 
your specific needs. Once you 
have selected your Wayne Lift, 
Wayne Liftronics goes to work 
for you! Lift is “tailored” to your 
working area. 

Wayne designs and builds a full 
line of Lifts . . . single, double 
and three-post types. Drive-on, or 
free-wheel types. Semi or full hy- 
draulic operation. Choice of many 
super structure designs. 

Wayne Lifts offer you quality 
advantages, long service, greater 
profits. Get full details by writing 
today. 


WAYNE AUTOMOTIVE HOISTS 
Lift Division e Ironton, Ohio 


THE WAYNE PUMP COMPANY 
Salisbury, Maryland 


NATION WIDE 
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BIGGEST BOOST EVER 
...for Sinclair-Dealers | 


Hard-hitting Advertising wallops home Sinclair’s exclusive Patented” © 
Anti-Rust Gasoline story to over 53 million people — in over 300 daily 
newspapers. Radio and TV hit additional millions with the warning 
that “Fuel System Rust Gets 1 Car In 4 Every Year.” 


Greatest Point-of-Sale Parade In Sinclair History. It’s packed with 
convincing punch to bring new customers into Sinclair Dealers’ Stations — 
se and keep them coming back! It’s got everything: — pole signs, 
_ pump spinners, banners, window displays, and sales-promoting 
# no.) give-aways that motorists want. 


Why not join the 2,000 Dealers who have switched to 


Sinclair in a single year! Contact your nearest Aah dita tie 


Sinclair Representative or write Sinclair Refining Company, Sinelair TBA Franchise 
600 Fifth Avenue, New York 20, N. Y. featuring Goodyear — 


the greatest name . 
in rubber. 


SINCLAIR «is; GASOLINE 
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A traditional “Southern Beauty,” 
the city of Savannah is also one of 
the South’s most important indus- 
trial centers. 


The American Can Company plant 
here produces millions of motor oil 
cans, making them available in great 


Here is a list of Canco’s 13 big 
plants producing cans for oil. 
Jersey City, N. J. Los Angeles, Cal. 
Baltimore, Md. Fairport, N. Y. 
Savannah,Ga. New Orleans, La. 
Seattle, Wash. Portland, Ore. 

St. Lovis, Mo. Maywood, Ill. 
Kansas City, Mo. Houston, Tex. 

Oakland, Cal. 
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quantity to the nation’s refineries. 

If your products go into the Canco 
motor oil can, you know how impor- 
tant Canco’s availability is to you. 

You know, too, that the Canco 
motor oil can protects your product 
—maintains brand purity and qual- 
ity—builds prestige and confidence 
with consumers. 

Canco’s superior lithographing 

facilities build sales for you, for they 
insure an attractive, more compact 
container. 
Remember: the can for motor oil 
was originated by the American Can 
Company, manufacturers of metal, 
composite and fibre containers to 
serve all industry. 


AMERICAN 
CAN 
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‘“*“SEE YOU AT THE POLLS!‘’ 


“SEE YOU AT THE POLLS!’’ 


Nobody knows for sure how it started—this line about “See you at the Polls!” 
we’re hearing all over these days. 


Best explanation seems to be that it came from that state candidate out 


west. . . . His opponent in a debate got all riled up and challenged him to fight 
it out in the alley. 


But he said—‘“‘T’ll settle this the AMERICAN way—I’ll see you at 
the polls!”” And the audience picked up the chant. 


Now everybody’s saying it—and on Nov. 4 everybody will be doing it! 


**SEE YOU AT THE POLLS!‘ 


“*“SEE YOU AT THE POLLS!’’ 
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A modern Valve-in-Head Engine 


This modern engine has plenty to 
offer petroleum haulers . . . smoother, 
more brilliant performance, greater 
economy and longer life. Look it 
over from fan to flywheel before you 
buy your next heavy-duty Autocar. 
And right now, send for the Autocar 
V-8 booklet. Fill in the coupon and 
get all the details. 























Weight: power ratio is lowest of all com- 
parable engines—about 6 Ibs. per hp. 


A NEW AUTOCAR V-8 
FOR HEAVY-DUTY 
HIGHWAY HAULING 


Advanced V-8 design, 
6) years ahead of the field. 








eou 1200 1e00 2000 2400 2000 2000 0200 


200-plus horsepower—a compact, high- 
output engine for heavy-duty service. 





AUTOCAR TRUCKS 


The Autocar Company, Ardmore, Pa. 


Established 1897 
Fastory Branches and Distributors from Coast to Coast 
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The Autocar Company, Ardmore, Pa. 
Please send me the Autocar V-8 booklet B) 


Name. 





Title. 





Firm Name. 





Street 





City. 





Zone______ State. 








How many trucks in your fleet? 


—= 
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Santolube 70, a new development by Monsanto 
Research, solves the problem of rust on ferrous 
metal parts of turbines and other equipment 
employing oil in closed systems. 

Santolube 70 is effective in concentrations ranging 
from 0.02% to 0.10%. The lower dosage usually is 
ample protection in light turbine oils. For more 
viscous oils and where salt water is present, higher 
concentrations of the additive are recommended. 


The new additive has been tested thoroughly, with 
results proving its efficiency beyond normal 
operating requirements. 


If rusting is a problem with your industrial oils, 

it will be worth your while to get the details on . 
Monsanto Santolube 70. Write for a copy of the 

new Monsanto Technical Bulletin No. 0-86, which 
gives test results, typical inspection values and much 
other useful information. MONSANTO CHEMICAL 
COMPANY, Organic Chemicals Division, 

1700 South Second Street, St. Louis 4, Missouri. 


SANTOLUBE 70 CS 


MONSANTO 


CHEMICALS ~ PLASTICS 


Serving Industry...Which Serves Mankind 
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THIS ADVERTISEMENT—one of a series by 
Standard Oil—tells how investment in an 
oil company benefits not only the stock- 
holder, but the nation itself, in long-range 
security and in everyday needs. 
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PARTNERS IN AMERICAN BUSINESS are these stockholder-own- 
ers of Standard Oil. Here Robert J. Owens, Elizabeth B. Moran, 


and Lorna Sullivan are inspecting a model of oil field equipment 
on display at Chicago’s Museum of Science and Industry. 


Ever wonder what it’s like 
to own an oil well? 


BARRELS OF OIL gushing up in your back yard is the dream 
most of us have had at one time or another, though it very 
rarely comes true. In most cases owning an oil well is ac- 
complished in another way. 

Of course, in our case, every one of the more than 120,000 
stockholders of Standard Oil not only has an interest in 
thousands of wells, but every stockholder is part owner of 
many other kinds of facilities, too. For Standard Oil and 
its subsidiary companies find new sources of oil, drill hun- 
dreds of wells in proved fields, transport oil to our refineries 
—and distribute finished products to many thousands of 
service stations, industries and homes. 

“Owning a well”’ by having an interest in Standard Oil 
works two ways: 

First, your ownership brings you a return in the form of 
dividends paid out of the company’s profits. And of course, 
the company has an obligation to its owners to endeavor to 





OWNERSHIP IN OUR COMPANY is held by 
both individuals (including about 28,000 
of us who are employee-owners) and insti- 
tutions— educational institutions like Colo- 
rado College, Colorado Springs, Colorado; 
charitable organizations; and hundreds of 


the one at 


insurance companies and business firms. 
No institutional stockholder owns so much 
as 4% of our stock; no individual owns so 
much as 1%. work at good pay. 
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OWNERSHIP IN OUR COMPANY is backed by 
efficient equipment at modern refineries like 
asper, Wyoming, where Fred 
L. Meyenfeldt works. Lar ely because in 
recent years about two-thir 
were used for new facilities, our 49,700 em- 
ployees are backed by an average of $31,400 Hendri 
in tools and equipment, enabling each of 

them to do a better job and to have steady 


operate at a profit. 1951 was our 58th consecutive year of 
paying dividends, and our stockholders last year received 
dividends with a value equal to $3.95 per share. 

Second, your ownership helps the company . . . 

e@ to keep on expanding facilities to furnish the petro- 
leum so essential to America’s future security. 

e to provide an abundant supply of more than 2,000 
quality petroleum products to our millions of cus- 
tomers—and at reasonable prices. 

© to join in keeping strong the very economic system 
which has been this nation’s backbone. 

That is what it’s like to “‘own an oil well”’ through having 
ownership in the Standard Oil Company. And, basically, 
that is what it’s like to have a share in many other Ameri- 
can businesses. 


Standard Oil Company (ions) 





OWNERSHIP IN OUR COMPANY by our stock- 
holders helps independent dealers like R. 

A. Wininger of French Lick, Indiana, to 
give better service to customers like Nor- 
man Hendrix. Because we have been able 
constantly to expand our facilities, Mr. 


of our profits 


x and our millions of other customers 
are assured a steady supply of high quality 
petroleum products—at surprisingly low 
prices. 
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MOTORISTS 


Set up a powerful stop sign at your island— 

Eco Islanders teamed with Bennett Gasoline 
Pumps & Eco Tireflators will invite the motor- 

ist to stop because convenient, speedy one-stop 
service appeals to every motorist — the customers 
you have for your regular trade... and those you 
hope to attract. 


You keep ‘em happier by serving ‘em faster with Eco 
Islanders — the handsome, compact units that completely 
answer the problem of placing light, air and water at the 























Island. Eco Islanders defi- 

nitely increase your oppor- 

tunities to make those profitable 

TBA sales because they help to hold the 

customer in one spot — long enough for you to make 

that extra sales effort, but short enough to speed him happily 
on his way. 


This service-selling combination is the stop sign that tells 
motorists you're ready to give complete service. 






































JOHN Woop COMPANY 
BENNETT PUMP DIVISION 
Muskegon + Michigan 
* Baltimore * Boston * Buffalo * Charleston 


Rock * los Angeles * New Orleans * New York * Philadelphia 
Pittsburgh * Rochester * Seattle * St. Paul * San Francisco 


IN CANADA: Toronto * Montreal * Vancouver * Winnipeg 


EXPORT: JOHN WOOD INTERNATIONAL CORPORATION 
29 Broodway, New York, N. Y. * Cable Address: WOODINTER 


See “The Islander,” a full color, 
sound movie that shows you how 
to profit from island service — 
available for group showings 
from the District Offices listed. 
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You can rely on Continental's “F” style cans to add 
sales appeal to any petroleum product. They're sturdy, 
handy to use, and our master lithographers make them 
things of beauty. Available in practically every size 
you could want: 4 oz. (spout top) , 14-pint, pint, quart, 
Yogallon and gallon. To sew up more sales, ask us 


for the full story on Continental “F” style cans! 
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Continental also makes steel containers that are 


tops for shipping petroleum products in bulk. 
CONTAINER SUGGESTED USE 
Open Head Pails 
Closed Head Drums 
Utility Cans 
50 and 65 Pound Flaring pails 
Small Flaring pails 


Motor Oils 
Tar & Pitch 
Industrial Greases 


CONTINENTAL © CAN COMPANY 


CONTINENTAL CAN BUILDING 


100 East 42nd Street - 
Eastern Division: 100 East 42nd Street, New York 17 «+ 


Central Division: 135 So. La Salle Street, Chicago 3 


New York 17, 4. ¥ 
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Pacific Division: Russ Building, San Francisce 4 


September 10, 1952 





Decks Cleared for ‘Cartel’ Court Fight 
As DJ Grants Delays in Record Filing 


NPN News Bureau 

WASHINGTON—The 23-man Fed- 
eral grand jury named last week to 
investigate the “international oil 
cartel” charges of the Justice De- 
partment against 21 American and 
foreign oil compaines probably will 
start moving in high gear late this 
week. 

Although selected and sworn in on 
Sept. 2 and 3, respectively, its initial 
meeting was confined to a _ short 
briefing by DJ attorneys, headed by 
Leonard J. Emmerglick. The grand 
jury then recessed to Thursday, Sept. 
11. 

Earlier last week, there was some 
speculation that the jury might be 
prevented from doing any real work 
if the U. S. District Court here on 
Sept. 10 ruled in favor of several mo- 
tions to delay filing of the demanded 
records past the subpoena deadline 
of Sept. 3—later extended to Sept. 10 
to give the court time to deal with 
the motions. 

Last Friday (Sept. 5), however, 
Mr. Emmerglick revealed that two 
large companies involved, The Texas 
Co. and Gulf Oil Corp., and five 
“smaller” companies had accepted a 
DJ offer whereby filing of the bulk 
of records could be delayed. Then 
early this week came word that 
Asiatic Petroleum and perhaps one 
other large foreign company had 
agreed to the same arrangement. 

This obviously means that the jury 
will have enough evidence to get 
started on, regardless of compliance 
delays that may be won by several 
of the other large companies involved, 
such as Jersey Standard, Standard- 
Vacuum, Socony-Vacuum, Standard 
of California and Caltex. 


New Hearing Site?—There was a 
series of rapid-fire developments 
leading up to the lumping of all the 
preliminary motions into Wednes- 
day's hearing. 

One major move centered around 
a possible change of the hearing site. 
California Texas Oil Co., for example, 
filed a motion seeking transfer of 
the grand jury investigation to the 
Southern District of New York. Or, 
as an alternate measure, the dis- 
missal of the grand jury. 

Caltex pointed out that come of the 
records covered by the “blanket” re- 
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quest by the Department of Justice 
included records which are also 
wanted for the suit by the Mutual 
Security Agency against oil com- 
panies, accusing them of overcharging 
the government on oil purchases for 
foreign aid countries. 

The MSA suit has been filed in 
New York, and it’s hard for the 
company to have the same set of 
records in two places at the same 
time, Caltex said. 

Protests Jury—Caltex also em- 
phasized that it wants the investi- 
gation moved to New York for an- 
other reason: The 23-man Wash- 
ington grand jury includes 14 jurors 
who are federal employes. 

Because it is the government 
bringing the action, Caltex would 
rather not have government people 
on the grand jury. 

The company also explained that 
the bulk of its records are in New 
York and that many other companies 
are in the same position. Further- 
more, the company said, DJ itself 
maintains a substantial part of its 
Anti-trust Division in New York. 


The companies seeking delays were 
trying to get the idea across that 
preparing all the documents the 
government has called for is a tre- 
mendous time-consuming operetion. 
The Standard-Vacuum attorney said 
it would be necessary for the company 
to photostat or otherwise reproduce 
an estimated 20 million pages of 
records in the company’s New York 
office alone at a cost of $400,000. 
In addition, Standard-Vacuum op- 
erates in 50 foreign countries, and the 
cost of all the necessary work would 
amount to more than $1 million. 


Caltex estimated its principal re- 
cords amount to approximately 3,417,- 
500 documents and that it maintains 
records for 74 corporations for whom 
it performs certain services. 


Delay Offered—Mr. Emmerglick 
offered to yield a little ground on the 
time extension problem. He offered to 
put off final compliance with the 
subpoenas until Oct. 3 if the com- 
panies would begin to comply by 
bringing in “lists” of contracts; min- 
utes of meetings and correspondence 
of company policy officials dealing 
with overseas operations. They could 


bring in the records themsélves Oct. 
3 or make motions in court to get 
postponement. 


As for the Standard-Vacuum com- 
plaint about the huge amount of 
work required in such a short time, 
Mr. Emmerglick told the court that 
both Gulf and Texaco operations 
are more extensive than Standard- 
Vacuum’s. He said the company’s 
action in filing a delay motion was 
simply a “dilatory expedient.” 

Another motion being heard by the 
court Sept. 10 was that of Standard 
of California for having the record 
compliance deadline extended to Nov. 
5. Mr. Emmerglick termed this “high- 
ly improper” and said it amounted 
to a motion “to have more time to 
do nothing.” 

In the meantime, the company 
moved to lay its case before its em- 
ployes and stockholders in the form 
of an “assurance” statement (see 
story on p. 22). 

Socony Rebuttal — Another major 
oil company fighting back vigorously 
this past week against the “cartel” 
charges was Socony-Vacuum which 
declared that the case not only “is 
bound to play squarely into the hands 
of the Soviet Union” but that the 
company records required presented 
an almost insurmountable task. 


The company maintained that this 
record digging would require almost 
four million man-hours or the work 
of one man for 21 centuries. The 
blasts against the DJ were spelled 
out in affidavits filed with the U. 8. 
District Court Sept. 4. 

In warning of international danger 
posed by subpoena, Charles L. Hard- 
ing, director in charge of Middle East 
interests, averred that a Russian grab 
of Middle East oil or even its denial 
to friendly nations “is about the most 
important feat that the Soviets could 
accomplish today.” 

Holding that it may be a matter 
of “national survival” to retain con- 
fidence of Middle East nations, Mr 
Harding added: 

“The Lebanese press reports the 
news of the oil investigation by the 
American government, emphasizing 
the necessity for renewed agitation 
for nationalization of the Lebanese 
petroleum facilities now operated by 
Americans. . . 


“I am informed that representatives 
of King Ibn Saud of Saudi Arabia 
have expressed grave concern at the 
disclosure of any correspondence to 
which he or his representatives have 
been a party. Actually one of the 
major reasons why American inter- 
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ests were admitted into Saudi Arabia 
was the fact that the government of 
that country feared, if concessions 
were given to companies of other 
nationalities, that the Arabian in- 
vestments of those companies would 
be used for the political purposes of 
the country involved. Similarly, com- 
pliance with this subpoena will un- 
dermine that sovereign’s faith in 
dealing with American oil compan- 
are. 


Russian Policy—‘‘The Soviet tactic 
is to undermine the governmental au- 
thorities of those countries which 
have granted or are supporting pro- 
duction, transportation, or other oil 
concessions to American or other 
Western interests, and to utilize the 
extremist elements of those countries 
to create riots, chaos and clamor for 
nationalization. In any such country, 
the normal sequel to nationalization 
(as illustrated in Iran) will be the 
complete collapse of petroleum oper- 
ations and the creation of the vac- 
uum into which Russia stands ever- 
ready, able and anxious to move at 
the opportune moment.” 


Mountains of Work—In another af- 
fidavit, W. D. Bickham, secretary, de- 
clared that in U. S. operations alone 
the subpoena would require a check of 
38 million pages of various docu- 
ments and demand more than 760,000 
man-hours or the full time of one 
man for more than 400 years. 


Files outside the U. S., he contin- 
ued, involve at least 155 million pages, 
the search of which would require 
3,100,000 man-hours or the work of 
one man for more than 17 centuries. 
Mr. Bickham emphasized that this 
estimate included only companies in 
which Socony has a minority stock 
interest, excluding such as Aramco, 
Standard-Vacuum and Iraq Petrol- 
eum, 

He also declared: 


“The unreasonable and oppressive 
nature of the broad, sweeping and 
all-embracing demands of the sub- 
poena are necessarily compounded 
with each year that the demands 
reach back. The period of almost a 
quarter of a century is far in excess 
of any reasonable period. . . 


“The unreasonable nature of 
the subpoena is again shown by the 
fact that it calls (among other 
things) for a search of and the pro- 
duction of documents covering all ac- 
tions taken during World War II... 
At that time the activities of the 
company were under the direct super- 
vision and control of the Petroleum 
Administration for War (PAW), an 
instrumentality of the United States 
government A review of files 
for the war years manifestly could 
serve no useful purpose since the 
United States government was and is 
fully acquainted with all such activi- 
ties of Socony-Vacuum.” 
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Operations Legal—Major's Letter Tells Stockholders 


SAN FRANCISCO—To make sure 
its stockholders and employes get the 
facts on the grand jury “cartel” in- 
vestigation, Standard Oil of Califor- 
nia last week mailed them a state- 
ment outlining the company’s opera- 
tions overseas, and denying illegal 
activities. 

Full text of the statement, signed 
by Board Chairman R. G. Follis and 
President T. S. Petersen, follows: 


“Recently this company and others 
have figured prominently in news 
stories emanating from Washington 
about publication of a staff report 
to the Federal Trade Commission, 
gratuitously entitled “The Interna- 
tional Petroleum Cartel.” 


“Shortly before the issuance of this 
FTC report, our company and others 
were served with subpoenas to ap- 
pear before a federal grand jury in 
Washington to produce an _ untold 
number of documents concerning our 
foreign oil operations. 


“The implication of the FTC re- 
port, and of the grand jury investi- 
gation, is that our company is one 
of the parties to an “international 
cartel” which supposedly has domi- 
nated the world’s oil trade. 

“To date our company, and the 
other companies named in the FTC 
report, have not been charged by the 
grand jury with any violation of law. 
If specific charges are brought 
against us, we shall present a com- 
plete defense. And, we are confident 
that we can estabilsh that our for- 
eign operations have been conducted 
in the best interests of the country, 
and certainly in accordance with the 
law. 

“In the meantime, we feel that you 
should know of the general back- 
ground of the operations of our com- 
pany with which these stories seem 
to be concerned. We assure you that 
we do not belong to any “interna- 
tional oil cartel.” 

“Standard Oil Co. of California 
was the pioneer in the exploration for 
oil on Bahrein Island, and in Saudi 
Arabia, and initiated the development 
of petroleum production in these two 
Middle East countries which has led 
to their present world economic im- 
portance. We went into the Middle 
East as an enterprising, privately 
owned company, free of any arrange- 
ments with any other oil companies. 
Our early years there were very 
costly, and we frequently found our- 
selves operating under very discour- 
aging conditions. 

“As our oil production in the Mid- 
dle East finally began to assume sig- 
nificant proportions, our company 
realized that it needed a marketing 
outlet for this oil. We therefore ac- 


quired an interest in an Eastern 
Hemisphere marketing organization 
owned by The Texas Co., and now 
known as Caltex. In return, The 
Texas Co. gained a half interest in 
the producing and refining properties 
we had developed in the Eastern 
Hemisphere. Within the last few 
years other companies came in as 
stockholders of Arabian American 
Oil Co. because we felt they would 
be helpful in the further development 
of these resources in Saudi Arabia, 
in keeping with the economic needs 
of that country and the rapidly grow- 
ing petroleum requirements of the 
Free World. 

“At the time when other compa- 
nies became stockholders of Aramco, 
the Department of Justice was in- 
formed. Furthermore, for at least the 
last ten years the State Department 
also has been consulted on any policy 
matters that might affect our coun- 
try’s foreign relations. 


“Standard Oil Co. of California, and 
its affiliates in these Eastern Hemis- 
phere activities, always have worked 
on the theory that what was best for 
the United States, the foreign coun- 
tries involved, and the customers who 
bought the oil, was best for the com- 
panies themselves in the long run. 
As a consequence, our people have 
been welcomed by all the countries 
into which they have entered. 


“Few American industrial ventures 
abroad have created such good will 
toward the United States as have the 
Bahrein Island and Saudi Arabian de- 
velopments. This has been a real 
post-war “Point Four’ program, with- 
out cost to the United States gov- 
ernment, and America has benefited 
by the strategic availability of pe- 
troleum supplies for our country and 
for its military operations. 


“Apparently as part of this gen- 
eral program against the larger 
U. S. oil companies operating abroad, 
we also have been made a party to 
one of a series of federally instigated 
civil suits alleging overcharges to 
foreign countries in their purchases 
of oil from companies affiliated with 
us. We are ready to prove beyond 
doubt that the prices we have 
charged have been fairly established 
on a competitive basis. It is obvious 
that the prices must have been com- 
petitive or it would not have been 
possible in a five year period to in- 
crease sales of Arabian oil from just 
under 60,000,000 barrels in 1946 to 
nearly 278,000,000 barrels in 1951. 


“American companies in the inter- 
national oil business have built 
American prestige to a high point in 
the countries in which they operate. 
American companies have been trust- 
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ed guests. There can be no immediate 
assessment of the damage these pres- 
ent unproved charges have done to 
this confidence and to our country’s 
international prestige; but, our ex- 
perience indicates this damage may 
well be difficult to repair. No matter 
how successfully we disprove the 
charges, they will cast their shadow 
over all American business operations 
abroad for some time to come. We 
shall do our best to repair the harm, 
but the responsibility for this dis- 
service to our nation must rest with 


those within our own country who 
so recklessly made the charges. 

“Our operations abroad have been 
entirely legal, and of invaluable bene- 
fit to the United States. If we are 
charged with any specific violations 
of the U. S. antitrust laws, the facts 
will prove them baseless. Until that 
time, we wanted you to have this as- 
surance that we are certain our po- 
sition is entirely legal and in keeping 
with our moral responsibilities as an 
American business firm operating 
abroad.” 


Small Businessman Hits Cartel Case 


An example of the thinking of a 
small businessman toward the gov- 
ernment’s “cartel” case is shown in 
an editorial advertisement by Ray 
Smith, owner of the Ray Smith 
Transport Co., of Dallas, Tex., which 
appeared in the Dallas Morning News 
on Sept. 2. It attacks, among other 
things, the government's persecution 
of successful companies. 

The ad is headed “ ‘Littleness’ Did 
Not Make America Great.” Mr. Smith 
says his purpose in printing the ar- 
ticle “is that I hope we may come to 
realize that a great deal of popular 
thinking—and election-year talk 
about our business system needs to 
be reexamined. Too often, we fall for 
catchy phrases and pretty ideas, and 
think we can gain more freedom for 
ourselves by taking freedom away 
from somebody else. That is just 
not so.” 

On the cartel case, the ad says in 
part: 

“The Federal Government is, cur- 
rently, threatening the freedom of one 
vital segment of our competitive en- 
terprise system—the oil industry. The 
threat is subtle. It is deliberately cal- 
culated to mislead little businessmen, 
to get them to do the battle of pyg- 
mies against successful businesses. 
We, as a little business, want no part 
of this alliance.”” (The ad then ex- 
plains some of the background of the 
case.) It continues: 

“The validity of the charges, of 
course, will be determined ultimately 
by the courts and we do not purport 
to pre-judge the case. 

“However, we do feel free to em- 
phasize the obviously fallacious rea- 
soning the report presents—and, more 
importantly, to criticize and condemn 
the tactics the Federal Government 
has employed to try this case out of 
court through sly innuendo, trans- 
parent theatrics, and cunning propa- 
ganda. 

The ad continues: 

“1. The report is three years old. It 
deals with events before 1949—not 
1952. For several years, the report 
has been kept on the shelf, waiting. 
For what? It was released, not by 
the agency preparing it, but by the 
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candidate for Vice-President of the 
present Administration in the midst 
of a political campaign. Is it mere 
coincidence that these officials should 
choose an election year in which to 
flay ‘big companies’ and espouse the 
cause of ‘littleness?’ 

“2. For months, agents of the gov- 
ernment have been referring darkly 
to the ‘oil cartel’—hinting, suggest- 
ing, implying the contents of this 
supposedly ‘secret’ report. The report 
has been ‘secret’ only from the ac- 
cused companies. Thus, the compan- 
ies have been condemned publicly by 
their own government, without knowl- 
edge of the charges against them, 
without access to the indictment 
against them. 

“3. The five American companies 

under attack are criticized for their 
operations abroad which have helped 
keep open to the Western world 93% 
of the world’s oil reserves. The United 
States Government encouraged these 
companies to do just what they did, 
particularly in the Middle East. Now, 
the same government condemns them 
for doing their job well. 
. “4. In the Middle East, these com- 
panies are helping hold a beachhead 
for the West, keeping open access to 
the lands which cover 42% of the 
world’s oil reserves. Britain’s Anglo- 
Iranian Oil Company, which was 
largely owned by the British Govern- 
ment, was thrown out of Iran last 
year. American companies, privately 
owned, have been permitted to stay, 
holding a lifeline to the rich reserves 
which are barely a day’s march from 
the borders of Russia. Today the Mid- 
dle East is in ferment. Thrones are 
being overturned. Anti-Western agi- 
tation is rising. The Communists cry 
that the Americans are ‘foreign ex- 
ploiters,’ and the cry is repeated by 
the mobs and the parliaments of 
those troubled lands. Into this sit- 
uation, the American government now 
joins to cry out, also, that our own 
American companies are—just as the 
Kremlin says—‘exploiters,’ ‘price- 
gougers,’ ‘market-fixers.’ Whose in- 
terest is served? 

“5. At home, the government says 
these companies have combined to 


‘force’ upon the States a wicked 
scheme of prorated oil production. 
This charge is false, absurd, and near- 
ly 20 years late. Proration is the 
method by which the States prevent 
wasteful overproduction of oil—fix- 
ing a statewide quota based on de- 
mands, then prorating that produc- 
tion equitably among all producers. 
Without proration, the states could 
not feasibly control production or con- 
serve the oil. Texas’ oil-regulating 
agency, the Railroad Commission, pio- 
neered in developing proration laws 
during the early 1930's because the 
people of Texas did not want oil sup- 
plies depleted wastefully. Actually, 
proration protects the ‘little’ pro- 
ducer. If big companies could pro- 
duce unlimited oil from their leases, 
the small producer would soon be 
drowned in a flood of cheap oil. 


“Thus, the dismal story unfolds—a 
story of hypocrisy, deceit, distortion, 
confusion in our Federal Government. 
American enterprise is encouraged to 
do a job, then condemned for doing 
it well, ‘Little’ businessmen are en- 
couraged by Washington propaganda 
to condemn the very proration laws 
which have been their salvation, on 
the false charge that these laws pro- 
tect ‘bigness. 

“Is Bigness Bad?-——-Throughout the 
report, however, one theme is con- 
sistent: ‘Bigness is bad.’ This is the 
sales talk, this is the ‘line,’ this is 
the over-simplified slogan necessary 
for any propaganda campaign. 

“Is bigness bad? 

“Some officials of our Government 
say that it is bad—inevitably, un- 
questionably, and completely. Our 
laws don’t say that, though, and this 
schizophrenic Government of ours 
doesn’t abhor bigness in practice. 

“Our antitrust laws—which protect 
the ‘little’ business—say the test of 
‘badness’ is the conduct of the busi- 
ness, not its size. But Washington 
has so misapplied the antitrust laws 
that they are now becoming anti- 
bigness laws, used to stifle growth, 
not stimulate competition. 

“While the Department of Justice 
views bigness as an evil, other agen- 
cies of our Government view bigness 
in industry as a salvation.” 


Jobbers May Ask Export Curb 


WASHINGTON—National Oil Job- 
bers Council warned Sept. 8 that it 
will pressure PAD for restrictions 
on exports should a shortage of dis- 
tillate fuels develop on the East Coast 
this coming winter. 

NOJC also commented on PAD*‘s 
all-out “fill-up” campaign noting that 
“if PAD could prevail on suppliers 
to return to the old method of grant- 
ing price inducements for off-season 
fill-up, this phase of the program 
would take care of itself.” 
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Jobber Council Hails Oil Import 
Tariff Cut; IPAA Hits ‘Price Hike’ 


NPN News Bureau 
WASHINGTON—tThe slash in oil 
import tariffs to 5.25c and 10.5c a 
bbl. was hailed Sept. 8 as “a step 
in the right direction” by General 
Counsel Otis H. Ellis of the National 
Oil Jobbers Council. He added, how- 
ever, that the council “will not be 
satisfied until all duties on petro- 
leum products are eliminated en- 
tirely.” 

Mr. Ellis said tariffs “serve little 
or no purpose insofar as restricting 
imports is concerned and the con- 
stant threat of prohibitive duties or 
quotas is adequate to preclude exces- 
sive dumping on the American mar- 
ket.” 

IPAA Protests—Tariff cuts were 
strongly protested last week by Rus- 
sell B. Brown, general counsel of the 
Independent Petroleum Assn. of 
America. 

Oil imports tax reductions granted 
Venezuela “constitute price in- 
creases,” benefits of which “will ac- 
crue chiefly” to Standard Oil Co. 
(New Jersey) and Royal Dutch-Shell 
companies, while resulting in an esti- 
mated $30 million annual reduction 
in federal revenue, Mr. Brown as- 
serted. An increase in imports will 
boost this $30 million loss estimate, 
he added. 


Discrimination—“The price increase 
to the importing companies discrimi- 
nates against the domestic producer 
whose crude oil price has been frozen 
at the 1947 level. This favorable 
treatment accorded the importing 
companies contrasts sharply to the 
lack of consideration given. the do- 
mestic oil industry. The Office of 
Price Stabilization has refused to rec- 
ognize the inequitable and unsound 
price position of the domestic pro- 
ducing industry.” 

Because of “particularly favorable 
treatment of fuel oil,” Mr. Brown 
added, “the benefits of this action. . . 
will accrue chiefly to Standard 
Oil Co. of New Jersey and the Royal 
Dutch/Shell combine which control 
practically all of the fuel oil imports 
into the United States.” 

Mr. Brown conceded that import 
tax reduction—which applies to all 
petroleum imports exclusive of Rus- 
sia and Iron Curtain countries—‘may 
not be a factor in influencing in- 
creased imports” but said that gov- 
ernment policy “embodied” in action 
“will be an important factor.” 

“While producers have cause to be 
alarmed by these developments it is 
not necessary that harm result,” he 
continued. “Importing companies 
have subscribed to a national oil pol- 
icy under which imports serve to sup- 
plement domestic supply.” 
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Mr. Brown said “it wquld be unfor- 
tunate”’ if importers should “‘use the 
President’s expressed encouragement 
of additional imports as a shield to 
justify a repudiation of (the) nation- 
al oil policy.” 


Mr. Brown pointed out that crude 
oil and residual fuel oil account for 
95% of total petroleum imports. Un- 
der the old quota system, he recalled, 
these items were taxed 10.5c per bbl. 
on that amount equal to 5% of total 
domestic refinery runs for preceding 
year and 21c per bbl. on remainder. 


The average tax for 1951, he said, 
was between 17c and 18c per bbl. on 
crude oil and fuel oil. 

However, with the quota now elimi- 
nated and crude and fuel oil of less 
than 25 deg. gravity entering at tax 
of 5.25c per bbl. with tax of 10.5c 
applying to crude and fuel oil above 
25 deg. gravity, “these reduced rates 
will average between 7c and 8c, a 
reduction of about 10c a bbl. from 
taxes paid in 1951,” Mr. Brown de- 
clared. 

Company Hits Back—One major oil 
company representative has branded 
IPAA presentation as “entirely false” 
but was not prepared to elaborate, 
other than to declare that at least 
50% of tariff benefit would be ab- 
sorbed by federal taxes. 


Defense Orders for the Oil Industry 


(Issued Sept. 2-Sept. 8, inclusive) 

This description of oil defense orders pro- 
vides a weekly summary of government regu- 
lations that may affect NPN readers. We will 
appreciate our readers letting us know when 
they think that we have omitted a regulation 

Complete copies of the official text of these 
orders can be obtained from Platt’s OIL-Law- 
GRAM Reports, 1213 West Third St., Cleveland 
13, Ohio, a publication which reproduces and 
mails out the orders on oil upon issuance 
Minimum charge for single copies, $1.00, 
postage paid. One year's service, $100. Less 
than one year’s service pro rata plus $5.00 
for handling. 

CODE: NPA—National Production Author- 
ity; ESA Economic Stabilization Agency; 
PAD—Petroleum Administration for Defense; 
ODM—Office of Defense Mobilization; DPA 
Defense Production Administration; DTA 
Defense Transport Administration; WSB 
Wage Stabilization Board; OPS - Office of 
Price Stabilization 


List of Orders 


NPA—National Production Authority 

CMP Reg. 1, Dir, 16 as amended—Third and 
fourth quarter controlled material orders. 

CMP Reg. 2, Dir. _1—Revocation—Copper 
and aluminum inventory limits, 

CMP Reg. 2 as amended—-Inventories of 
controlled materials 

CMP Reg. 1, Dir, 18 as amended—Automatic 
allotment procedure for producers of Class B 
Products 

M-2 as amended—Rubber. 

CMP Reg. 1, Dir. 19 as amended—Ex-allot- 
ment acquisition and use of carbon conversioa 
steel 

CMP Reg. 6, Dir. 7 as amended—Ex-allot- 
ment acquisition and use of carbon conversion 
steel 

M-46, Dir. 5 and M-46A, Dir. 3—Steel in 
oil country construction. 

EO—Executive Order 

EO 10390—WSB alternates. 
SSB—Salary Stabilization Board 

GSSR 5, Int. 9, Amdt. 1—Employees sub- 
ject to GSSR 5 

GSSR 5, Amdt. 1—Compensation of sales 
employees. 

GSSR 1 amended, Int. 10, Amdt. 1—Salaries 
for new or changed positions. 

GSSR 1 amended, correction—Salary sta- 
bilization 
OPS—Office of Price Stabilization 

GOR 2, Rev. 1, Amdt, 2—FOB ceiling prices 
any destination wthin a zone for sales to 
government. 

GOR 33—Adjustments for wholesalers and 
retailers under 402 (K) of Defense Production 
Act 

GOR 14, Int. 2—Necessary operations in 
drilling of oil and gas wells. 


What Orders Do 
National Production Authority 


CONTROLLED MATERIAL ORDERS— Dir 
16 as amended to CMP Reg. 1—Clarifies the 
position of third and fourth quarter orders on 
steel producers’ schedules during Oct. and Nov 
1952, and Jan. and Feb., 1953. 


COPPER AND ALUMINUM—Revocation of 
Dir. 1 to CMP Reg. 2—Effective Oct. 1, lim- 
itations on inventories of aluminum and copper 
controlled materials are temporarily suspended 
CMP Reg. 2, as amended, authorized the ac- 
cumulation of 60 day inventories of aluminum 
controlled materials during the fourth quarter 
of 1952. 

AUTOMATIC ALLOTMENT Dir, 18 as 
amended to CMP Reg. 1—clarifies the defini- 
tion of ‘‘total third quarter allotment’’ and 
provides that total net allotments be computed 
as of the close of business on 8/29/52. 

RUBBER—M-2 as amended—Removes all re- 
strictions on the purchase of cold government 
produced synthetic rubber. 

CARBON CONVERSION STEEL—Dir. 19 as 
amended to CMP Reg. 1, and Dir. 7 as 
amended to CMP Reg. 6—Clarify the definitions 
and procedure to be used for ex-allotment ac- 
quisition of carbon conversion steel, and pro- 
vide for the placing of orders for delivery in 
the third calendar quarter of 1952 of finished 
steel 

STEEL IN OIL COUNTRY CONSTRUCTION 

Dir. 5 to M-46, and Dir. 3 to M-46A 
Assures a continued supply of finished carbon 
conversion steel for construction to gas and 
petroleum operators in U. S., Canada, and 
foreign countries, by allowing up to 500 tons 
of finished carbon conversion steel for use in 
approved construction projects without an al- 
lotment 


Executive Orders 


WSB—ALTERNATES— EO 10390 amends EO 
10161 by specifying and authorizing selection 
of alternate members of WSB, their representa- 
tion and their status and functions 


Salary Stabilization Board 


DRIVER SALESMEN—<Amadt. 1 to Int. 9 
of GSSR 5—Returns jurisdiction over driver 
salesmen to SSB as authorized by Defense 
Production Act amendments of 1952. 

COMMISSION EARNINGS AND RATES 
Amdt. 1 to GSSR 5—Provides appropriate ad- 
justments for employees compensated through 
commission on a basis paralleling that for ad- 
justments authorized for employees com- 
pensated by salaries. 

SALARIES FOR NEW POSITIONS—Amat 
1 to Int. 10 of GSSR 1 amended—Substitutes 
the appropriate section references for the in- 
terpretation. 

SALARY STABILIZATION — GSSR 1 as 
amended—a correction in the original printing 
of the order 


Office of Price Stabilization 


FOB CEILING PRICES—Amadt. 2 to Rev 
1 of GOR 2—Established uniform FOB destina- 
tion ceiling prices by zones for persons selling 
to government. 

WHOLESALE AND RETAIL ADJUST- 
MENTS—GOR 33—Allows resellers whose mar- 
gins are below their customary (pre-Korea) 
margins to apply for adjustments which will 
be granted on an industry-wide basis. 

DRILLING OF OIL AND GAS WELLS- 
Int, 2 to GOR 14—Exempts from price control 
all ‘‘necessary services’’ in connection with 
drilling oi] and gas wells. 
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MARKETING ASSOCIATIONS 








NOJC CHAIRMAN John Harper discusses jobber problems at Sept. 5 meeting of Ala- 


bama Petroleum Jobbers Assn. in Montgomery. 


Left to right are: G. Sidney Waits, 


Andalusia Oil Co., Andalusia, retiring association president; Mr. Harper; and W. Tom 
Jones, Bama Oil Co., Montgomery 


Independents Doomed Unless Suppliers 
Give Cost Data, Alabama Jobbers Told 


Special to NPN 


MONTGOMERY, Ala. The job- 
ber’s future is doomed unless sup- 
pliers adopt accounting methods by 
which they can provide profit-loss 
analyses limited to activities strictly 
paralleling functions performed by 
jobber, Chairman John Harper of Na- 
tional Oil Jobbers Council, told. the 
Alabama Petroleum Jobbers Assn. 
Sept. 5. 


The association in its business ses- 
Sion adopted two resolutions: 


1. Urging members to support a 
state gasoline tax  anti-diversion 
amendment up for vote in the Nov. 
4 general election. 


2. Approving plans to introduce in 





Moody New President 


MONTGOMERY, Ala. — New 
president of Alabama Petro- 
leum Jobbers Assn. is Leonard 
E. Moody, Moody Oil Co., De- 
catur. Other officers elected at 
the association’s Sept. 5 meet- 
ing here were: Roxie G. Lee, 
Motor Pep Oil Co., Mobile, first 
vice president; Roy Odom, Ala- 
bama Oil Co., Decatur, second 
vice president; and Henry S. 
Morgan, Morgan Distributing 
Co., Opp., secretary-treasurer. 
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the next legislature a bill which would 
give to jobbers 1.5% of the 6c state 
gasoline tax for their efforts in tax 
collection. 

Jobber’s Future Mr. Harper, in 
outlining the danger points in jobber- 
supplier relations, stated: 

“The antagonism of the field force 
of the supplier's marketing division 
is detrimental tc jobber relations and: 


“The mortality (management suc- 
cession) of the jobber is a serious 
problem to supplier and jowber alike, 
and it can only be solved by the co- 
operation of both parties.” 


Mr. Harper entertained the “opti- 
mistic assumption that these detri- 
mental factors can and will be” at 
least alleviated. 


At present, however, he said, ma 
jors’ transportation and other econ- 
omies “lead” into their marketing 
cost structures, and suppliers appar 
ently are unable to break out true 
marketing pictures for comparison 
with jobbers’. He added: 


“We can't keep on playing against 
loaded dice, and the sad part of it is 
We can't seem to convince the people 
we are playing with that the dice are 
loaded.”’ 


Co-operation Needed—As to “an- 
tagonism” of suppliers’ field forces 
for jobbers, due to organizational 
pride and desire to make a showing 
in increased direct marketing activ- 
ity, this will not pass until majors 
executives make a point of creating 
“true mutual respect and co-opera- 
tion,”’ Mr. Harper said. 


Provisions which should be made 
for carrying on a jobber’s franchise 
after his retirement or death, he sug- 
gested, could well be “Case No. 1 on 
the agenda of the new jobber-supplie: 
committee” projected by API's Mar- 
keting Division. 


If forfeiture of jobber franchises 
continues, Mr. Harper warned, it will 
exceed the rate of creation of new 
jobber projects. 


(A partial text of Mr. Harper's 
talk will appear in a later NPN is- 
sue.) 

Another speaker was L. T. White 
director of education and business re- 
search for Cities Service Petroleum, 
Inc., New York. He discussed tvrain- 
ing and edvcation opportunities avail- 
able to Alabama jobbers 


What Does Jobber Expect of Supplier? 
Independent Lists 11 Forms of Help 


Special to NPN 

BLOWING ROCK, N. C.—Eleven 
ways in which a supplier should help 
its jobbers were outlined for North 
Carolina Oil Jobbers Assn. last week 
by John C. Cummins, Cumberland 
Oil Co., Nashville, Tenn. 

Addressing the association's Sept. 
4-7 meeting here, Mr. Cummins listed 
an “equitable franchise,” a “fair 
share” of supplies in periods of tight- 
ness, and a wide range of advice and 
help in marketing operations. 

Resolutions—In its business ses- 
sion, the association adopted resolu- 
tions: 


(a) Urging “abolition of the so- 
called anti-merger provision of the 
Clayton Act.” The resolution stated 
that “through the _ interpretation 
given to certain provisions by the 
courts of the U. S., it (Clayton Act) 
has the practical effect of preventing 
free and competitive operations 
among small business.” The associa- 
tion requested Congress to “re-write 
certain provisions.” 

(b) Asking Congress to “equalize 
the tax burden of co-operatives and 
independent business enterprises.” 
But the resolution had no “opposi- 
tion to any advantage enjoyed by 
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co-operatives which are strictly farm 
co-operatives, organized and operated 
for the co-operative purchase and sale 
of farm products.” 


The association also gave approval 
to these plans: 


To seek legislation requiring 
the labeling of “any used or re- 
refined motor oil sold as an auto- 
motive lubricant.” 


—To make a study of the North 
Carolina turnpike authority to 
make sure it will not be “in com- 


petition” with jobbers in the sale 

of products. 

—To urge the state to abolish 
statewide bids on its own oil re- 
quirements, and use only county 
bids. 

What Jobbers Expect—Mr. Cum- 
mins told the convention that “the 
jobbing segment is here to stay, and 
for this reason the suppliers should 
give much thought and consideration 
to the selection of their jobbers, and 
their future possibilities and devel- 
opment.” 





(Model 651) 


Hollow-stud, pedestal 
mount protects wiring. 
Only one hole required. 
Red or amber lenses. 





All above model lamps available 
individually, or in complete sets with 
Sparton self-cancelling positive ac- 
tion signal switch (above). 


MAKERS OF QUALITY 
AUTOMOTIVE EQUIPMENT 
SINCE 1900 


Oy ya Won 


AUTOMOTIVE 


Peewee ee es el 


THE SPARKS-WITHINGTON JACKSON 


MPANY MICHIGAN 


New Sparton Directional Signal Lamps 
to meet every requirement 


Approved in all states requiring approval. 
California approval pending. 





(Model 6105) 


Flush mount. Red or 
amber lenses. 








(Model 664) 


Semi-flush mount. 
Red or amber lenses. 





(Model 650) 


Two-face hollow-stud 
mount. Only 2” wide. One 
bulb! Lightweight. Red 
and amber lenses. 


Sparton Air Horn 
Mode! 271C with chrome-plated trumpets 


Four great features! (1) needs only 10- 
100# pressure to operate; (2) consumes 
only 6 cubic feet per minute at 100# pres- 
sure; (3) does not affect air brakes; (4) has 
far-reaching tone. Also available: Model 
270—hammerloid gray with control valve. 


The 11 Points—‘The supplying 
company should have the following,” 
Mr. Cummins said. 

“1. A jobber franchise that is fair 
and equitable. This franchise should 
cover gasoline, kerosine, fuel ojls, and 
other light products with a guaran- 
teed margin of not less than 2.25c 
per gal., provided the jobber does not 
precipitate or cause to be precipitated 
a sub-normal price condition. In pe- 
riods of inflation and rising prices 
the jcbber should participate in the 
price increase on a percentage basis. 
Oils and greases should be supplied 
at a discount from the suggested re- 
tail consumer cost. 

“2. A jobber should never be taken 
for granted. He should be treated 
with respect and courtecy and his 
business continually solicited, as com- 
petition is the push behind progress. 

“3. A supplier should be competi- 
tive in price as well as quality of 
product at all times. 





Word ‘Jobber’ Means 
Independence—Cummins 


In outlining his views on 
“What a Jobber Expects of His 
Supplier” last week, Jack Cum- 
mins defined the word “jobber.” 
He admitted: “I am somewhat 
confused,” stating: 

“It has been brought to my 
attention that the word ‘dis- 
tributor’ is the proper word to 
be used instead of the word 
‘jobber.’ I do not, however, 
agree with this, as there are 
many types of petroleum dis- 
tributors. There is the com- 
mission agent or consignee, the 
peddler, the commissioned tank 
wagon truck salesman, and the 
jobber by virtue of his con- 
tractual arrangements with his 
supplier; whereby the supplier 
has an option to buy the job- 
ber’s business, to build service 
stations and lease to the job- 
ber, owns part interest in the 
jobber’s business, takes leases 
on service station locations and 
sub-leases to the jobber, pro- 
viding the jobber sells the prod- 
uct sold and distributed ex- 
clusively by his supplier; or, 
the supplier has financed the 
jobber to such an extent that 
the jobber is not independent, 
but becomes a glorified com- 
mission agent operating on a 
jobber’s margin of profit. 

“The jobber that I refer to is 
a qualified Independent petro- 
leum marketer who in no way 
is obligated to his supplier and 
who in a given territory has 
the exclusive rights to market 
his supplier’s products.” 
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“4. In a period of tight supply, 
the jobber should receive a fair share 
of the total supplies and should not 
be discriminated against. 

“5. The supplier should create con- 
sumer acceptance through various 
advertising media, preferably at a lo- 
cal level rather than a national level. 
The jobber cannot advertise himself 
without including his supplier, and 
therefore, the supplier should include 
the jobber at his level of marketing. 

“6. The supplier should assist in 
the selection of service station sites. 

“7, The supplier should furnish a 
complete retail program for jobber 
outlets including service station plan- 
ning, visibility, accessibility, building 
designs, pump layouts, store planning, 
displays, and general appearance. This 
would also include new business plans 
and customer record controls. 

“8. There should be a rehabilitation 
program with more thought given to 
modernizing existing outlets, so that 
more sales volume can be developed 
from fewer outlets, increase product 
gallonage per pump, and the increas- 
ing of tank truck drops. 

“9. There should be a specific plan 
available for the solicitation of car 
dealer business, airport business, ma- 


rine business, farm business, fuel oil ° 


business, and commercial consuming 
business. 

“10. Because of the suppliers’ re- 
search and engineering activity the 
supplier should make available to the 
jobber an engineer for technical con- 
sultation and assistance. 

“11. General business assistance 
and counsel should be made available 
to the jobber based on the over-all 
experience of the supplier even to the 
assistance of handling and training 
personnel. 

Jobbers Growing—‘The jobber seg- 
ment of this industry,” Mr. Cummins 
concluded, “has enjoyed a continual 
increase in number since 1940. 

“Today in the United States there 
are 20% more jobbers than there 
were in 1940. 

“Many of us have been under the 
impression that jobbers were being 
eliminated one by one, but such is 
not the case. One company with na- 
tional distribution has increased its 
number of jobbers 60% since 1940, 
and 40% of its total domestic sales 
are by Independent branded jobbers. 


Cosden Grants Distributors 
1% Gasoline Tax Discount 


HOUSTON -— Cosden Petroleum 
Corp. is now allowing its distributors 
a 1% discount on state gasoline taxes 
which the company is required to 
collect, provided the distributors 
themselves make temperature cor- 
rections to 60 degrees F. on deliveries 
to retail outlets. 

In a bulletin to all distributors, R. 
L. Tollett, president, said Cosden in 
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the future would allow this discount 
(shrinkage allowance), plus the 1% 
already being allowed on purchases, 
ex taxes, when distributors pay for 
deliveries made to them within 10 
days from date of purchase. 

Cosden distributors also will get 
help from the company in making 
arrangements to post a bond with 
Cosden, which will qualify them to 
defer remittance of Texas gasoline 
taxes to the company until the 18th 
of each month following the month 
when purchases were made. 


1. Fast, self priming with 
steady, constant delivery. 


2. Rugged construction. Built 
for hard, every-day truck 
delivery service. 


3. Direct connected to stand- 
ard power take-off thru 
jackshaft and universal joint. 
No gear increasers required. 
Slow speed, long life. 





Licenses Sought—The Texas Oil 
Jobbers: Assn. has sought to pass 
legislation permitting the jobber to 
be licensed as a distributor. If such 
a license could be obtained, then the 
distributor would pay his gasoline 
tax on the 25th of the following 
month, with an allowance of 1% for 
cost of collection and loss of product. 

Association is making an effort, 
however, to solve this problem within 
the industry, and has asked its mem- 
bers to take this matter up in- 
dividually with their suppliers. 


FIG. 124 VIKING TRUCK 
MOUNTING PUMP 


. Compact relief valve on 
pump head permits closing 
of discharge without stop- 
ping pump. 


. Extra long stuffing box to 
prevent leakage. 


Casing can be turned to any 
45° angle for handiest port 
location. 


Avcilable in 35, 50, 90, 150, 
200 and 300 gpm capacities. 
A size for every truck and 
purpose. 


Send for bulletin 1507R today 
for complete information. 


~ Pump Company 
ing Cedar Falls, lowa 
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PAD Still Has Job to Do—Chapman 


Special to NPN 
BANFF, Alta.—The Petroleum Ad- 


ministration for Defense must stay 
in business “for some time to come” 
in order to assure that oil for defense 
has “the minimum margin for safe- 
ty,” Interior Secretary Chapman told 
the Interstate Oil Compact Commis- 
sion last week. 


In a talk read to the compact meet- 
ing here by Deputy PAD J. Ed War- 
ren, Mr. Chapman warned that no 
one should “delude himself into think- 
ing” that the oil supply program “is 
close to accomplishment.” 

“We have still ahead of us the task 
of fulfilling the PAD-industry pro- 
gram to provide a margin of 1,000,- 
000 b/d of crude production beyond 
present demands. And once that 
program has been fulfilled, we will 
still have to realize that we have 
provided at best only the minimum 
margin for safety.” 


On other hand, Mr. Chapman em- 
phasized that he is “not pessimistic” 
about Western Hemisphere oil sup- 
plies “for the long haul,” pointing to 
“large” Venezuelan supplies, growing 
Canadian prospects, plus ability of 
U.S. operators to defy “every prophet 
of doom” and find “more and more 
oil.” 

In conservation field, Mr. Chapman 
hailed fact that oil use restrictions 
do “not close off the fertile field of 
competition.” He stated that “vital 
competition must not be lost either 
through strangling dictation over the 
industry by government .. . or 
through strangling monopoly within 
industry .. .’ 

Mr. Chapman added: 

Encourage Competition—‘PAD has 
been dedicated from the start to the 
encouragement of competition, not 
just in production of crude oil, but in 
every other phase of the industry as 
well. In setting up our original sys- 
tem of materials allocations, for in- 
stance, we provided a special set- 
aside of 5% of all the oil-country 
tubular goods available to us to be 
used by smaller operators in their 
wildcatting . . . In ordering ...a 
limitation on the use of tetraethyl 
lead in automobile gasoline, we 
evolved a formula that protected the 
small refiners. In recommending ac- 
celerated tax amortization for new 
facilities we have been careful to 
give special consideration to those 
same small refiners. 

“As a result, if all the projects 
PAD has approved are completed, the 
smaller refiners, who had only 1.8% 
of the catalytic cracking capacity of 
the nation as of Jan. 1, 1951, will 
have 6.5% of that capacity—nearly a 
fourfold increase. 
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“Yet our concern for the smaller 
operators has not caused us to over- 
look the important contribution 
large-scale enterprise can make and 
is making to the defense program. 
We have had to be aware of the fact 
that large capital not only has its 
place but is essential in every branch 
of the industry... 

“What we have tried to do, in fact, 
is let the natural dynamics of the 
industry operate without unnecessary 
restraints. In production we have 
allotted pipe to people and not to 
locations. We have not tried to tell 
anyone where he ought to build a 
refinery, or where he ought to lay a 
pipe line, except when considerations 
of national security were involved.” 


Heating Oil Jobbers Urged 
To Return ‘Earnings’ Form 


NPN News Bureau 
WASHINGTON—Fuel oil distrib- 
utors should proceed with submitting 
the OPS “jobber earnings” question- 
naire, even though the margin picture 
has been confused by OPS action. 


This was the recommendation Aug. 
8 of Otis Ellis, general counsel of 
National Oil Jobbers Council, who 
noted that some Midwest jobber 
associations have shown “little or no 
interest” in obtaining heating oil 
ceiling increases under the “jobber 
formula.” 

Mr. Ellis declared: 


“It is a little early to predict the 
response in other areas; however, 
I am of the current opinion that the 
response will be minimized due to 
the fact that OPS established a for- 
mula that would limit increases in 
the event total net earnings from 
fuel oil in the current period are 
equal to or greater than the pre- 
Korean period. 

“Had consideration been given on 
a unit basis, I believe the response 
would have been much greater.” 


The Confusion — Elaborating fur- 
ther on entire margin question, Mr. 
Ellis said: 

“OPS has recently issued another 
regulation (General Overriding Regu- 
lation 33) which, it appears to me, 
is in conflict with the position that 
OPS took before CPR 17, Amend- 
ment 7, was issued. GOR 33 is, in 
substance, a new interpretation of 
the Herlong Amendment and pro- 
vides that wholesalers and retailers 
may apply for ceiling price adjust- 


ments which would restore pre- 
Korean percentage markups and 
charges. I have argued for over a 


year that the Herlong Amendment 


should be interpreted to cover re- 
sellers who used unit markups as 
distinguished from percentage mark- 
ups. OPS has consistently opposed 
this position. It would appear from 
GOR 33 that they have done an 
about-face and that they will now 
recognize percentage as well as unit 
markups as being covered by the 
amendment. 

“Unfortunately, GOR 33 applies to 
the industry as a whole, and since 
there is no uniform unit markup in 
the petroleum industry, it would be 
extremely difficult to apply. CPR 
17, Amendment 7, provides for area 
increases, as distinguished from over- 
all industry increases, which is neces- 
sary if equitable adjustments are to 
be made in the petroleum industry. 

Submit Forms—‘“I am, therefore, of 
the opinion that jobbers should pro- 
ceed with submitting the Form 151, 
and if the jobber response is ade- 
quate, then consideration will be 
given to requesting that (1) the net 
earnings phase of the formula be 
abandoned and the provisions of the 
Herlong Amendment be applied on 


_ an area basis, and (2) that relief be 


granted on a unit basis and without 
regard to the situation on net earn- 
ings.” 


Ellis Protests Credit Curbs 
On Jobber Station Building 


NPN News Bureau 
WASHINGTON—Protests have be- 
gun coming in to National Oil Job- 
bers Council that the government 
credit restriction “Regulation X’’ is 
sharply curtailing service station con- 
struction by Independent oil men, 
while having little effect on inte- 
grated oil companies that do not have 
similar capital problems. 

General Counsel Otis H. Ellis de- 
clared Sept. 8 that the regulation, 
which prohibits borrowing more than 
50% of building costs ‘is almost pro- 
hibitive insofar as Independents are 
concerned due to their low cash po- 
sition, which has been brought about 
by increased costs of doing business 
and a tax situation that leaves little 
for expansion.” 

“How the federal government can 
reconcile its policies of helping small 
business by preventing the expansion 
of integrated monopolies while, on the 
other hand, by regulation, prohibiting 
the expansion of Independent sniall 
business is a little beyond my com- 
prehension,” Mr. Ellis added. 

He noted that the regulation might 
have been relaxed but for the recent 
steel strike. He said, however, he will 
press for such action if a general re- 
action from jobbers and associations 
all over the nation supports com- 
plaints already received that it has 
“retarded normal construction ex- 
pansion.” 
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FTC Makes A Mockery 


If the other 370 some pages are as unfair, are as false 
and have resulted from the same kind of a lazy office-chair 
investigation—if any—as are the pages that concern 
Platt’s Oilgram Price Service, then what is said about 
the oil companies by the Federal Trade Commission in its 
just issued report on “The International Petroleum Car- 
tel” is also equally unfair and untrue. 


Some day, and for the good of the country the 
sooner the better, a fair thinking and free Congress 
shoukd give the Federal Trade Commission a thorough 
overhauling and either get it back to the job for 
which it was created many years ago or abolish it 
and let the regular courts take over the enforcement 
of all business laws. 


The Commission was created, and with the help of 
many oil men, to improve the practices of business and 
to bring about still more honesty and truth telling and 
fair trading in it. The Commission started out that way, 
but it was not long before the people with a “cause” and 
with reforms that might profit certain groups, plus idle 
uplifters and intelligentsia in general, wangled their way 
onto the Commission and into staff positions. Then the 
FTC began to try and mold all business to its pet ideas, 
which were more and more socialistic as the years went 
on, and to develop political capital for the party in power 
by various investigations that were not thoroughly done, 
nor always even honestly done, until it became more 
feared by honest business than wanted. And so far as 
some dishonest business was concerned, it backed away 
in most cowardly fash‘gn from enforcing even the plain- 
est rules of honest dealing. The writer, and also the In- 
dependent oil group with which he was associated about 
the time of the birth of the FTC, had been one of its 
staunch believers, a point of view, however, that he early 
abandoned as the Commission showed that it was a polit- 
ical, radical and demagogic outfit. 


Chapter X of this last FTC report of 30 pages concerns 
the pricing part of the so-called cartel arrangements 
about which the report was issued. It would be much 
to the benefit of the oil industry and the country, too, 
if every oil man could read the report and then have ac- 
cess to the facts, whatever they may be, that the report 
seems to concern. The reader could then make up his 
own mind as to the accuracy and fairness of the report 
and be assured he was doing justice to himself and all 
concerned. But, unfortunately, the facts on which it is 
supposed to rest are scattered in many thousands of doc- 
uments and in the minds of men all over the world. It is 
said to have taken the FTC three years or so to get up 
this report, an impossible length of time for a fair 
minded group to start now and check for the real facts 
in time to be of any value to the oil industry and the 
public. Yet the reader should not accept what the FTC 
report says as a correct statement. 

It is not the province of Platt’s Oilgram to make the 
defense for the oil companies but as best it can in the 
short time available, the Oilgram, through NPN, will 
present a few facts and observations on its own behalf 
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of Fairness and Truth 


in hopes that they will, to some extent at least, catch up 
with the unfair and false statements of the FTC about 
the “Oilgram”. Were the FTC a private outfit, Oilgram 
would take it into court immediately and punish it, but 
like other government bodies, no matter how false and 
reckless the statements, the taxpayer has no recourse, he 
can only suffer and pay out of his pocket the taxes that 
go to support an arm of government that, instead of try- 
ing to help him with the truth, is doing what it can to 
tear down the taxpayer—presumably to carry out the pet 
economic theories of the FTC’s members and of the ad- 
ministration and, right now, to help keep the administra- 
tion in the White House and the FT'C and its employes in 
power and on the payroll. 

The spirit of the report we have had to get from vari- 
ous people who have read parts of it as, because of its 
length, probably no one has been able to read all since 
its publication (dated Aug. 22, 1952). We have only read 
the text of this last chapter. The spirit of the report 
seems to be well indicated in the character of its title 
“The International Petroleum Cartel’, which can only 
mean that such a cartel is a fact and what the FTC says 
can not be questioned. 

There is only room here this week at least, for NPN to 
make a few comments in behalf of the Oilgram Price 
Service. 

It is a fact to which all of us of the Oilgram will testify 
that while the FTC undertakes to set forth, and to com- 
ment on and to criticize and arbitrarily condemn certain 
practices of the Oilgram it at no time, in the several 
years of the investigation, contacted the reporting com- 
pany nor, so far as any one knows, even made an effort 
to do so. Common honesty and decent regard for a citi- 
zen's rights should have prompted the august FTC, one 
would think, to check with the people whom it was about 
to publicly condemn. One certainly would suppose that 
the Commission, because its job is to regulate and im- 
prove the conduct of industry and raise its practices to 
ever higher standards, would want to make sure that its 
own conduct was above reproach. 


Armchair Ethics, FTC Style 


But the FTC did no such thing. Without once leaving 
its comfortable office chair, without picking up the tele- 
phone, without writing a letter, without even asking the 
about-to-be-maligned taxpayer to go out of his way to 
come down to Washington and try and impart a little in- 
formation to an ignorant public body, without recognizing 
the rights of the citizen, Oilgram, the Commission issued a 
highly false and defamatory statement, which it could 
not help but know was intended to impair the one asset 
that a price reporting service can have and that is the 
respect and confidence of its subscribers and the industry 
for its accuracy and honesty. 

An illustration of how utterly false and unfair the FTC 
is, is their statement that (page 352)— 

“Indeed, because of Platt’s practice of sampling 
in most instances only one company for price quota- 
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tions, a single company (probably one of the inter- 

nationally dominant majors) may, by setting the 

“base price,’ determine the domestic and world price 

for refined products.” 

The statement that Oilgram “samples” the market for 
prices is a plain unvarnished falsehood and no one should 
know it better than the man or men who wrote that 
statement, assuming that they have normal mental fac- 
ulties. The implication that a single price was picked by 
Oilgram from a major for the purpose of setting its price 
as world wide, is a bit of slime that Washington has long 
been noted for, particularly during these new-deal-raw- 
deal years. 

Oilgram has repeatedly said and it has told every one 
who has asked, and Oilgram can prove it, that it calls 
daily on all sellers who are in the market or who Oilgram 
has reason to believe will be in the market and Oilgram 
then prints what it finds according to its published rules. 
The well and long recognized accuracy of Oilgram’s re- 
ports are due to the thoroughness of Oilgram’s covering 
the entire market every day, to the skill of its price re- 
porting staff and their honesty, and to the fact that 
Oilgram’s staff is bigger than all the other oil price re- 
porting mediums put together and then some. 

This the great Federal Trade Commission could have 
easily found out for the asking, at the cost of only a few 
letters or phone calls or a few hours of leg work by an 
investigator, had the Commission felt at all inclined to 
live up to the job it is charged with doing and that is 
telling the truth. 

Also in that report, at least so far as price reporting by 
Oilgram is concerned, are many other illustrations of the 
extreme ignorance, stupidity, downright disregard of the 
facts and failure to make any effort to get the facts on 
the part of the Federal Trade Commission and its staff 
that made this report on “The ALLEGED International 
Petroleum Cartel.” 


We will report on those cases in the future, and with 
vastly more regard for truth, honesty and fair dealing 
than this Federal Trade Commission that has spent more 
time and energy throwing falsehoods at the oil indus- 
try than all other government agencies together, far 
more than even ithe Department of INjustics of this 
Roosevelt-Truman era which we hope is about to pass 
forever. 


A Fair-Minded Oil ‘Cartel’ Case Jury 
May Be Hard to Find in Washington 


Holding the grand jury investigation in the oil “cartel 
cases” at Washington seems to be very much a “heads 
I win, tails you lose” affair which is just about the way 
the New-Deal-Fair-Deal boys like to play the game any- 
way. 


What chance the California-Texas Oil Co. asks, in ef- ‘ 


fect, in its motion of last Friday to move the investiga- 
tion to New York, does an oil company have of getting 
fair consideration from a grand jury when more than 
60% of its members are full time government employes? 

The company might also well have asked what 
chance is there of getting any of the other members 
for the jury who would not probably also be beholden 
to the government in some way or another? 

The company could further have asked what chance 
is there of getting a truly impartial trial jury in the 
District of Columbia or thereabouts with government 
employes dominating the area for such a political 
type of case as this “cartel” business is? 
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The question does not directly impugn any good faith 
government employes may have toward their ordinary 
non-government brethren, but bearing in mind how 
much politics and prevailing administration ideologies 
for 20 years have dominated Washington, it is only fair 
to ask can any businessman or business organization, 
particularly, expect anything like an even break from any 
kind of a jury drawn from Washington and its area? 


That the Department of Justice did not have all these 
factors in mind when it selected Washington to supply 
the grand jury and, therefore. undoubtedly the trial jury, 
is hard to believe. Despite their loud protests, the various 
“deals” at Washington have been noted particularly for 
taking all the advantages they can regardless of the effect 
on the tax payer and citizen. 


Even back in the early days of the New Deal when 
the Madison oil case was taken to the capital of Wis- 
consin, there was much conjecturing as to why because 
if there is one industry that state has the least knowledge 
of, it is oil. However, a second thought suggested that 
the Department of Justice most evidently had in mind 
the many years of education given the voters of the 
state by the radical anti-corporation preaching of the 
LaFollettes, senior and juniors. Also, the Department 
selected a district containing a judge somewhat recently 
appointed by Roosevelt. As to the judge, the Depart- 
ment guessed wrong, for he was of the open forests and 
clear waters of Wisconsin and particularly sturdy minded 
against the “isms” of Roosevelt and the radical theories 
of such large minority groups of the East. 


But as to the grand jury and trial jury, the Department 
guessed pretty accurately, though it was seemingly so 
dissatisfied with the first grand jury as it was being 
drawn that the Department had the box stuffed—as per 
finding of a western U. S. Court and later admission by 
the Department. Also the trial jury returned a verdict 
after a highly complicated three months trial, in only a 
few hours, a verdict much of which the trial judge at 
once discarded and was upheld by the court of appeals. 

If the woods and fishing waters of far away Wisconsin 
were suitable for trial of the Madison case, why does not 
the Department of Justice stick to that idea and go to 
nearby Vermont or New Hampshire, or upstate in New 
York where there are good woods and fishing streams, or 
even over in the hills of nearby Pennsylvania? 

By any chance is the Department afraid it might catch 
a Republican on its grand jury or trial jury, or even a 
good old fashioned American Democrat ? 

However, is not Cal-Tex though really jumping from 
the frying pan into the fire in trying to shift the scene 
to New York City, which is party boss ridden and so 
minority-rights-conscious that young Franklin Roosevelt 
hastily set up an alleged “home” there in order to reap 
votes for his congressional aspirations by preaching all 
the pat theories espoused by his late father? 





Integrity without knowledge is weak and use- 
less, and knowledge without integrity is danger- 
ous and dreadful—Samuel Johnson. 


Editorials are written to stimulate discussion, 
because it is only through discussion that a na- 
tion, an industry or a company can arrive at 
sound decisions. NATIONAL PETROLEUM NEWS al- 
ways welcomes comments on its editorials. 

Please write Warren C. Platt, Editor, 1213 
West 3rd St., Cleveland 13, Ohio. 
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Jobbers Push Ahead for Solution of Problems 


By the way the state jobber associations are tackling 
the basic problems of their members it should be safe to 
assume that some interesting solutions will be up for con- 
sideration before too long. 


At all events, there is being presented by the discus- 
sions, squarely to the whole industry, the main question 
of does the industry—meaning all companies—want to 
have competition in oil distribution other than through 
outlets owned by major oil companies? 


If so what can be done to assure it? 


That is the question the major companies should have 
faced long ago, each for its own operations. In not 
frankly considering the question in the past the majors 
just postponed the inevitable consideration of it. Today 
the jobbers, who have finally proposed the question in 
highly intelligent and fair fashion, are getting co-opera- 
tion from the API not only from the rejuvenated 
Marketing Department but from an original proposal 
of President Porter to have a special joint committee con- 
sider more practical relations with the Independent mar- 
keters. 

Last week three state jobber associations discussed the 
problem of safety of competition at their meetings. The 
discussions were all for seeing that the jobber is permit- 
ted to compete under the same conditions as all other 
elements of the industry, a reasonable proposition to build 
from. Emphasis was laid—especially at the Michigan job- 
bers meeting by Executive Secretary Hadley—on the 
need for the jobber being permitted to have such operating 
and financial conditions as to permit him to keep abreast 
of major company competition in the quality and effici- 
ency of not only new but rejuvenating old equipment 
and other facilities. 


The improvement possible in these things is well 
demonstrated by the majors in their ability for good 
planning, for getting the right locations and for buy- 
ing only the most modern and the best equipment: 
—all this plainly says to the jobber that if he is to live 
in successful competition he must do likewise. If the 
jobber can not live successfully and satisfactorily on 
a free competitive basis then the majors will have to 
face a still more antagonistic political sentiment 
against “bigness” and “monopoly” than is even now 
disturbing it with government attacks on alleged 
“cartels.” 


To the end of preserving healthy competition it is 
essential that unfair practices, whatever they are, be 
identified and studied and eliminated all in an entirely 
lawful way. Discussion as to who starts such practices 
is beside the point. The thing is to identify them and car- 
ry on such education that the practices are no longer in- 
dulged in. Too much energy is generally wasted on try- 
ing to find out the original sinner. 


Chairman Harper of the NOJC told the Alabama job- 
bers last week that practical plans should be worked out 
to continue a jobber’s business—his competitive unit— 
after he comes to retirement age. Even today, with the 
majors faced with the great need of proving the exis- 
tence of competition against them, some seem all too 
ready to gobble up jobbers’ businesses. 


Chairman Harper also pointed out a cause for friction 
between the jobbers and their suppliers, that is, the feel- 
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ing of jealousy and of antagonism between so many in 
the field forces of the majors and the jobbers they call 
on. So many of the jobbers are more successful financial- 
ly than those they dea] with in the majors’ organizations. 
Some jobbers are even more successful than the heads of 
the major’s marketing department, some even than the 
presidents of the majors. 


To deal properly with this feeling it is not for the 
majors to undertake to reduce the financial return and 
accumulations of the jobbers, rather the aim should be 
to view the jobber in the same respectful fashion as the 
majors view successful men in producing and refining 
and in other businesses. Jobbers are successful because 
of their particular, individual, greater ability. If they are 
to be kept down then there would be just as much sense 
for the jobbers to hammer away at the good salaries of 
the high officers of the majors themselves. If those of- 
ficers are competent to earn good dividends for their 
companies they certainly are entitled to a fair share of 
that profit for themselves, and, by the same token, if a 
jobber is able to make his business earn good profits he 
should be entitled to them, even though his operations do 
not cover the earth with half billion dollar refineries, but 
are limited to a county or even a few towns and cities. 


The major companies have only themselves to 
thank for this belittling attitude because the majors’ 
top officers have not always kept informed in the 
past on the development of the marketers. 


It is now rather ironic that the man of the API who 
has at last recognized for the API the success of these 
jobbers (since Bob Welch, once secretary of a small Iowa 
jobbers association opened the first office of secretary of 
the API) is a man from the far off producing end of the 
business and from a highly specialized end of that busi- 
ness—drilling contracting—President Frank Porter. His 
recent creation of a supplier jobber committee promises 
to be the first practical step by the big companies toward 
some of the marketing difficulties of the industry. 


If the top management of the big oil companies expect 
to get anywhere with these marketin,; problems the API 
must see to it that its doors are wide open to competent 
and successful jobbers in sufficient number to represent 
the jobbers. And the API must see to it, without the un- 
fortunate dictating that has been indulged in in the past, 
that these jobbers are truly representative of the job- 
bing business and not even indirectly selected by other 
interests. Under no circumstances are they to be con- 
fused with the retail dealer, which the API and so many 
top executives are so prone to do and are doing today. 


Other Problems Beg Solution, Too 


Two other questions are basic in this consideration of 
the successful existence of the jobber and were brought 
out at the North Carolina jobbers meeting last week. 
Secretary Will Parker had committees that reported the 
need for ending the subsidizing of the commercialized so- 
called “co-op” oil companies. That they are forgiven their 
obligation to pay taxes for the support of the govern- 
ment makes it possible for them to invest all their profits 
in the expansion of their businesses while their Independ- 
ent competitors must give half and more of their profits 
to the government. This is so serious and unfair that if 


31 








EDITORIALLY 


SPEAKING 





there were any way these competing oil companies could 
openly rebel and refuse to pay any more taxes until this 
wrong is righted they should do so. Unfortunately it would 
be physically impossible to organize such a large rebel- 
lion, and whoever tried it would be hustled to jail by 
those very officers who are profiting by the discrimina- 
tion. 

This is an evil that the whole oil industry—big com- 
panies, refiners who sell co-ops and oil producers—should 
aid in eradicating whether some of them lose a little 
business or not. 

Another point brought out at the North Carolina meet- 
ing—-and whose basic evil will be more and more recog- 
nized—-is the demand of the jobbers that the practice of 
permitting those with much money to contract on a cut 
price basis for the privilege of gasoline selling on the 
new highly modern public highways, be stopped. A bad 
situation is developing on this, on which NATIONAL PE- 
TROLEUM NEWS has printed some articles recently and 
will print many more. 


This situation is also the result of shortsightedness by 
the majors, which some of the majors now admit. The 
shortsightedness is because the majors’ marketing depart- 
ments have bid all sorts of special discounts and rentals 
for the privilege of selling on public property along these 
public highways. 


Those foolish cut prices have made it possible for the 
government officials operating these highways to brag 
about the “good profit’ they make in leasing out the 
privilege of selling merchandise from this public proper- 
ty —a privilege, however, that can only be enjoyed by a 
very few who have lots of money and don’t see, at the 
moment, what harm they do with it. We know that now 
a number of these major oil companies are trying to undo 
the damage they have done, recognizing that all they have 
succeeded in doing is abort a public use of a public 
facility partly paid for by the unfortunate Independent 
oil jobber who, for lack of a big pile of cash, can never 
hope to make his competition known by having even one 
of those big highway outlets, let alone a score of them. 


This situation is so bad and forbodes so much trouble 
that it should be publicly studied and discussed in all oil 
meetings over the country before the political parties 
get behind the government-owned station so strongly, 
and to them so profitably, that it can never be stopped 


Before the oil industry may realize it there are likely 
to be tremendous marketing centers for all kinds of mer- 
chandise along these highways, operating on government- 
owned property, not always right on the highway or just 
25 or 50 feet from it but a mile or two miles away. Even 
this far away—when political racketeers get to work as 
they have in so many places where government money 
has been free and easy—there will be fine buildings built 
and paid for by the’ government. Perhaps these stores 


even will be stocked at government expense. These mar- 
keting centers will be kept new and up-to-date with gov- 
ernment money even if the government has to stand a 
loss for heavy depreciation. 


And, of course, the government either will see to it 
that it makes a “big profit’ or that prices are so low 
that the government can claim credit for “reducing the 
cost of living.” 


At all events whoever gets on this government owned 
land and in these government owned buildings—all es- 
tablished in the “cause” for “good roads’”—will find that 
the government will ride herd on them, that the highway 
commission, the state and county road departments, the 
county commissioners, city council, state legislature and 
probably finally Congress on the theory that the roads 
are a part of “interstate commerce’’—all these will help 
run the business of those who seek to get on this proper- 
ty with their businesses by the use of easy government 
money. 


Highway Policies Menace Private Business 


These new highways, in this age of government free- 
handedness, are building up a danger to all privately 
owned and privately paid-for American business. The In- 
dependent oil men are the first to feel the adverse ef- 
fects of these new highways as they are now being op- 
erated. But not only the rest of the industry but also 
all American business will feel the ill effects. 


These highways should be confined strictly to the pur- 
pose for which they are built fast and safe transporta- 
tion by motor vehicle. The government should stay out 
of all private business activity along them. It should 
let private enterprise compete on as even terms as pos- 
sible for the privilege of building—as closely as reason- 
able to these highways—establishments for whatever 
commercial activity private enterprise wishes, but these 
commercial enterprises should be kept far enough away 
so that in no way do they interfere with the proper 
use of the highway and so that as far as possible all 
commercial enterprises have fair exposure to the pros- 
pective trade. 


If the big oil companies were to continue this present 
policy, which some have already abandoned, of develop- 
ing public property with breferred locations for gasoline 
stations, they would find eventually that they have set 
the example for Frankensteins that might wreck com- 
petition in much of our retail industry. 


The Independent oil jobbers should be supported by all 
in the industry in their effort to head off this misuse of 
public money and property to destroy individual competi- 
tion and, in effect, to establish government monopoly of 
ownership—and later undoubtedly of direction—of great 
marketing centers. 





Federal Tidelands Claim 
Rapped by Detroit Paper 
DETROIT—A Detroit Free Press 


doesn’t seize the royalties from this 
offshore oil, the ‘wicked’ oil com- 


panies will get all the profits. 


son demand, would mean, first that 
they would be paid to Washington, 
and second, that the amount of any 


editorial explains in this manner to 
its readers why political temperature 
soars in Texas at the mention of 
“tidelands” oil: 


“Left wing propaganda proclaims 
that, if the Federal Government 
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“The fact is that Texas law re- 
quires all royalties from submerged 
pools to be paid into its school fund 
to educate its children. 

“The seizure of these royalties by 
the Federal Government, which Pres- 
ident Truman and Governor Steven- 


compensation to Texas, and the 
strings attached to it, would be de- 
termined by Federal bureaucrats. 


“Why wouldn’t Texans see red and 
get hot under the collar over an at- 
tempt to take from their children the 
money set aside for their education?” 
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Independent Points Finger at Major 
For Starting Farm Discount ‘War’ 


By Leonard Castle, Midwest Editor 


It begins to ap- 

pear that Inde- 

pendent jobbers are not solely to 

blame for resuming the undesirable 

practice of granting discounts to 

farmers for dumps of 100 gals. and 

upwards, as stated in this space on 
Aug. 27. 

We reported then that some job- 
bers are giving lic off for deliveries 
of £00 gals.; others are lopping off 
1.5c for 250 gal. dumps while some 
are granting a 1c discount for cash, 
or if the account is paid within 30 
days. We commented further that: 
“This is one bad practice the job- 
bers cannot blame on their major 
competitors. They are the ones who 
are granting the discounts, and, if 
the majors are forced to meet such 
price competition, the jobbers have 
no one to blame but themselves.” 

To a large extent, this statement 
still holds true. But it is disputed 
somewhat by an Independent jobber 
in southeastern Iowa who writes: 

“You say that the discount in the 
country is something that we, the 
Independents, cannot blame the ma- 
jor operators for. That is very true 
in some localities, but it,is not the 
case here. 

“Our problem here has been with 
a major giving as high as 2c off in 
the country and carrying the farmer 
for six months, or a year. Besides 
that, he fixes the tickets so the farmer 
does not lose a single tax refund. I 
am definitely against any discounts 
of any kind and realize the final re- 
sults. 

“With this major operating like 
this in this territory, I was con- 
fronted with about one-half of my 
customers asking for a discount or 
they would change over to him. To 
stay in business and keep some of 
the customers, I started giving 1c off 
for cash. What can a jobber do in 
a case like this? Is there any way 
we can bring pressure on him and 
his company, or should we all keep 
giving our profits to the consumer 
and working for nothing?” 

To answer this jobber’s question, we 
would suggest that he report the mat- 
ter immediately to J. A. Dennis, sec- 
retary of the Iowa Independent Oil 
Jobbers Assn., giving the name of 
the major involved and the agent 
engaging in the unfair practice. Mr. 
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Dennis, who has been following the 
discount problem closely for many 
months, then could make a formal 
protest to the proper executives of 
the company at fault. 


oF a > 


Michigan oil men, working in co- 
operation with the Motor Fuel Tax 
Division, are in the process of cor- 
recting a situation under which whole- 
sale distributors of petroleum prod- 
ucts were forced to carry thousands 
of dollars of gasoline tax money on 
their books for virtually unlimited 
periods of time. 

The Michigan law requires that 
refund claims on products used for 
non-highway purposes be filed with- 
in 180 days, but no proof was needed 


ATLANTIC COAST 


that the tax had been paid. As a re- 
sult, numerous farmers developed the 
habit of filing for their refunds be- 
fore they had paid either the tax, 
or their account with the petroleum 
distributor. This was bad enough 
when the tax was 3c per gal., but 
when the tax went up to 4.5c per 
gal. on June 1, 1951, it greatly in- 
tensified the oil man’s problem. 

The Michigan Petroleum Industries 
Committee and the Michigan Petrole- 
um Assn. asked Attorney General 
Frank Millard for an opinion as to 
whether the Motor Fuel Tax Division 
had authority to deny a refund claim 
when evidence existed that the tax 
had not been paid. He ruled in the 
affirmative. 

On the basis of Mr. Millard’s rul- 
ing, the Motor Fue! Tax Division; ef- 
fective May 1, 1953, will require that 
all claims for tax refunds must be 
accompanied by a receipt that the 
tax has been paid. This means that 
Michigan jobbers and other whole- 
sale distributors will be not only re- 
lieved of the burden of carrying the 
tax for many months but collections 
of accounts will be speeded consider- 
ably. 


Suppliers Showing Closer Interest 
In Helping Jobbers Solve Problems 


By Raymond E. Bijorkback, Eastern Editor 


Increased _at- 

; tention to jobber- 

distributor affairs is »eginning to 

have all the earmarks of a full-fledged 
trend among major companies. 

Latest evidence of this is the per- 
sonnel shift by Sinclair which has 
brought H. D. Moore to New York 
as manager of distributor sales, and 
advanced O. M. Ogden to assistant 
manager of distributor sales with 
headquarters in Kansas City. 

Mr. Moore previously was western 
manager of wholesale sales at Kan- 
sas City. Mr. Ogden has been in 
wholesale sales, in the home office. 

Their appointments are an exten- 
sion of a series of moves Sinclair has 
made over the last year or so to put 
its relations with distributors and 
jobbers on a better basis. 

And they add another piece to a 
pattern that has been developing 
among several of the larger suppliers. 

Companies’ policies toward the job- 
ber-distributor have been refurbished 
and restated. Top executives have dis- 
cussed jobber-supplier relations be- 
fore jobber groups. Men have been 


assigned to devote full time to keep- 
ing up liaison between the jobber- 
distrfbutor and top management. In 
some instances, even public relations 
men have been given specific respon- 
sibilities with respect to jobbers and 
distributors. 

While Mr. Moore and Mr. Ogden 
are teamed to carry the ball on whole- 
sale, industrial and commercial sales, 
too, they'll be putting a new emphasis 
on distributor affairs. 

They'll follow closely thinking and 
activity among _  jobber-distributor 
groups in general. And spend much 
time trouble-shooting on behalf of 
Sinclair’s own distributors. 

In the latter activity, they are ex- 
pected to have substantial benefits 
from a new procedure for handling 
distributor business. 

Field responsibility here has been 
vested in Sinclair’s district wholesale 
credit managers. Thus, the men with 
their fingers always on the distribu- 
tor’s financial pulse will receive credit 
for, or the blame, for the way matters 
Zo. 

And those credit men will have the 
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authority to assign to distributors 
wanting help the services of any of 
the field specialists attending to Sin- 
clair’s own wants and needs, in ad- 
vertising and sales promotion, con- 
struction and maintenance, lubes en- 
gineering, audits and accounting— 
the works. 

Station sales personnel will be util- 
ized to a much greater extent than 
ever before for the benefit of the 
distributor. 

The distributor today is taking in- 
creased interest in sales promotion. 
Sinclair will have the welcome mat 
out for him at sales promotion meet- 
ings for its bailees and salaried peo- 
ple. 

The distributor also is evincing 
greater interest in upgrading his 
dealers. Sinclair’s dealer training sta- 
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Standard of 
California keeps 
as much as $6 million on deposit in 
the U. S. Treasury to avoid the as- 
sessment of tax penalties. 


The company pays 13 different 
kinds of federal excise taxes and 10 
different classes of state excise taxes. 
It operates under about 600 different 
tax laws and files 4,700 separate tax 
returns often due at various times. 
The company has 20 employes in its 
tax organization. 

Standard of California files about 
35 state income tax returns. 


The company files a 4-inch thick 
consolidated federal income tax re- 
turn, which includes the gross in- 
comes, expenses, depreciation and 
deductions of 91 different companies. 

Facts such as these give an in- 
sight into the mammoth scope of 
tax operations of a big company. 
They are from a report on Standard’s 
tax operations made last year during 
a two-week seminar for 11 university 
professors. This year the second an- 
nual seminar is being held as part 
of a program to promo‘e a better 
understanding between business and 
education. Recently, last year’s re- 
ports by the visiting profs and tran- 
scripts of the discussions were com- 
piled. 

The tax operations report said the 
Bureau of Internal Revenue has two 
tax agents who are devoting most 
of their time to reviewing the com- 
pany’s returns for 1942-46 and to 
auditing returns for 1947-49. Until 
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tions will be open to his dealers for 
this purpose. 


* * - 


Sinclair is by no means the only 
supplier who'll make the services of 
its marketing specialists available to 
distributors. In fact, almost all sup- 
pliers today will do this to some ex- 
tent for any of their distributors. 

On the other hand, it is plain many 
jobber-distributors don’t take their 
suppliers up on their standing offers 
of marketing counsel and other help 
in the belief that the aid might get 
too close to what the poker player 
calls “tonsil inspection.” 

It is just possible that some of his 
reluctance is carried to an unwarrant- 
ed extreme, and the distributor is 
paying much too high a price for 
strict privacy of his tonsils. 


Large Staff Needed to Keep Records 
For Myriad of Taxes Paid by Major 


By Frank Breese, Pacific Coast Editor 


recently, the returns were open 10 
to 15 years back. The company 
hopes to clore the 1947-49 returns 
within the next two years. 


Virgil Bean, company official, ob- 
served that some progress was be- 
ing made. “In 1943 we had not 
closed years subsequent to 1926,” he 
stated. “We cannot determine our 
depreciation and depletion allowances 
for a current year, or gain or loss 
on sales or abandonments until we 
have had our depreciation and de- 
pletion approved with respect to 
prior years. Also we would like to 
know what our tax bill is for each 
year.” 

In the discussion, E. R. Peterson, 
vice president in charge of financial 
planning, observed, “There are many 
points in connection with any large 
corporation’s return that are subject 
to review and consideration and can 
fall within a range or margin. In 
preparing our return, we _ resolve 
points in our favor, knowing they 
will not all end up that way. So the 
balance ofthe difference between 
the amount of the return and the 
final bill is the result of imposition 
by the Bureau of adjustments in in- 
come and deductions. 


“In preparing the return, we have 
used factors like depreciation and 
things of that kind, where we know 
some of it will work out in our favor 
and some will work out against us. 
That automatically leaves some mar- 
gin. We do not stop there. We 
have for some years gone another 


step, and that is to actually put up 
money with the Bureau in a 9-D ac- 
count, in which $6 million is de- 
posited at present (1951). 


“We like to have the case closed, 
the audit completed and books bal- 
anced so we can pay on the return 
the amount the return calls for. We 
put up money in the 9-D account to 
offset any interest liability on any 
additional assessments on the return. 
No interest is earned directly on the 
money, but we save on the open bal- 
ance.” 


Commenting on the $6 million de- 
posit, Mr. Bean said, “Actually it is 
regarded by the collector as a pay- 
ment. This sum varies with circum- 
stances. It may run down to $2 mil- 
lion for a time before we put more 
money in. 


“In regard to over-assessments, un- 
der our tax law, the Treasury is not 
allowed to make a refund to any 
taxpayer in excess of $250,000 with- 
out getting approval of the Joint 
Congressional Committee. This would 
become a public matter; and al- 
though $250,000 is a small adjust- 
ment for us we are anxious to avoid 
getting into the limelight, because 
this amount would look like a big 
refund to much of the public. This 
is important from a public relations 
standpoint.” 


- * > 


Mr. Bean said Standard furnishes 
office space, furniture, equipment, 
machines and a safe for the Bureau 
agents as a courtesy. 


“Also, in order to avoid their go- 
ing around to different departments 
to pick up information, thereby dis- 
rupting the operation of departments, 
we keep a liaison man in the room 
who is an able, young attorney, en- 
tirely familiar with our accounting 
conditions and acquainted with com- 
pany. people,” explained Mr. Bean. 
“Whenever income tax people are in- 
terested in vouchers, contracts, etc., 
our liaison man gets information, as- 
sembles it, analyzes it and then 
presents and explains it to them. 


“We also have in our producing 
department as many as three to six 
people at a time preparing deprecia- 
tion and other schedules for the tax 
men. Our men work under the 
revenue agents’ direction. The agents 
take the schedules we prepare and 
spot check them to satisfy them- 
selves that they are okay. If we 
didn’t do this, the Bureau would have 
to have several additional agents 
working on our account alone.” 

In the company’s tax organization, 
there are 11 lawyers, accountants 
and engineers in the income tax divi- 
sion and nine persons in the excise 
tax division (five lawyers, two ana- 
lysts and two clerks). 
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OWIU Sets Sights on Higher Oil Wages, 
Companywide Bargaining, More Members 


By CLYDE LA MOTTE 
NPN Staff Writer 


PHILADELPHIA — Delegates of 
the Oil Workers International Union 
(CIO) met in a Philadelphia hotel 
last week and worked for five days 
over umon business, including the 
demands they will make of the oil 
companies in future bargaining ses- 
sions. 

Most of the arguments were over 
more or less minor union business 
matters. The big item—future goals 
—moved through without a hitch 
after the policy committee had pre- 
sented it. 


The Goals—This was the gist of the 
general policy the convention adopt- 
ed: 

1. Wage increases above and be- 
yond cost-of-living hikes—These ad- 
ditional increases would be tied to 
an “increased productivity” factor 
and would wind up as 2% or 6% or 
whatever figure, if any, the union 
might be able to get from the com- 
panies. (See Washington Comment 
on page 7). 

2. Companywide bargaining—Dur- 
ing wage negotiations and the strike 
this year, OWIU insisted it was not 
shooting for industrywide or even 
companywide bargaining at the time. 
Its only goal, the union maintained, 
was the wage increase. Now, how- 
ever, the union has made company- 
wide bargaining one of its prime ob- 
jectives, officially. 

3. Membership drive—This will be 
aimed at expansion of present units 
and in organizing new ones if and 
when an opportunity presents itself. 
Currently, most of OWIU’s strength 
is in refining and most of that is in 
the Gulf Coast. Whether there will 
be much effort to move into new 
fields, such as marketing, is a union 
secret, but there were no straws in 
the wind pointing in that direction. 

4. More “security” for oil workers 
—This includes bigger and better 
health and accident plans (with high- 
er company contributions) and more 
“liberal” operation of pension plans 
which would give the worker the 
right to his own and the company’s 
contribution whenever he quit the 
company, regardless of how short a 
time he had worked. 

5. Shorter work week—This would 
be a goal, if necessary, to avoid lay- 
offs. The union wants to bargain for 
inclusion of a stand-by, 36-hour work 
week provision which would be in- 
voked if a company found it neces- 
sary to reduce its operations. 


Knight’s Views—O. A. Knight, 
OWIU President, in an exclusive in- 
terview with NATIONAL PETROLEUM 
NEWS, said that of the objectives out- 
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lined above, the membership drive 
should be rated as the No. 1 goal. 


He said that he would direct the 
drive personally and that it would 
receive a concentration of resources 
—money, manpower and facilities. 


The program urges the locals to 
appoint organizing committees and 
to hire organizers to recruit mem- 
bers whenever possible. 


In addition, the locals were asked 
to do as much of the routine union 
work as possible without calling on 
the international, thus freeing the in- 
ternational to devote a major share 
of its time to building a bigger or- 
ganization. 


As the situation now stands, OWIU 
is skating near the thin edge of the 
ice when it tries to push through a 
nationwide program or strike. Of- 
ficials say they represent 110.000 
workers, but are frank to admit this 
does not mean they actually have 
that many members. What it does 
mean is that about 110.000 workers 
are employed in units for which the 
union has bargaining right. 


As the 110,000 figure itself falls 
far short of the total potential, OWIU 
is keenly interested in broadening its 
organizational base to give itself 
more power. In the strike last sum- 
mer, OWIU shut down, even with the 
assistance of some independent un- 
ions, only about a third of the indus- 
try. In some cases, of course, OWIU 
locals themselves had contracts which 
kept them from joining the strike. 


United Front—As for the possibil- 
ity of a “united front” with other oil 
unions, Mr. Knight said there would 
be an effort to broaden the coalition, 
too, but didn’t venture a guess on 
how successful h2 hoped it would be. 
In the struggle this year, several in- 
dependent unions stayed with OWIU 
all the way, but the American Fed- 
eration of Labor “coalition” was 
pretty much a fizzle. 


Mr. Knight said there would be a 
meeting soon with other oil unions 
to discuss the possibility of further 
co-operation, particularly on such 
broad principles as the “increased 
productivity” factor and on security 
benefits. 


What Locals Think—This reporter 
got the impression at the convention 
that the individual delegates feel 
pretty strongly on the matter of 
having a “Democratic” union. They 
seemed to go out of their way at 
times to make it plain that they 
aren’t being “bossed”’ by Jack Knight 
or anyone else and that they'll fight 
to keep that right. At the same time, 
it ‘seemed that although they would 
take this attitude on small issues, 
particularly those concerning intra- 


union activity, they are still willing 
for their leaders to point the way 
on major questions. Thus, in a show- 
down, there's little doubt that Mr. 
Knigh! could have his way. There is 
no revolution brewing in the ranks 
of OWIU. The renomination of Mr. 
Knight, for example, was routine. 


Jobber Has Supply Shift 


Special to NPN 
CHARLOTTE, N. C—Lt7-Ye'lton 
Oil Co., oil jobber with bulk plants 
at Shelby and Careleen, N. C., will 
handle only Crown Central oil prod- 
ucts under a new contract. The 
company formerly handled Cities Ser- 
vice products as well. Lutz-Yelton 
is one of largest gasoline jobbing 
operations in the state, has 190 out- 
lets and plans to spend at least 
$100,000 for additional service sta- 
tions. 


Western Oil Buys Out Jobber 


: Special to NPN 
MINNEAPOLIS — Western Oil & 
Fuel Co., an Independent marketing 
organization, has acquired the Rex 
Oil Co., Twin City distributor of 
domestic and industrial fuel oils, 
gasoline and other petroleum prod- 
uc‘s. The Rex operations will remain 
unchanged, Western Oil President H. 
M. Baskerville said. 


Wertern Oil plans to market the 
output of 11,000 b/d Wrenchall, 
Minn., refinery being built by Inter- 
national Refineries, Inc., these facil- 
ities being added to the present barge 
line, river terminal and pipe line 
facilities employed in supplying all 
types of petroleum products to the 
Upper Midwest. 

In executive changes at Western, 
Walter G. Baskerville, formerly sec- 
cretary-treasurer, is now executive 
vice president and treacurer. Cla- 
rence W. Johnson fills the newly 
created position of controller and 
Arnold Norum, formerly assistant 
secretary, is secretary and assistant 
treasurer. 


Death: 


Robert W. Tresler, 59. founder of 
Tresler Oil Co., Cincinnati, Ohio, died 
Aug. 28 at Christ Hospital. He had 
been ill since last October. 


Mr. Tresler started in the oil busi- 
ness at the age of 18 as a tank wagon 
driver for Standard Oil (Ohio). 
Eleven years later in 1922 he went 
into business for himself, incorporat- 
ing the Tresler Oil Co. The company 
now markets private brand gasoline 
and oils through 65 outlets in Cin- 
cinnati. 


Mr. Tresler was a member of the 
Cincinnati Oil Club, the Masons and 
the Cuvier Press Club. 

Besides his widow, he is survived 
by three daughters. 
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Fruehauf Tank-Tailers 


Earn More...Eam Lon 
Yes, They... 






Efficiency! 
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REFINERS TRANSPORT & TERMINAL CORPORATION 


Requires Safe, Sturdy Tank-Trailers 
To Haul 690 Million Gallons A Year 





FRANK BAIRD-SMITH 
President 
Refiners Transport & 
Terminal Corporation 
Detroit, Michigan 


“The quality and safety of Fruehauf 
equipment has been a vital factor in the 
growth and profitable conduct of our busi- 
ness,” states Frank Baird-Smith, Presi- 
dent of Refiners Transport & Terminal 
Corporation. 

Fruehauf Features Build Profits. An engin- 
eer himself, Mr. Baird-Smith adds this 
about Fruehaufs: “They embody features 
which provide us with both maximum 
safety and maximum payload, as well 
as rapid unloading and extremely eco- 
nomical operation.” 


Tank-Trailers For Many Jobs. “We have depended heav- 
ily on Fruehauf in the development of the finest spe- 
cialized equipment for all kinds of liquid hauling,” he 
adds. “Our recent purchase of seventeen new Fruehauf 
units testifies to our trust in the high quality of Frue- 
hauf engineering, manufacture, and service.” 
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HIGH-TENSILE STEEL 
THROUGHOUT! 


SAFETY-TREAD WALK- 
WAY WITH DRAINS 
THROUGH TANK 


WHEEL WELLS FOR EXCEP- 
TIONALLY LOW MOUNT- 
ING OF TANK 


DEEP SUMPS FOR COM- 
PLETE DRAINAGE 






WHEELS TEND TO 
FOLLOW CURVE 





PRINTING INK 


CASINGHEAD 
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Refiners has 207 operating units and 18 terminals in Michigan, Ohio, 
toae * : ea Indiana, and Illinois. The company hauls petroleum products, chemicals, 
Wee 6 ee Oe paint materials, synthetic resins, and other liquids. 112 of Refiners’ 





ntbags — tank units are Frecheuts, 


NS 


FAST-FLOWING, COMMON HEADER TYPE 
MANIFOLD 


STRONG REINFORCEMENT ON ALL LOAD- 
CARRYING BULKHEADS AND BAFFLEHEADS 


SAFETY MANHOLES WITH PRESSURE-RELIEF 
VALVES 


EMERGENCY VALVES 
GRADUALLY SLOPED TRANSITION SHEET 


(10) DEEP-DISHED BULKHEADS AND BAFFLE- 
HEADS 


@) OVEN-BAKED FINISH 





IMMEDIATE SERVICE Wherever Your Fruehavf Goes! 


RE SAFETY, MORE MILEAGE, WITH 
THE SELF-STEERING TANDEM! 


Owners everywhere re- 
port that the automatic 
steering and alignment 
features of Gravity Tan- 
dem Suspension double 
and triple their tire mile- 
age! Independent wheel 
suspension eliminates 
brake hop and chatter. 




















World's Largest Builders of Truck-Trailers 


FRUEHAUF TRAILER COMPANY 


DETROIT 32, MICHIGAN 








“ENGINEERED TRANSPORTATION” 


WORLD’S WIDEST - ST = 
CHOICE OF TANK-TRAILERS “a i —s a | 
tes . “Tree ee 
LIQUID HAULING JOB! “ 


SULPHURIC ACID PROPANE AND BUTANE MILK PLASKON 
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SPURNS JOB—The station owner, Joe 
Kearns, tries in vain to make Andy un- 
derstand that a good place to make a 
success is right at home. Andy and a 
touring retired druggist and his wife, 
the Farnums, are taking shelter in Kearns’ 
station, waiting for a storm-blocked road 


to be cleared. 


SUCCESS STORY — Farnum recounts 
how he got “stung” in his town’s only 
drug store, opened one himself, made 
money on which he’s comfortably retired, 
and has given the town the benefits of 
competition. But Andy, bitter and per- 
plexed, insists “it was different back in 
those days” 





* 
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COMPt 114 1O.v—Cooper’s drug store certainly was “different.” 
Here young Farnum (standing) has to wait on himself while 
old Doc Cooper plays checkers and jacks up the price of a 
bottle of medicine. It took three years of schooling before 
young Farnum could open a store, but then even Cooper’s be- 
came a good place to trade 


Oil Tells Its Story # 


New OIIC Movie Emphasizes 
Opportunities, Competition 


Strong story appeal distinguishes 
“Crossroads, U.S.A.,” the Oil Industry 
Information Committee’s motion pic- 
ture for 1952, from earlier OIIC 
movies. 

Whereas the latter largely showed 
oil’s importance to the consumer, its 
competitiveness and vigor, in the 
manner of sight-seeing tours, “Cross- 
roads” threads the industry message 
through an entertaining movie. 

An all-Hollywood (Columbia Pic- 
tures) production, it tells the story 
of a youth who has decided the “land 
of opportunity” is a lot of bunk, but 
has his faith restored just as he is 
on the verge of running off to “get 
it big and get it fast.” 

Most of the action takes place at 
a service station whose owner- 
operator has offered the boy a job 
because of his mechanical ability- 
and because a new service station is 
going up across the road. 

Principal roles are played by Regis 
Toomey, Elisabeth Risdon and Daryl 
Hickman (as the boy, “Andy Mer- 
rill’). 





S.RinES Oil—ihe storm has others joining the group in 
Kearns’ station, including a driller who's just found oi) in 
the neighborhood. “Struck oil!” exclaims Andy. He thinks 
Marshall’s strike was all luck. But the production man knows 
better, and explains all that goes into a successful wildcat— 
and many dry holes 
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HEAVY RISKS—Says Marshall: “There 
are so many thing can go wrong, so many 
risks. You’ve sunk your every cent. Your 
brains and heart and soul are in that 
Jong, dark narrow hole in the ground... 
But, day and night you go on, even 
when you know you only have enough 
money to drill ten more feet...” 


HOLD-UP SCENE — Suddenly a city 
mobster type in the little group pulls 
a gun. He’s seen Kearns with a wad of 
folding money, noticed the Farnums look 
prosperous, and has taken in the talk 
about Marshall finding oil. He invites 
Andy to “frisk those solid citizens for 
me” and share some easy money 


ACilON—Andy hesitates at first, trying to decide between the TAKES STATION JOB—Andy’s “winged” when the gun goes 

* gunman and the rest of the group. Then he recalls Mrs. Farn- off, but he’s found himself. When Kearns tells him that job 

um urging him not to be misled by people profiting by doing in the station is “still yours, son,” he accepts. Kearns invites 

wrong. He hurls himse!f at the gunman, giving Marshall and the departing travelers to stop in again—he and Andy will 
Kearns a chance to grab the holdup man have a station “as nice as you'll find at any crossroads” 
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Distillates Idle as PAD Warns Eastern Users 


While Petroleum Adminstration for Defense last week 
warned of a possible shortage of light fuels along the 
East Coast this coming winter unless home owners fill 
their tanks immediately, demand for light products was 
virtually non-existent in the nation’s important oil cen- 
ters. 

Crowded storage facilities along the Atlantic Coast 
coupled with continued apathy on part of fuel oil buyers 
brought out Gulf Coast offerings of kerosine and No. 2 
fuel to inland river terminal operators. Generally, these 
offerings were described as not “sufficiently attractive” 
to stimulate buying. Terminal operators said sellers at 
the Gulf asked “premiums” (above 8c) of 0.25c to 0.375c 
for No. 2. 

While distillates for up-river shipment became avail- 
able, spot buyers in many cases found Mid-Continent 
tank car shippers had withdrawn from open market for 
light fuels even though refinery tanks were full. 

Prompt gasoline remained tight at the Gulf. However, 
there were indications of some easing in gasoline for 
forward lifting. This same situation was apparent in 
the Mid-Continent also, where to a large extent, refiners’ 
September needs of “outside” product had been satisfied 
with sizeable purchases toward end of August. 

Post Labor Day developments in Chicago’s gasoline 
market indicated big buyers already were “price con- 
scious” in face of large immediate offerings. While a 
30,000-bbl. sale of regular-grade gasoline was disclosed 
at 12.55c, FOB Chicago District, offerings also were dis- 
closed at 12.125c and 12.375c. This was first disclosure of 
gasoline offerings being “subject to consideration” since 
refinery strikes were settled. 

Gasoline was tight in the Great Lakes Pipe Line, but 
shippers said situation at most terminals now had “lost 
its edge.” A purchase of regular-grade gasoline in the 
line was disclosed at ‘“0.5c over Group 3 price plus pipe 
line tariff.” One refiner summed up product’s position 
generally as one in which there is “no rush for product, 
nor are there anxious sellers.” 


Residual fuels were weak in all markets. But sup- 
pliers said product was “not nearly as sick” as during 
the steel strikes. “Outright” sales of bunker “C” in car- 
go lots were said to have been made at the Gulf at “dis- 
counts” (under $1.50); other details were not disclosed. 
Midwest river terminal operator reported buying two- 
tow-barge lots at “slightly under” $1.50, but actual price 
was not indicated. 

Meanwhile, Imperial Oil Ltd. reported reductions in its 
prices for ex terminal deliveries of marine bunker fuel 
oil at principal ports in eastern Canada. Reductions, ef- 
fective Aug. 29, were in amounts from 21 to 37c in Cana- 
dian currency per bbl. of 35 Imperial gallons. 

Over-all quiet prevailing in coastal light and heavy 
oil brought reductions in tankship freight rates for spot 
voyages, Gulf to New York. Late August and early Sep- 
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tember fixtures reported by Dietze, Inc., showed rates 
for clean tonnage off 42c and 86c for dirty. 

August price declines for light and heavy fuels again 
narrowed the spread between crude oil and refined prod- 
uct price averages as computed by Independent Assn. of 
America. See page 42. 

The retail price picture brightened again in Flint, Mich., 
where one of the country’s most bitter price wars has 
raged off and on for several months. Socony-Vacuum 
took the lead among large oil companys on Sept. 4 and 
hiked its dealer price for regular 3.4c to 15.2c, Standard 
of Indiana also boosted its “temporary” dealer prices for 
Red Crown (regular) gasoline to 15.2c, effective Sept. 5. 
Company’s “established price’’ for Red Crown at Flint is 
16c. A low of 7.5c in dealer prices for regular gasoline 
was reached last February. Foregoing prices are all ex 
6.5c federal and state taxes. 

On the foreign front, it was disclosed that requirements 
of Argentine government for 10,000 cubic meters (about 
62,900 bbls.) of various lubricating oils had been amply 
covered in bids submitted in New York. See p. 42. 

Prices for grade 26-70 natural gasoline to blenders 
reached OPS “ceilings” on Sept. 3, when manufacturers 
raised their prices 0.5c to 6.875c, Group 3, and 6.375c, 
Breckenridge. An “excellent demand” for natural from 
Gulf Coast and northern buyers, plus tightness of sup- 
plies, were responsible for the boost, according to manu- 
facturers. 

Trade sources said market for liquefied petroleum gases 
was in a period of change with spot offerings tending to 
dry up. See p. 42. 


ATLANTIC COAST 
Fuel Oil Trading Still Stalled 


Buyers continued to be apathetic toward ample offer- 
ings of both light and heavy fuel oils at East Coast term- 
inal points during the short Labor Day week. Crowded 
storage facilities precluded any pickup in spot demand 
for residual grades, and light fuel buyers also were ap- 
parently well stocked, according to trade reports. 

Gasoline continued active, with demand greater than 
supply and buyers seeking offerings through mid-Octo- 
ber. Suppliers’ price quotations were unchanged at all 
points, although weakness in residual prices was re- 
ported general. 

Availability of No. 6 fuel at $2.00 in barge lots at 
New York Harbor, or 10c lower than price generally 
quoted by suppliers, while not confirmed in actual trad- 
ing, was pointed to as indicative of wide lack of interest 
in the product. Late in the week, a T-2 cargo offering 
of No. 6, no sulfur guarantee, was reported available at 
$1.88, delivered New York. 

Large suppliers for most part reported slow shipments . 
of all fuels even to their regular-customer buyers. Ex- 
ception was one major who said shipments of low sulfur 
No. 6 to his steel industry customers were in good vol- 
ume. At the same time, improvement in coastwise dirty 
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Summary of Daily Gasoline Prices (Sept. 2 through Sept. 8) 


Motor Gasoline 93 Oct, (Premium): 


Monda Friday 
Sept. Sept. 5 


T 
Sept. 4 


Wednesday 
Sept. 3 


Sept. 2 


N, Tex, (Texas & New Mex. shpt.) .. . 13.2-13.25(2) 
W. Tex. (Texas & New Mex. weer oe 12.5 

Tex. (Truck Tnsp.) 12 
Seat W. Tex. (Truck Tnsp.) ........ ae 


Motor Gasoline 90 Oct, (Premium): 


N, Tex, (Texas & New Mex. aot.) ee 12.75(2) 
W, Tex. (Texas & New Mex. shpt.) - 12.5-12.75 
E, Tex. (Truck Tnsp.) eeccece ° 11.75-12.75 


Cent. W. Tex. (Truck Tsp. ) ccccecce 
Motor Gasoline 88 Oct, (Premium): 

Okla., Group 3 (Okla. shpt.) ........ (3)11.5-11.875 

Oo «+ (5)11.375-11.75 
(3)11.375-11.75 
(2)12-12.75 


12(2) 
(2)11 78-12 
12 


kla.. Group 3 (Northern 
Midwestern (Group 3 basis) ee 
exas & New ‘Mex, ‘shpt.) ee 
. exas & New Mex. shpt.) .. 

| Tex. (Truck Tnsp.) . 
Cent. W. Tex. (Truck Tnsp.) ecccccce 


Motor Gasoline 86 Oct, (Premium): 


N, Tex. (Texas & New Mex, shpt.) .. 12 12 
W. Tex. (Texas & New Mex. anpt) ‘a 12 
E. Tex. (Truck Tnsp.) 11.75 


Motor Gasoline 84 Oct. (Regular): 


N, Tex. (Texas & New Mex, shpt.) .. 
W. Tex. (Texas & New Mex. abpt. we 
E, Tex. (Truck Tnsp.) eo 

Cent. W. Tex. (Truck Tnsp.) ecveccce 


Motor Gasoline 82 Oct, — 


Hy 75-11.7 


seer 


13.2-13.25(2) 
12.5 


12.75(2) 
12.5-12.75 
11.75-12.75 


(3)11.5-11.875 
(5)11.375-11.75 
(3)11.375-11.75 
(2) The 


12(2) 
(2)11.75-12 
12 


12 
11.75 
10.75-11.7 


° 10.75-11.25 
eeees 10. . 10.75-11.25 


13.2-13.25(2) 13.2-13.25(2) 13.2-13.25(2) 
12.5 12.5 12.5 

12 12 12 

12.75(2) 
12.5-12.75 
11.75-12.75 


eeee 


12.75(2) 12.7512) 
12.5-12.75 12.5-12.75 
11.75-12.75 11.75-12.75 


(3)11.5-11.875 


(3)11.5-11.875 
(5)11.375-11.75 


(5)11.375-11.75 
(3)11.375-11.75 
(2)12-12.75 


12(2) 12(2) 
(2)11.75-12 (2)11.75-12 
12 12 


12 

12 

11.75 
10.75-11.7 


10.75-11.25 
10.75-11.25 


Okla., Group 3 (Okla. shpt. 
Okla.: Group 3 (Northern, ef =¥ 
Midwestern (Group 3 basis) 


(4)10.5-10.875 
(5) 10.375-10.625 
(4)10.375-10.5 


(4)10.5-10.875 
(5) 10.375-10.625 


. (Texas & New Mex. shpt. 
. (Texas & New Mex. shpt.) .. 
. (Truck Tnsp.) 

Cent. W. Tex. (Truck Tnsp.) 


Motor Gasoline 80 Oct. (Regular): 
Okia., Group 3 (Okla. shpt.) 
Okla.: Group 3 (Northern shots ° 
Midwestern (Group 3 basis 
N. Tex, (Texas & New Mex. shpt.) .. 
W. Tex. (Texas & New Mex. shpt.) 


Motor Gasoline 60 Oct. M & below: 
Okla., Group 3 (Okla. shpt.) . 
Okla.’ Group 3 (Northern apt.) 
Midwestern (Group 3 basis 

. (Texas & New Mex. shpt. 
. (Texas & New Mex, shpt.) 
. (Truck Tnsp.) 
Cent. W. Tex. (Truck ena.) cevccce 


Motor Gasoline 92 Oct, (Premium): 
New York harbor 

New York harbor, barges 
Philadelphia 

Philadelphia, barges . 

Baltimore 

Baltimore, 


Metor Gasoline a Si (Premium) : 
New York ha 

New ra, harbor, barges 
Philadeip 

Philadelphia, barges 15.05 
Baltim 12.9-13.25 


10.75-11.5 
10.75-11 


9.625-10.125 


15.05 
12.9-15(2) 
12.8 


13.85-14.35 
13.75-14.25 
15.15 


Motor Gasoline 85 Oct. (Regular): 
New York harbor 

New ps F Basser, barges 
Philadelp! 

Philadelphia, barges . 

Baltim 

Baltimore, barges 


Motor Gasoline: 
Western Penna., Bradford-Warren: 
90 Oct. (Prem.) 

86 Oct, (Regular) 
Western Penna., Oi) City: 
90 Oct, (Prem.) .. 

86 Oct, (Regular) 
Western Penna., mage Ps 2 
90 Oct. (Prem 





11.8-12 


13.75-14 
12.75(2) 


13.75-13.9 
12.75-12.9(2) 


13.85-14.35 
13.75-14.25 
15.15 


15.05 
12.9-13.25 
Baltimore, barges 12.8-13 12.8-13 


(3)12.85-13.6 
12.5-13.4 


12.75(2) 
13.75-13.9 
12.75-12.9(2) 


bb SU ce ee reecceane a 13.9(2) 
86 Oct, dheeutar>’ vanes caseeeeees i 12.9(2) 


(4)10.375-10.5 
10.75-11.25 


10.75-11 10. 
(2)10.75-11 (2)10.75-11 
10.75 10.75 


10.75-11.5x 
.75- 


15.05 15.05 15.05 
12.9-15(2) 12.9-15(2) 12.9-15(2) 
12.8 12.8 12.8 
13.85-14.35 
15.15 


15.05 
12.9-13.25 
12.8-13 


13.85-14.35 
13.75-14.25 
15.15 


13.85-14.35 
13.75-14.25 
15.15 


15.05 15.05 
12.9-13.25 12.9-13.25 
12.8-13 12.8-13 
(3)12.85-13.6 (3)12.85-13.6 (3)12.85-13.6 
12.5-13.4 12.5-13. 12.5-13.4 
13.7-13.9 
13.7-13.8 
11.9-13.5 
11.8-12 


13.75-14 
12.75(2) 


13.75-14 
12.75(2) 


13.75-13.9 5-13.9 13.75-13.9 
12.75-12.9(2) 1375-12. 0(2) 12.75-12.9(2) 
13.9(2) 


13.9(2) 
12.9(2) 


12.9(2) 





tanker rates late in the week had acted as “firming fac- 
tor” in the residual picture, some sources said. 

Distillate fuel sellers were said to be increasingly anx- 
ious to find buyers, with numerous offerings of barge 
lots of No. 2 oil reportedly available at New York Har- 
bor at 0.25c under the generally quoted price—9.65c. 
While some inquiry was reported, there was little or no 
trading, and general opinion of harbor traders was that 
buyers were holding off in expectation of further easing 
in prices later in September. 

While gasoline inquiry was off somewhat from peak 
summer volume, there still was active demand with ma- 
jors said to be seeking large quantities “anywhere” the 
material could be found. 
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GULF COAST 
Gasoline Demand Continues Heavy 


“Unrelenting’ demand for gasoline for both prompt 
and deferred lifting, domestic and export, dominated trade 
reports from the Gulf in the short Labor Day week. The 
position of other products showed little change with kero- 
sine and No. 2 fuel steady and residual fuels weak. Sup- 
pliers’ quotations for all products were unchanged. 

Prompt gasoline was virtually “impossible’’ to obtain, 
according to most trade sources, and one commented that 
“new” buyers were entering the market every day. Sev- 
eral of these “new” buyers are companies who ordinarily 
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NPN Gasoline Index 


Cents Per Gal. 
Dealer T.W. Tank Car 

Sept. 8 .. wn o* ° 15.36 11.65 
Month Ago iavshab : 15.36 11.65 
BORE BOD cccrvrctvccrvccsss 15.15 11.67 

Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or ter- 
minals; Okla., Midwest, W. Penna., Calif., N. Y. Harbor, 
Philadelphia, Jacksonville, Boston and Gulf Coast 











WESTERN PENNA. 
White Crude Scale Quoted Lower 


Prices reported for white crude scale wax were off 
slightly in Western Penna. the first week in September, 
while severa] refiners reported advancing their quota- 
tions for kerosine and light fuels in line with recent 
OPS ruling extending East Coast increase to “fringe” 
areas. Lubricating oil prices for the most part remained 
firm although light neutral oil continued weak. 

Scale wax was offered at 3.85c per Ib., in tank cars, 
the field, off 0.15c, and several refiners said weakness 
persisted in the product despite fairly steady domestic 
inquiry. Several indicated that shipments from the field 
were still being hampered by “highly competitive” prices 
on the Atlantic Seaboard. Some refiners said that while 
the bulk of their sales were at 4c, refinery, occasionally 
they were meeting competition at lower prices. 


There was no pickup in demand for bulk lubes with in- 
quiry slow for bright stock and neutrals from all classes 
of buyers—domestic, export and refiner-buyers. Most of 
the heavy grades were available in “fair quantities,” al- 
though quotations were firm at low quoted prices, ac- 
cording to most reports. Light neutral oil continued 
freely available and there were widespread reports of 
price shading. 

Cylinder stocks generally were steady, but 600 flash 
was offered more freely and some sources indicated avail- 
ability of this grade at 27c, or 2c lower than quoted by 
most refiners.. Confirmation of lower prices was lack- 
ing, however, and several refiners stated that they were 
making “steady” sales at 29c. 

Three refiners reported increasing their kerosine and 
distillate fuel prices in amounts ranging from 0.25 to 
0.65c. In the Bradford-Warren district, prices were up 
0.25c on the lows with kerosine at 11.25c and No. 2 fuel 
at 10.75c. In the Oil City district, kerosine was up 0.25c 
to 11.25c low. Some refiners said they had not increased 
their prices, or had taken only part of the increase al- 
lowed by OPS, due to keen competition from natural gas. 


Spot LP-Gas Offerings Drying Up 


TULSA—Spot offerings of liquefied petroleum gases are 
beginning to dry up and butane particularly is scarce 
due to increased demand from refiners for winter motor 
fuel blending, according to reports of Mid-Continent trade 
sources Sept. 3. 

Marketer reported buying two cars of propane at 2.5c, 
Group 3, for resale, but doubted if purchase could be du- 
plicated. Other sources also said only “very occasional” 
small lots of propane are being offered at less than 4c, 
Group 3, which is price quoted by principal manufacturers 
to contract and regular-customer accounts. Group 3 prices 
of principal manufacturers also are unchanged at 4.5c 
for butane-propane mix and 5c for butane. Iso-butane re- 
portedly is firm at 6.5c, Group 3. 

In West Texas, some sources say propane is available 
at 3.5c, and butane at 4c. 


Eastern manufacturers report propane shipments “be- 
hind schedule” due to recent plant shutdown. 
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IPAA Price Spreads Continue to Narrow 


WASHINGTON—Spread between crude oil and refined 
products price averages as computed by Independent 
Assn. of America continued to narrow in August as 
prices for both light and heavy fuel oils declined. 


For nine refinery markets and eight crude petroleum 
areas, California included, spread between crude and 
products averages was off from $1.06 per bbl. in July, to 
$1.02 in August. August spread was 12c bbl. less than 
spread for August last year. 


IPAA’s averages for August 1951, and July and August 
1952, compare as follows: 


Table 1—California Included 
Aug. Aug. 
1951 1952 
BRAS cco ce . ; — d 11.44 
3 ive heeees jnhwa su én 9.94 
6.44 .. ‘ . . oe ae aK 8.38 
4.49 . rer : wivks opine 3.72 3.48 
8.81 ‘ , ert . ‘ .6 8.52 
) a os . es — 3.63 3.58 
2.56 . ‘ > ; 56 2.56 


Aug. 

1952 

11.30 

9.42 

8.23 

3.31 

8.35 

3.51 

2.63 2.63 

Prices shown above are weighted averages based on low quotations 

as published in NATIONAL PETROLEUM News, and prepared by IPAA to 

reflect trend in oil prices and should not be interpreted as showing 
actual sales realization for producers or refiners. 

(See NPN June 13, 1951, p. 49, for weights allotted by IPAA to the 
various refinery districts, products and crude). 


Argentine Lube Requirements Covered 


NEW YORK—Requirements of Argentine government 
for 10,000 cubic meters (approximately 62,900 bbls.) of 
various lubricating oils (see Aug. 15 OILGRAM) were 
amply covered in bids submitted here on Sept. 4, accord- 
ing to trade reports Sept. 5. 

Cylinder stocks were offered less freely than bright 
stock and neutral oils, it was said. Prices submitted by 
most bidders for bright stock reportedly were contingent 
upon the seller getting the neutral oil business also but 
there were no “strings” attached to the neutral prices. 

Bids tendered in New York are not necessarily alli in- 
clusive, it was pointed out, in view of fact results of simul- 
taneous bid opening in Buenos Aires are not yet known. 
In past, it was said, some companies have “endered bids 
in Buenos Aires only. 

While detailed bids could not be learned, several trade 
sources said following were apparent low bids submitted 
at New York (all prices in cents per gal.; bright and 
neutral prices in bulk, FOB ship at the Gulf; cylinder 
stock prices in drums, FAS New York): 

Quantity 
Product (Cubie Meters) 
Bright Stock, Solvent .............. ‘ 2,000 
Neutral, Solvent: 

1°0 vis. ere ocnesseveceé 1,000 

ee ME, conccvecsvaelbetenedssces 2,000 

TE M,: éop be seca samaptsegiakecks.oe 2,000 

De WU bccbeteehaanteebe sees tage ed 2,000 

Te WU cddvods bests evansboses ea 3,000 
Cylinder Stocks: 

> LS A OR OE eee 3,000 
**270 s.r. (Western) 3,000 


* Tender called for 2,000 cubic meters of 300 vis. neutral and 3,000 
cubic meters of 500 vis. with other grades of neutral as alternates 
** Alternate for 310 s.r. 





Crude Oil Prices 
No changes were reported in crude oil prices 
during week ended Sept. 6. For complete crude 
price schedules see p. 43-44 of Aug. 27, 1952, NPN. 
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are sellers or, at least, whose production usually is suf- 
ficient to meet their own requirements, is was said. 

While one gasoline transaction (no strings attached) 
for forward lifting was disclosed, some traders said de- 
ferred material was equally as difficult to obtain as 
prompt. A major buyer reported purchase of a cargo 
of 80 oct. for November export, with price based on a 
“differential under low Oilgram for 83 oct.” 

Two other recent cargo gasoline sales of regular-grade 
—one 86.5 oct. and the other 86 oct.—were disclosed but 
buyer in each instance took a cargo of unwanted No. 6 
fuel to get the gasoline. Prices in one transaction re- 
portedly were “low Oilgram, date of lifting;” details of 
the other transaction were not revealed. 

Buyers showed little interest in immediate No. 2 fuel, 
but product was firm pricewise and in big demand for 
forward delivery, most reports said. There were some 
prompt offerings on the market the past week but quoted 
prices generally were “unattractive,” to buyers, it was 
said. 

“Outright” sales of bunker “C” fuel (no tie-in with a 
light product) in cargo lots were said to have been made 
at “discounts” from $1.50, the low quoted price, but de- 
tails could not be learned. And a Midwest river terminal 
operator reported buying two-tow-barge lots at “slightly 
under” $1.50, but he would not disclose the actual price. 


CENTRAL MICHIGAN 
Premium-Grade Gasoline Down 0.25c 


Prices for 86 oct. premium-grade gasoline ranged 0.25c 
lower in Central Michigan last week when one refiner 
reported similar cut in his quotations. 

Trading was slow in light and heavy fuels. Some in- 
crease in call for distillates resulted from cooler weather, 
but refiners said “routine” demand for residuals had left 
their big inventories virtually untouched. 

Some refiners were pessimistic about “normal” show 
of strength in residual fuels this coming season. There 
was nothing on the horizon now to change their opinions 
and added to this was fact, they said, that some winter 
contracts have been made with consumers at “summer 
price of 6.75c, FOB Central Michigan.” Quotations for 
No. 6 ranged from 6.75 to 8.25c. 

Prices for 86-oct. premium gasoline ranged from 13.25 
to 13.75c, down 0.25c on the low. There was little change 
in tight status of gasoline. 


CHICAGO DISTRICT 
Gasoline Buyers Turn ‘Price Conscious’ 


There still was a good demand for open market gaso- 
line in Chicago following Labor Day, but buyers showed 
greater interest in price than at any time since refinery 
strikes were settled. 

Demand for light fuels generally was quiet with virtual- 
ly all primary supplier storage reported full and waiting 
for the heating season to start. Heavy fuels also were 
quiet. Demand for residuals came only from regular 
customers, according to large suppliers, who said product 
needed cold weather to step up shipments. 

It was demonstrated there was both a good demand for 
open market gasoline and a growing “price consciousness” 
when two refiners said they would buy product “if price 
is right.” Sale of 30,000 bbls. of 84 oct. regular-grade 
gasoline was disclosed by Independent river terminal op- 
erator, and two offerings totaling approximately 100,000 
bbls. were in market at 12.125c and 12.375c. Quotations 
for regular gasoline ranged from 12.1 to 12.75c. 

Few outright spot offerings of light fuel by local sup- 
pliers were reported despite nearly full tanks in this area. 
In most instances, refiners bartered or exchanged product 
between points with other refiners or Independent termi- 
nal operators. One open market offering was disclosed 
in which refiner sought to sell up to 400,000 gals. of 
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range oil at 10.9c, FOB Chicago District, for shipment 
over September and October. 

While trading and exchanging in light fuels replaced 
outright buying, sources said some primaries were in 
market to buy No. 2 fuel for shipment during December, 
January and February, even though storage was full now. 


MIDWESTERN (Chicago-E. St. Lovis Area) 
Gasoline, No. 2 Fuel Reports Conflict 


Gasoline and light fuels were going through a period 
of transition, according to Midwest trade sources last 
week whose reports, in many instances, conflicted re- 
garding market status of these products. 

Refiners’ prices were unchanged for all products, Open 
market traders, however, said light fuels, and particu- 
larly No. 2 fuel, were being held more closely by sup- 
pliers. A tank car marketer disclosed purchase of No. 2 
fuel at 7.375c, Group 3, for resale. In finding a source 
of supply, he said a number of refiners, who previously 
had quoted him, had withdrawn from the spot market 
even though their tanks were full of product. Contrari- 
wise, several sources said No. 2 fuel was “easy to 
buy” at 7.375c on an immediate basis for resale. Quo- 
tations reported by refiners for No. 2 ranged from 7.5 to 
8.125c. 

Two transactions in No. 6 fuel were the only deals 
disclosed in an otherwise dull residua] market. Marketer 
reported selling 25 cars of No. 6 at $0.80 and a pur- 
chase of 30 cars at $0.70, for resale. Refiners’ prices 
ranged from $0.90 to $1. 

Several trade sources said gasoline remained tight even 
though Labor Day weekend “hump” had passed. Ship- 
pers in Great Lakes pipe line system said product was 
still tight in the line, but added that situation at most 
terminals had “lost its edge.” One refiner disclosed a 
purchase of regular-grade in the line at “0.5c over Group 
3 price plus pipe line tariff.” 


MID-CONTINENT 


Demand for Fuel Oils Improves 


While spot trading remained on the quiet side in the 
Mid-Continent during first week of September, reports 
from refiners indicated that regular-customer demand for 
distillates was much better, and heavy fuel for first time 
since steel strike was called was in better shape, supply- 
wise. Gasoline, meanwhile, was still holding up good, 
considering season, according to reports. Refiners’ quo- 
tations generally were unchanged. 

Burning oil demand appeared better in Oklahoma and 
Kansas than in other areas of the Mid-Continent. Re- 
finers in those two states said buyers were still “shop- 
ping’ in many cases for prompt material, but were “sin- 
cere” in trying to line up winter contracts. Inland Texas 
refiners still were not getting too many calls for dis- 
tillates, and dry weather was hurting their Diesel and 
gasoline sales locally in some cases. 

Resellers in Oklahoma said their suppliers raised their 
prices for both light and heavy fuels early in week, and 
No. 2 was reported “scarce” at 7.375c, for resale. No. 1 
fuel generally was quoted to resellers at 8c. In fact, sev- 
eral sources said No. 2 was “almost tight” in Oklahoma 
and Kansas. Oklahoma refiners’ quotations ranged up- 
ward from 7.5c for No. 2 and 8c for No. 1 fuels. 

Heavy fuel was offered by resellers in Oklahoma in 
some cases at $0.75 and up, but marketers said they 
generally were unable to buy now at less than $0.80 to 
$0.85 for resale. Material offered by resellers at lower 
prices, according to reports, was bought sometime ago. 
Little “distress” No. 6 was reported at end of week. 

Heavy fuel sales included 3 cars, resold by Oklahoma 
marketer at $0.75, and a “several car” sale by another 
marketer, also at $0.75. Only other open market sale 
disclosed during week was two-car transaction of No. 2 
fuel, resold at 7.375c, Group 3 basis. 
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Prices at Refineries and Terminals and by Tank Wagon 


PRICES IN EFFECT SEPT. 8 


Prices herewith are reproduced from Piatt’s OILGRAM Dai 
Price Service, associated with National Petroleum News, when -_ 
resentatives in all NPN-OILGRAM offices devote their time exclusively 
to reporting oil industry prices everywhere. 

Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots only, so designated; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where $ sign is 
shown; wax and petrolatums in cents per pound; ex all fees and taxes: 
for crude oil and its products lawfully produced and transported; re- 
ported as received by OILGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


WESTERN PENNA, 
Bradford-Warren: 


90 Oct. Prem, 


GASOLINE 


OKLA., Group 3 (Okla, shpt.) 


88 Oct. Prem. 
82 Oct, Reg. 
80 Oct. Reg. 
60 Oct. M & below ....... 


(3)11.5-11.875 
(4)10.5-10.875 Ou City: 
eevee 90 Oct. Prem, 
9.625-10.125 86 Oct. Reg. 
Pittsburgh: 


90 Oct. Prem, 
OKLA., Group 3 (Northern shpt.) 86 Oct. Reg, 
88 Oct. Prem. oo ee ee 6 (5)11.375-11.75 
82 Oct. Reg. (5) 10.375-10.625 
60 Oct. M & below 9.5-9.875 


CENTRAL MICHIGAN 


distribution or publication. During period of short supply, some sellers 
and at times all sellers, withhold quotations to new customers or the 
posting of firm prices but give OILGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research Method and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN—OILGRAM office or see back of any OILGRAM Price 
Service invoice. 


For complete price service delivered daily from nearest OJILGRAM 
publishing office, New York, Cleveland and Houston, address Platt’s 
Price Service, Inc., 1213 West 3rd St., Cleveland 13, Ohio. Annual 
Subscription rate in U. 8.: $150 per year, payable in advance. 


Bright Stocks 
145-155 vis. at 210°, 540-550 fl. No. 8 col, 
32.5 


13.75- ; 


14 .t 
12.75(2) -t. 31.5 
(2)30-33 


13.75-13.9 


12.75-12.9(2) Cylinder Stocks 


600 s.r. filterb’l 25(3) 
650 s.r. 27(3) 
13.9(2) 600 flash 2914) 
12.9(2) 630 flash 30°13) 


(FOB Central Michigan refineries) 


90 Oct. Prem. 
86 Oct. Prem 
88 84 Oct. Reg. 
R2 ‘ ; 82 Oct. Reg 
60 


OHTO—Quotations of 8.0. Ohio for delivery to 


Ohio points: 
86 Oct. Reg. 


. TEX. (Texas & New Mex, shpt.) 


Oct. , 13.2-13.25(2) 
Oct. ° 12.75(2) 
Oct, s (2)12-12.75 
Oct, 12 

Oct. . 10.75-11.7 
Oct, ‘ 10.75-11.25 
Oct. Reg. .. . ee 10.75-11.5x 
Oct. M & below 9.75-10.8 


CALIFORNIA 


Los Angeles dist.: 
90 Oct, Prem. 


San Fran. dist.: 


. TEX. (Texas & New Mex. shpt.) 90 Oct. Prem. 
Oct. 12.5 
Oct. b ee see 12.5-12.75 
Oct, . 12(2) 
Oct. 12 
Oct. b 10.75-11.25 
Oct. > 10.75-11 
Get. MOB. cccceccccsecs 10.75-11 
Oct. M & below ....... 10.25-10.5 


80 Oct. Reg. 


TEX. (Truck transport lots) 


Oct, 12 
Oct, Prem. ° 11.75-12.75 
Oct, Prem, ... eee (2)11.75-12 
Oct. bi Cee edcevtées 11.75 
Oct. > 10.75—11.25 
Oct. A (2)10.75-11 
Oct. 
Oct. 


WESTERN PENNA. 


Reg. osee 
M & below 9.875-10.5 


CENT. W. TEX. (Truck transport lots) 25 p.t 


88 Oct. 12 
82 Oct. Reg. 10.75 
60 Oct. M & below ....... 10-10.4 


0 p.t 
10 p.t 
15 p.t. 
25 p.t 


ARK. (For shipment to Ark, & La.) 


88 Oct, Prem. 11.75 
86 Oct. Prem, 

80 Oct. Reg. .....+«- 

60 Oct. M & below . 


KANSAS (For Kansas destinations only) 


90 Oct, Prem. .. coos 

88 Oct, eee 11.6-12.375 
86 Oct. . 11.5—12.125 
82 Oct, 5 11.375 
80 Oct, 10.5-11.125 
60 Oct. 9.5-10.875 


44 


ONE: eseninoss son 


CO GER, TB. ccccsvoseses 


San Joaquin Valley dist.: 
OD Gtk, POG: 6 cdccccccce 


LUBRICATING OILS 


Prices are for sales made, or offers reliabiy 
reported, to jobbers & compounders only. 


Viscous Neutrais—No. 3 col, Vis. at 70° F. 200 


a ° ° . (2)% 
150 Vis, (143 at 100°) 400-405 a 


PATENT CHEMICALS 


(2)13.5-14.25 MIDCONTINENT LUBES 


x13.25~-13.75(2) FOB Tulsa basis, for domestic shipment only. 
€2)12.5-13.125 Bright Stocks, vis. at 210° Neutrals, vis. at 
(2)12.25-12.75 100°, 0-10 p.p. 


Neutral Oils—Conventional 
Pale Oils Col, 


60-85 vis. 
14.0 86-110 vis. 
150 vis, 
180 vis, 
200 vis. 
250 vis. 
280 vis. 


13.3-16.5 300 vis. 
12—14(2) 


Bright Stock—Conventional 


16.25-17 = 
14.25-14.5 akan 


0-10 
10-25 


20 vis, 
16.25-17 _ 


14.25-14.5 


Bright Stock—Solvent 


150-161) vis. 0-10 p.p., $5 v.1. 
Neutral Oils—-Solvent (95 v.i.) 
170-180 vis, 


33.5-34(2) 


(2)21-22 
(2)22-23.5(2) 
(2)24-24.5 


Cylinder Stocks 


600 s.r., olive green 
31.5 
30.5 
29.5 
29x 


x29 


x28 
x27 
(2)25.5-26 


LUBRICATING OILS 


Tank Car 
Buyers 


UNIFORM 
HIGH QUALITY 


DEEP ROCK OIL CORPORATION 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT SEPT. 8 


GULF COAST—Solvent Refined Lubes 


From Mid-Continent grade crude Prices FOB KEROSINE, GAS & FUEL OILS 


ship at Gulf for export, 
Bright stock—Vis. at 210° OKLA., Group 3 (Okla, shpt.) ARK. (For shipment to Ark. & La.) 


150-160 vis., 0-10 pour ee ae eee ee 15- 42-44 w.w. 

test, 95 v.i 32-34 42-44 w.w, eee TAs 75- Tractor fuel .... 
Neutral Oils—Vis. at 100°; 95 v.i.; 0-10 p.t. Range oil . ; es ; Diesel fuel 52 & below 
100 vis / 20-21(2) 58 & above D.I. Diesel ... (3)8.5-9 Diesel fuel 58 & above 
200 vis 21-22 No. 1 fuel eri ae 8-9 No, fuel 
300 vis 23-23.4 No, 2 fuel 8.5 No, H fuel 
500 vis 2 5-7.875(2) No. 4 fuel 
5 
6 


26-26.7 No. 3 fuel 7 
No. 6 fuel os (2)$0.90-1.20 No. fuel 
SOUTH TEXAS LUBES No fuel 
(Vis. at 100° F, FOB 8S. Tex., refineries for 
oe ee or export shipment.) OKLA., Group 3 (Northern shpt.) 
Vis. Color B03 WLW, ccccccccsccccce €610.98-019) WESTERN PENNA. 
100 1%-2% sccoscsee (€9)98-32.508) 42-44 WLW. .....cceeeeeees (5)8.75-914) Bradford-Warren:(*) 
200 Me Beasteraeesnet<e (3)13-13.5(3) tange oil . ° , 8.75(2) Kerosine 411.25 
300 i sis piewame.awae 14(6) 58 & above D.I. Diesel .. (6)8.5- No. 1 fuel 
500 2%-3% dicta wit 15(6) No. 1 fuel ... rae Ss No. 2 fuel 410.75-11.2x 
oe i Risveceasendoaus 16(6) No. 2 fuel 7.5-8. 1254: No. 3 fuel x10.75-11 
1200 3-4 ‘ ‘ (3)17-17.5(2) No, 3 fuel 7.5 36-40 gravity fue sT, 
2000 . o« (3)18-19(3) No. 6 fuel (2)$0.90-1.15 
RED OILS: 
Vis. Color Ol City: 
100 5-6 ° (2)12-12.5(3) - : i Kerosine 
oS are (3)13-13.5(3) MIDWESTERN (Group 3 basis) No. 1 fue 
300 5-6 .. ° . 14(6) RR 5 cc cksecuweeuks 298.7! No, 2 fue 
500 5-6 .... ‘ 15(6) 42-44 w.w.. a No. 3 fuel 
750 5-6... E eee 16(6) Range oil . ; ty 36-40 gravity fuel 
1200 5-6 .. ovesee (3)17-17.5(3) 5S & above D.I. Diesel 
2000 5-6 : (3)18-19(3) No. 1 fuel wont t Pittsburgh: 
No. 2 fuel 7.6 2: Kerosine ideineedbes was 11.4-11.65 
No. 6 fue (2 ¢ No. 1 


BE cccaccccses 11.35 
No, 2 fuel ... Seccver 10.6512 
NATURAL GASOLINE No. 2 fuel 8512) 


(Group 3 & Breckenridge prices are to bilend- N. TEX. (Texas & New Mex. shpt.) 36-40 gravity fuel . 10.65 


ers on freight basis shown below, Shipments (*) Prices of some Bri adford-Warren District 
may originate in any Mid-Continent manufac- 41-43 w.w rere TT ae, | 1-0 5(2) sellers to bulk commercial con 
turing district.) 42-44 w.w aesenes 

58 & above D.I Diesel ... 8 5-9. 25 
FOB GROUP 3 __ eo eer sips 8.25-8.5 


Grade 26-70 u6.875( Quotations) Me. 6 Ol ..... wees (2)$1.00-1.65 


CENTRAL MICHIGAN 
FOR BRECKENRIDGE 
Grade 26-70 x6.375( Quotations) (FOB Central arch refineries. ) 
W. TEX. (Texas & New Mex. shpt.) Range oil 11 


11 


imers are ©. 15« 
higher than prices shown above 


ar 
5 
55 


46-49 w.w. kero. TYTTTitTT 11 
1 


> 
-43 $660906 00006608 7 P.W. distille 9st csutene 1.4-1% 
LPG PRICES ‘3-46 - = ; 9.25 yA No. fuel 90 06 ee eens (2)10.75-11.05(2) 


58 & above D.I Diesel . : No. fuel one ewoones 10.5-11(2) 


(Of refiners, FOR refineries, in cents per gal., No 


> BR BRM ccc ccccessces 8.75-9.25(2) U.G.1. gas ol] .......6+45. (2)8.5-9.7 
tank cars or transport trucks) No ° 7 


2 fuel : a 8.5. No. 5 fuel 
Commerical industrial No. 6 fuel . : $0.90 1 75 N 6 Tue 

District Propane Propane 

N. Y. Harbor 8(2) R12) 

Philadelphia . 8(3) 8(3) » 

noite ..... : E, TEX. (Truck transport lots) 


Hastings ..... ee oie 41-43 w.w, .. : ba c ‘ 
cece ‘° . erosi eye TT Tee 11.9 
Toledo eener 42-44 w.w. sesasine 


es BO, 2 ER cccccsecvccoses 11.7 
58 & above DIL. " Diesel” ose . No. 2 fuel . ee 10.7 
No, 1 fuel 


“ Diesel (Light & Med.) ... 11.7 
fuel 
6 fuel 


\ CALIFORNIA 
INDUSTRIAL 
: San Joaquin Valley: 
E L re) | L CENT. W. TEX. (Truck transport lots) 40-43 w.w. .. bneee 
ee ee eee 9-9.5 Heavy fuel (PS 400) ... 
U t 58 & above DI, Diesel ... 8.75-9.25 Light fuel (PS 300) ... 


SPECIALISTS J ag = eae 8.5 Diesel fuel (PS 200) 


Rp eae aapeegegs cue Stove dist. (PS 100) 


BO, 3B ONG cccccvcccccccss 8 
Me, ] GR ccccvccccsscece conn San Francisco: 
~~ . No. 6 fuel a0 oa ware $1.40.-1.50 40-43 w.w. ... 
= ~~ Heavy fuel (Ps 
, . Light fuel (PS 


_ , Diesel fuel (PS 
NS. 
WATER TRUCK KANSAS (For Kansas destinations —_ Stove dist. (PS 


> 


OH1O—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


——— an 42-44 w.w. .. coreeeceece 
| PHOENIX OIL CORPORATI BS eet eee myers 
58 & above D.I. Diesel ... 
» e No Ec cccevaccsecees 9. 40-43 w.w, ... 
2 “ c , 
= ie om roe lt ae No. fuel eorcccces . Heavy {uel (PS 
a, cae ant SS la Ave, __ << fh ee eeneceere Fat Light fuel (PS 
Phone-—WA bash 2.6322 No. SOP dnenucediuailen , Diese] fuel (PS 2 
No BE 6 cc ccccesenssss Stove dist. (PS 





EPUBLIC OIL REFINING CO. 
Marketer of Petroleum Products ar ' a 


NEW ENGLAND PETROLEUM CORPORATION moncen NEWEY roscoe 


New York Boston Main Offices: Refinery, 
Pittsburgh, Pa. Texas City, Texas 
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CHICAGO DISTRICT PRICES 


Prices to jobbers & distributors in 
tank car 
and/or truck transport lots FOB refineries, 


pipe line terminals an: 
terminals, ee 


12.85-13.75 
. Reg. 
Oct. Reg. 
Light Fuel Oils 
Range oil 
No, 2 fuel 


Heavy Fuel Olls 
No. 5, low sulfur 





(3)12.1-12.75 


(2)10.9-11.25(2) 
(2)9.9-10.375 





vo. 5, low sulfur ....... 6.8 
No. 5, high sulfur ...... 6.8-7.15 
No. 6, low sulfur ....... (2)5.9-6.175 
No, 6, high sulfur ....... (2)5.7-6.05 

WESTERN PENNA, (T.C., in Bulk) 

White Crude Scale: 

122-124 A.m.p x3.85-4(4) 

124-126 A.m.p x3.85—4(4) 

SEABOARD 


Melting points are AMP, 3° higher than 
EMP. Prices are for carload lots. Domestic 
prices are FOB refinery; scale in bags or 
bbis.; fully refined, slabs loose. Export prices 


are FAS; scale in bags or bbis., fully refined 
in bags or cartons, 


Crude Scale 


N.Y. Domestic N.Y. Export 
124-126 white 5.6(2) 5.6(2) 
Fully Refined: 
123-5 ...... 7.45 eeee 
gj MTT 7.45(3) 7-8.15(3) 
128-30 ..... 7.45(3) 7-8.15(3) 
130-32 ..... ove 7.1-8.25 
BBB ccccee 7.55(3) 7.1-8.25(2) 
a MET 7.55(3) 7.25-8.4 
138-40 ..... 7.55(3) 7.6-8.75 
143-5 7.55-8.3 7.8-9 
149-51 9.55 11.2 


NAPHTHAS & SOLVENTS 


(FOB Group 3) 
Stoddard solvent 





11.375(3) 
Cleaners naphtha .. ce 11.875(2) 
V.M.&P. naphtha ......... 11.875(4) 
Mineral spirits 10.875(4) 
Rubber solvent ........... 11.875(3) 
Lacquer diluent ........... (2)12.125-12.375 
Benzo] diluent ............ (2)13.125-13.625 
WESTERN PENNA. 
OU City: 
Stoddard solvent ..... ° 14 
Pittsburgh: 
Stoddard solvent ......... 15(3) 


OHIO—Quotations of 8.0. Ohio for delivery to 
Ohio points: 


V.M.&P. Naphtha 


Soeceecce eoscese 17.0 
Mineral spirits & stoddard solvent 16.0 
BUDGE. GIBVEEE. occ ds cccdcvccoccce 14.875 
E, TEXAS (Truck Trnspt. lots) 

Stoddard solvent ......... 11.25 


CENT. W. TEX, (Truck Trnspt. lots) 


Stoddard solvent ......... 10.5 
KANSAS (For Kans. Dest’n, only) 
Stoddard solvent .......... 11.8 
ATLANTIO COAST 
V.M.&P. Mineral 
Naphtha Spirits 
New York 
Harbor ..... 17(4) 16(5) 
Philadelphia . .(3)16.5-17 (4)15.5-16 
Baltimore .... sees 15.5(3) 
Boston ....... 17.5(4) 16.5(5) 
Providence cece 16.514) 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT SEPT. 8 


ATLANTIC & GULF COASTS 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker terminal operators, 
FOB their terminalis. Ships’ bunkers prices are exclusive of lighterage. 


92 Oct. 90 Oct. 85 Oct. 83 Oct. Kerosine : 
District Prem. Gasoline Prem. Gasoline Reg. Gasoline Reg. Gasoline No, 1 Fuel 
N. Y. Harbor 13.85-15 13.85-14.35 (3) 12,85-13.6 ee 10.75(19) 
do barges . 13.75-14.9 13.75-14.25 12.5-13.4 eoee 10.651 19) 
Albany ..... 14.2-15.2(3) 14.2-15.2 (3)12.7-13.7(5) 12.7-13.7(2) 11.05(9) 
Baltimore .. 12.9-15(2) 12.9-13.25 11.9-13.5 11.9-13.5 10.85(10) 
do barges . 12.8 12.8-13 11.8-12 esse 10.75(5) 
Baton Rouge. wees seee cece 11.1 9.7 
do barges . ceee eoee ooes 11 cooe 
Boston ..... 14.95-15.7 14.95-15.2(2) 13.7(7) 12.7-13.7 10.95(16) 
Charleston .. 13.3-14.475 13.3 12.3-12.475 12.3-12.45 (3)10.7-10.9(2) 
Corpus Christi 12.5-13.5 12.5 11.5 11.5 TT 
Houston .... 12.25-13.3 12.25-13.3 (2)11.25-11.3 11.25-11.5 9.25-10.25 
do barges . 12.25-13.3 (2)12-12.25 11.25-11.3 11.25-11.5 9-9.25 
Jacksonville . 13.6(4) 13.3-13.6(2) 12.6(7) 12.3-12.6 11.4(11) 
Miami ...... oeee 13.6 12.6 onsen 11.5(2) 
Mobile ...... 13.4(3) 13.4 12.4(2) 12.4 10.4(4) 
New Haven 15(3) 15 13.5(2) 13.5(2) 10.95(8) 
New Orleans. 12.6 12 11.6 11.25-11.3 9.7-10.15 
do barges . 12.6 12 11.6 11.2-11.25 9.7-9.95 
Norfolk 12.9-14.6 12.9-13.2 11.9-12.3 11.9-12.6 10.75(7) 
Pensacola ... 13.4 3.4 12.4 oeee 10.4(2) 
Philadelphia . 15. 15-15.2 15.15 13.7-13.9 13.7 10.85( 10) 
do barges . 15.05 15.05 13.7-13.8 13.6 10.75(10) 
Pt. Everglades 13.6(3) 13.6 12.614) osee 11.5(5) 
Portland e 15.05-15.3(3) 15.05-15.3 13.8(3) 13.8 11.05(9) 
Providence .. 14.95-15.2(3) 14.95-15.2 13.7(4) 13.7 10.95(9) 
Savannah 13.6(3) 13.3(2) 12.3-12.6(4) 12.3-12.6 11.45(7) 
TOME sicce 13.4(3) 13.3-13.4 12.4(4) 12.3-12.4 11.15(8) 
Wilmington, 
NM. ©. coo 13.05-14.55(2) 13.05-13.2 12.05-12.55 12.05-12.55 (3)10.7-10.9(4) 
Diesel Ol) Light Diesel 
Gas House No.5 Fuel No.5 Fuel Shore Plants* Ships’ Bunkers 
No. 2 Fuel* Gas Oil* (0-10 p.t.) (18-60 p.t.) (50 cet., 55 d.i.) (45 cet., 45 d.i.) 
N. Y¥. Harb. 9.75(19) 9.85 (10)$3.06-3.56 $2.61 (8)10.15-10.25 $4.24(4) 
do barges . 9.65(18) eee (11)3.03-3.46 2.58 cece cees 
Albany ....-- 10.05(12) 10.45 3.75 ee 10.45(4) ease 
Baltimore 9.85(11) 9.95 3.06(3) 2.61 10.25(5) 4.24(4) 
do barges . 9.75(6) 202 3.03(3) 2.58 ease cens 
Baton Rouge. 8.4 8.8 eves 2.09 8.8 3.49 
do barges . eee neue — 2.05 ime.8 oeee 
Boston ....-. 9.95(16) 10.35 eee 3.07(5) 10.35(6) 4.27-4.28(2) 
Charleston 9.9(5) weoe oe 2.50(2) 10(2) 4.18(2) 
Houston .... 8.625-9 Tr ° (2)8.5-9 3.49(6) 
do barges .(2)8-8.5 2.35 cece eeee 
Jacksonville . 10.4(8) eoee 10.4(6) 4.431(5) 
Miami ....- e 10.5 10.5(2) 4.473(2) 
Mobile ...... 9.5(2) cces cose 9.5 eoce 
New Haven . 9.95(10) 3.195 coee 10.35(5) cece 
New Orleans. 8&.5-8.7(3) gene 2.09 8.7-9.1(2) 3.49(3) 
do barges . 8.7 esas —— 2.06 — ane 
Norfolk ..... 9.75(6) 10.15 3.01 2.56(2) 10.15(4) 4.19-4.24(2) 
Pensacola ... 9.5 eee see rr 9.5 cece 
Philadelphia 9.85(10) 9.95 (3)3.08-3.10 2.84(6) 10.25(8) 4.24(4) 
do barges . 9.75(9) coos se cece gees wees 
Pt. Everglades 10.5(4) eoce ee 10.5(5) 4.473(3) 
Portiand 10.05(9> 10.45 cose coee 10.45(4) cece 
Providence .. 9.95(9) 10.35 3.05 3.05(2) 10.35(4) 4.28 
Savannah ... 10.45(7) eves 2.76(2) ecoe 10.4515) 4.452(5) 
Tampa ..... 10.25(5) eves cece 10.25(6) 4.368(5) 
Wilmington, 
N, - eoce 9.9(T) 9.9 10(2) 4.18(3) 
No. 6 Fuel No.6 Fuel Bunker C Heavy 
No. 6 Fuel No Sulfur No. 6 Fuel Max. 1% Fuel Dieset 
No Sulfur Guarantee Max. 1% Sultur Ships’ Ships’ 
Guarantee Barges Sulfur Barges Bunkers Bunkers 
N. ¥. Harb.. $2.10(13) $2.10(13) $2.20-2.25(3) $2.20-2.25(4) $2.10(11) $3.91(4) 
Albany . 2.45 coe esee eves evce coe 
Baltimore 2.13(6) 2.10(4) 2.28 2.25 2.10(4) 3.91(2) 
Baton Rouge. 1.63 1.60 vous cane 1.60(2) 3.24 
Boston ...+++ 2.15(7) 2.1545) 2.30 2.30 2.15(5) eee 
Charleston .. 2.03(2) 2.00(3) eves eéee 2.00(3) PT 
Corpus Christi 1.63 1.60 1.60(2) 3.15 
Houston . .(3)1.63-1. 65x 1.60(5)x (8)1.60-1.85(2) 3.24(5) 
Jacksonville . 2.00(6) 1.97(6) 1.97(6) cee 
Miami seve 1.95 1.95(2) 1.92(3) 
Mobile .....- 1.68 1.65 1.65 
New Havon.. 2.12(3) 2.12 2.12(2) eee 
New Orleans. 1.63(3) 1.60(3) 1.60(4) 3.24(2) 
Norfolk 2.08(3) 2.05(4) 2.05(4) eee 
Pensacola ° sees 1.85 T “2 1.85 sae 
Ph.ladelphia 2.13(8) 2.10(8) 2.28(5) 2.25(5) 2.10(7) 3.91(4) 
Pt. Everglades 1.95(2) 1.92(2) ocee cove 1.92(3) eee 
Portland 2.18(2) 2.15 Te ere 2.15 
Providence .. 2.11-2.12(3) 2.12 2.30 2.27 2.12(3) 
Savannah ... 2.03(5) 2.00(4) ooee coos 2.00(5) 
TOME veces 1.90(5) 1.87(4) 1.87(5) 
Wilmington, 
BM. GC. cccoe . 


(*) At Atlantic C 


bulk commercial consumers are 0.15c higher than prices shown above. 


coast refineries and terminals, and. at Albany and Tampa, prices ‘of some sellers to 
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Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT SEPT. 8 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to 
other refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
price indicates the number of companies quoting that price. 

Aviation Gasoline (MIL-F-5572) 

Grade 115/145 

Grade 100/130 

Grade 91/96 
Motor Gasoline 

92 Oct. Premium 

90 Oct. Premium 

86 Oct. Regular ............ 

83 Oct. Regular ........ 

70-72 Oct. M Leaded 
Kerosine & Light Fuels 

41-43 w.w_ kerosine 9(3) 

No. 2 Fuei 8(5)-8.25 
Diesel & Gaus Vils 

43-47 Diesel index 

48-52 Diesel index 

53-57 Diesel index 
Heavy Fueils—Cargoes 

No. 5 Fuel, 0-10 p.t. 

Bunker C Fue! . 


16-16.75 
15.75 


12-12.25(2) 
11.75-12-12.25 
11(2)-11 .25-11.5(2) 
10.75-11-11.25 
10.5-11(2) 
10-10.25-10.75 


8-8 . 125-8 .25 : 


sesccoceccosscoscos GB EIEHER50 
oe wodecevescecescncceces SRsOGNPR. seen eunD 

Posted Export Prices of Socony-Vacuum Overseas Supply Co. for Sale in Cargo Lots 

(Prices are per bbl. of 42 U. 8S. gals., exclusive of local port or other governmental! charges, 

sales taxes, etc., if any; FOB point indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 
Type of Price API 
Crude Per bbl. FOB Point 
Arabian $1.75 Kas Tanura, Saudi Arabia 
Qatar $1.81 Umm Said, Qatar 
Arabian $2.41 Sidon, Lebanon 
Iraq-Kirkuk $2.41 Tripoli, Lebanon 
Araq--Basrah $1.67 Fao, Iraq 


VENEZUELAN CRUDE PRICES 


Prices are of Creole Petroleum Corp, for sale and/or purchase of cargo-lot quantities FOB 
deepwater terminals at ports named, and are subject to crude availability and company's require- 
ments; 2c per bbl. differential per degree of gravity applies for gravities below and above those 
shown, except for Lagunillas Heavy for which price shown applies regardless of gravity. Price 
ipplicable for each cargo is that in effect at time vessel tenders for loading. For purchases made 
in fields, prices shown are basis for such purchases with deductions being made for terminaling 
and pipe line services in accordance with published tariffs. Purchases not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less 1c per bbl 

Price Effective 

Gravity API §/Barrel FOB Date 

14-14.9 1.61 Las Piedras or Amuay Bay July 1952 
Amuay Bay Sept. 1952 
Las Piedras or Amuay Bay July , 1952 
Amuay Bay July , 1952 
Amuay Bay July , 1952 
Amuay Bay July , 1952 
Las Piedras or Amuay Bay July 1952 
Tneup:do July 24, 1952 
Puerto La Cruz July , 1952 
Puerto La Cruz July , 1952 
Puerto La Cruz Sept. 1, 1952 
Puerto La Cruz July , 1952 
Caripito July , 1952 
Caripito July , 1952 
Capure (Pedernales) Sept. , 1952 


AVIATION GASOLINE PRICES 


(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specification 
MIL-F-5572, unless otherwise noted.) 
District 
Se? WUE, Bi is 66cc00nebessonceseeens 15.6-16.2 
Boston, Mass. 15.95 
Portland, Me, ... coe ee eescee 
Philadelphia, PO, ...cccscccssccsccccces cocsee 
Baltimore, Md. 15.85 
Norfolk, Va. 15.6 
Charleston, S. C, 15.75 
New Orleans, La. (Baton Rouge) 14.75 


Houston, Tex. 14.5-15 
LAKE PORT TERMINALS 
Buffalo Cleveland 
90 Oct, Premium .. 16(2) eevee 
86 Oct, Regular ... ° 14.5(3) eves eee sans 
Kerosine 12.45(5) vaee 11 


Diesel 11.95(3) 10.35-10.95 10.25 

No, 1 on” abies 11.2-11.7 10.75-11.1 
No. 11.45(4) ccne 10.2-10.95 10-10.1 
No. £ ree , 7 8.5(a) 7.3514) 7.25(3) 
No. 6 Fuel ... aks ey oe 9(2) 8.1(a) 7.1(4) 
(a) Delivered Cleveland. 


Effective 
Gravity Date 
36-36.9 Nov. 1, 1950 
39-39.9 Nov. 1, 
36-36.9 April 1, 
36-36.9 April 1, 
32-32.9 Dec. 24, 


Crade 
Bachaquero 
Tia Juana Heavy . oot 19-19.9 
Lagunillas Heavy .. Flat 
Tia Juana Medium 26-26.9 
Tia Juana 102 L.P. 26-26.9 
Tia Juana Light 30-30.9 
Mara SPOeS6e Cae 30-30.9 
| -48.9 
San Joaquin -42.9 
GE - wWeeeeccs 32-32.9 
SS 35-35.9 
CIEL, iedonit-a 6 uisianl ase 32-32.9 
CE -»0s6en en one's -18.9 
Temblador ..... 20-20.9 ‘ 
Pedernales .. 20-20.9 1. 


NPNNNNNPNN! 
BWHYARABcwh 
Sakon 


| 


Grade 100/130 
17.6-18.6 


Grade 91/96 
16.1-17.2 


Grade 80 


15.5 
15-15.75 


Detroit Toledo 


VENTALARM® wwis7uie Tank Fill Signal 


Install on all fuel oil tanks, old and new, for a bt 
F new low in delivery costs. 
See your regular Supply House. “JUST FILL "TH THE WHISTLE STOPS" 


Mid. i 
[Wedel te or ag] LCTor old] ty SCULLY SIGNAL COMPANY  comiridce al. Mass. [ Model LA for new 
customer tanks Conadian Licensee: EMPIRE BRASS MFG. CO. LTD, Toronto, Ontario tank installations 
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PETROLATUMS 


WESTERN PENNA. 

(Bbis., carloads; tank car, 1 to 1.5¢ less.) 
Snow white (2)6.875-7.375 
Soft white ‘ sve (3)6.625—7.25 
Lily white ......+.-+ee++0+ (2)6.375-7 
Cream white (2)6-6.75 
Soft yellow 5<(3) 
Light amber oeece (3)5 5 25 
Amber (3)4.75-5 


Mee .cocccces ’ (2)4.5-4.75 


PACIFIC COAST 


(In Ships’ Bunkers, Diesel Fuel Bunker C Fuel 
or Deep Tank Lots) (P.S. 200) (P.S8. 400) 
San Pedro, Calif. $3.44(5) $1.7015) 
San Francisco .. 3.6514) $1.75(4) 
Portland, Ore. 3.86(4) $2.0014) 
Seattle, Wash. .. 3.86(4) $2 0014) 


MEXICAN BUNKER PRICES 


U. S. DOLLARS PER BBL, OF 159 LITERS 
Bunker C Diesel 
(Ships Bunkers) 
Mexican Gulf 

Tampico . 65 $3 

Veracruz . os 65 

Minatitlan ....... 65 

Pacific Coast 

Guaymas 50 

Manzani!lo .50 

Salina Cruz .50 





29 YEARS OF RELIABLE 
OIL PRICE REPORTING 


This, in just a few words, is the story of 
Platt’s OILGRAM Price Service. 
Since 1923, it has been recognized 
throughout the industry as the foremost 
daily oil price reporting agency. It has 
constantly been the major source of oil 
price information, and with good reason. 
. . « « OILGRAM has the largest stoff of 
oil price experts employed by any oil 
price reporting agency. 

. OILGRAM is the most complete 
price report cvailable to the oil man. 
. . « « OILGRAM has the complete con- 
fidence of its subscribers. More than 
ninety out of every one hundred oil men 
who once subscribe renew their subscrip- 
tions yeor after year. 
If you are dependent upon daily oil prices 
in your marketing operation, you should 
be an OILGRAM Price Service subscriber. 
We invite you to accept a week's Trial 
Subscription with our compliments. There 
is no obligation on your part whatsoever. 
A letter of request on your company 
letterhead is all thot is required. 
Write today to: 


Platt’s OILGRAM Price Service 
1213 W. 3rd St., Cleveland 13, Ohio 











HARTOL 


PETROLEUM CORPORATION 
INDEPENDENT MARKETERS 


Maine to South Carolina 
630 FIFTH AVENUE. NEW YORK 20. WY 
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Tank Wagon Prices 


Prices for gasoline do not include taxes; they do, however, include 


tnepection fees as shown in next column, 





county taxes as indi 





also do not include tazes; Pe» we tazes where levied are indicated in 
Di ts, if any, are shown in footnotes. These prices in 


Atlantic 

AnaNnic — Sone 

REFINING (Regular Grade) No. 1 No. 2 
Dir. Cons. Fuel Fuel 


T.W. T.W. Taxes T.W. T.W. 


Allentown, Pa.. 15.3 15.3 7.0 14.8 13.6 
Altoona 


Geccee eee see +» 15.35 13.95 
BNO a cvvcceces oes eee se 15.35 13.95 
Greensburg ... 15.6 15.6 7.0 15.35 13.95 
Harrisburg .... 15.3 15.3 7.0 14.8 13.6 
Philadelphia .. 14.7 14.7 7.0 14.2 13.0 
Pittsburgh .... 15.6 15.6 7.0 15.35 13.95 
Reading ...... 15.3 15.3 7.0 14.8 13.6 
Scranton ...... 15.3 15.3 7.0 15.1 13.9 
Wilkes Barre... ... cas : 15.1 13.9 
— -» 15.6 15.6 7.0 15.1 13.9 
York .. oes eee ees «+ 14.5 13.3 
Wilmington, 

Gececoves 14.7 14.7 7.0 14.2 13.1 
Bridept., Conn. 14.8 14.8 6.0 eee eee 
Hartford ..... 14.8 15.1 6.0 coe §602898.8 
New Haven ... 14.8 14.8 6.0 ace Baa 
Boston, Mass. . 14.9 14.9 6.3 coe «6 
Fall River .... 14.9 149 6.3 eee 
Springfield 15.6 15.6 6.3 eee 14.1 
Worcester 15.1 15.1 6.3 eon 288 
Prov., R. I. .. 14.9 149 6.0 cos 
Camden, N. J.. 14.6 14.6 5.0 14.0 13.0 
Newark ......14.6 14.6 5.0 13.9 12.9 
Albany, N. Y.. 14.7 14.7 6.0 143 13.0 
Binghamton 15.8 15.8 6.0 15.7 14.3 
Buffalo 15.5 15.5 6.0 159 14.7 
Elmira . 15.8 15.8 6.0 15.8 14.4 
Rochester 15.5 15.5 6.0 16.0 14.6 
Syracuse -. 14 15.4 6.0 15.7 143 
Watertown ... 16.6 166 6.0 16.9 15.2 
Baltimore, Md. 14.5 14.5 7.0 eae) ae 
Richmond, Va.. 14.5 14.5 80 14.4 13.3 
Charlotte, N.C. 15.4 15.4 9.0 13.9 12.6 
Jacksonville, 

BU... sceecve 15.2 15.2 9.0 es eee 
Mineral Spirits V.M.&P. 
Ww. T.W. 
Philadelphia, Pa. .... 16.5 18.0 
Pittsburgh .......... 20.0 21.0 
Heavy Fuel Oils—T.W. 
No. 5 No. 6 
Philadelphia, Pa. ....... 7.86 6.07 


Notes: 


Kerosine—Thru Penna, & Del., add 2c per 
gal. for t.w, deliveries of less than 25 gals. 
at one time. Camden—<Add Ic for deliveries of 
100-299 gals., 2c for less than 100 gals. 

Minera! Spirits prices also apply to Stod- 
dard Solvent. 


CONT'L (N. 8B. Prices are Continental's 
tankwagon prices. Current selling 
OIL prices may vary from those shown 
because of local conditions.) 
Conoco Demand 
N-tane (3rd Gaso- Kero- 
(regular) Grade) line sine 


Tank Wagon Taxes T.W. 
Denver, Colo. ... 14.8 13.8 8.0 14.7 
Grand Junc. .... 17.2 16.2 8.0 17.1 
WUD - ccinnkeons 15.6 14.6 8.0 15.5 
Casper, Wyo. ... 15.7 14.7 8.0 15.0 
Cheyenne ....... 15.7 14.7 8.0 15.6 
putiags, Mont. .. 17.0 Sees 8.0 16.5 
eee eseee 18.0 eess 8.0 18.2 
Great Falls . 17.0 eeee 8.0 18.2 
Helena ......... 17.5 ecee 8.0 18.2 
Salt Lake U. ... 16.4 eee 7.0 16.5 
Twin Falls, Ida.. 19.1 ence 8.0 19.2 
Albuquer., N.M.. 16.0 15.0 8.5 14.9 
Roswell ........ 15.3 14.3 8.5 14.2 
Santa Fe ....... 16.3 ase0 9.0 15.2 
Muskogee, Okla.. 13.7 12.7 8.5 12.9 
Oklahoma City .. 13.5 12.5 8.5 13.1 
Tulsa ..... cscecs 28.8 12.5 8.5 12.5 


Gasoline tax column tncludes these city taxes: 
Albuquerque & Ruoswell, 0.5c; Santa Fe, ic; 
Cheyenne, ic; Casper, ic. 

Discounts: 

Salt Lake City and Twin Falls gasoline 
and kerosine prices apply for deliveries of less 
than 200 gals.; 399 -, deduct 0.5c; 
400 gals. and over, deduct ic, 

Notes: 
T.W. prices are to consumers and dealers. 


Gasoline taxes, shown in Ala. 
separate column, include — =. federal, and state taxes; also city and 


oo Sept. 8, 1952, as posted by principal marketing companies at 
cir headquarters offices, but subject to later correction. 





CHEVRON 
CALIFORNIA (Regular) Av. 80/87 Gaso- 
STANDARD T2. 2.2. line 

400 Gals. & over Taxes 
San Fran., Cal. ... 14.5 18.0 6.5 
Los Angeles ...... 14.0 17.5 6.5 
2a 15.7 19.2 6.5 
Phoenix, Ariz, e 17.2 20.7 7.0 
Reno, Nev, esesees 17.0 20.5 7.5 
Portland, Ore. esse 15.0 18.5 8.0 
Seattle, Wash. eooe 15.0 18.5 8.5 
Spokane ........ oo 17.8 21.3 8.5 
Tacoma 15.0 18.5 8.5 
Boise, Idaho .. 17.7 23.2 8.0 
Salt Lake, U. .... 15.4 19.4 7.0 
Honolulu, T.H. ... 15.3 18.8 8.5 
Fairbanks, Alaska. « 27.1 30.6 4.0 
MENON ovsseocece - 16.3 19.8 4.0 

tandard 


-T. FurnaceOil StoveOii 

40/199 T.T. A 

gals. (400 gals. or more) 

(ex all taxes) 

San Fran., Cal, .. 18.5 10.9 12.4 
Los Angeles ..... 18.0 10.4 11.9 
DEG ccccecesse 19.8 11.8 13.3 
Phoenix, Ariz, ... 21.2 14.3 15.8 
Reno, Nev. ...... 21.0 13.8 15.3 
Portland, Ore. ... 20.5 11.5 eeee 
Seattle, Wash. ... 20.5 11.5 cove 
Spokane ......... 24.3 14.8 16.3 
Tacoma .......6+. 20.5 11.5 cece 
Boise, Idaho ..... 28.7 15.3 16.8 
Salt Lake, U. .... 16.5 13.0 13.5 
Honolulu, T. H. .. 19.3 11.7 eoee 
Fairbanks, Alaska 34.8 on coos 
Juneau .......... 21.8 cece 
Taxes: 


Boise—8c gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 2.5c state. 
Salt Lake—7c gas tax applies to motor 
fuel only; avgas taxes are 2c federal, 4c 
state. 

Honolulu—-8.5c gas tax applies to motor fuel 
only; a@vgas taxes are 2c federal, 4c terri- 
torial. Standard Diesel/furnace oil price is 
ex ic territorial Mquid fuels tax. All T.T. 
prices are ex Hawaiian gross income tax of 
1% to resellers, 2.5% to consumers. 


Notes: 


Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals.; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) whee 0.5c differential applies 
to 49-399 gal. delivery; for less than 40 gals. 
add 4.0c gal., except at Honolulu add 4.5c¢ for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trate. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.0c gal. higher than Chevron (Regular) for 
quantity delivered, except at Salt Lake which 
is 1.5¢ gal. higher. For less than 40 gals. de- 
liveries, add 4.5¢ gal, to 400-gals.-and-over 
price, except at Honolulu, add 5.0c gal. for 
less than 40 gals. (Marine) and less than 100 
gals. (Shoreside). Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0c for 91/98, 
5.0c for 100/130, and 8.0c for 115/145. 

Kerosine—T. prices, except at Salt Lake 
City, apply to deliveries of 40-199 gals. For 
other deliveries: less than 40 gals., add 4c; 
200-399 gals., deduct 3c; 400 gals. & over, 
deduct 4c; tank car-truck trailer, deduct 5.5c. 
Salt Lake City posted tank truck price is for 
minimum 40 gal. deliveries. 

Standard Diesel/Furnace Oi] & Standard 
Stove Oll—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add 1c; 200-399 gals., add 0.5c; 
than 40 gals., add 5c, 


Humbie 

HUMBLE Gasoline Gaso- Kerosine 
OlL Regular line Tank Re- 

T.W. Retail Taxes Wagon tail 
Dallas, Tex.. 14.0 19.0 6.0 12.8 17.0 
Ft. Worth .. 14.0 19.0 6.0 12.8 17.0 
Houston .... 14.0 19.0 6.0 12.8 17.0 
San Antonio. 14.0 19.0 6.0 12.8 17.0 


Notes: 


T.W. prices are to all classes of dealers and 
consumers. 





anahiies fees per gal., included in both gasoline and kerosine prices, 
unless otherwise specified, are as follows: 
1/40c on gasoline; Ark. 
2/25c; Kans, 1/100c; La. 1/32c; Minn. 5/200c; Mo, 1/25c; Neb. 2/100c; 
Nev. 1/20c; N. C. 1/4c; N. D. 1/20c; Okla, 2/25c; S. C. 1/8; 8. D. 
1/40c; Tenn, 2/5c; and Wisc. 3/100c. 

Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c; Mich, 1/5c. 


1/20c; Fla, 1/8c; Ill, 3/100c; Ind. 








ESSO Esso Gasoline 
(Regular Grade) 
STANDARD Gasoline Kero- 
Dir. Cons. sine 
T.W. T.W. Taxes T.W. 
Atlantic City, N. J. 14.6 14.6 5.0 14.0 
ee, 14.6 14.6 5.0 13.9 
Baltimore. Md, ... 14.5 14.5 7.0 13.9 
Cumberland ...... 15.7 15.7 7.0 15.3 
Washington, D. c.. 14.9 14.9 7.0 14.3 
Danville, Va, ..... 15.4 15.4 8.0 14.2 
Petersburg occcese 15.0 15.0 8.0 14.7 
DED “'s op 405 oe-d00 14.1 14.1 8.0 14.0 
Richmond .....00:. 14.5 14.5 8.0 14.4 
Roanoke ......... 16.3 16.3 8.0 15.1 
Charleston, W. hove 3.32 4.2.39 36.2 
Fairmont ..... coe 16.2 316.1 7.0 15.6 
Parkersburg . - 16.0 16.0 7.0 14.6 
Wheeling ...:.... « 16.0 16.0 7.0 14.4 
Charlotte, N. C. .. 15.4 15.4 9.0 13.9 
OTR Te 15.8 15.8 9.0 14.1 
St MD cccccedes 16.0 16.0 9.0 14.4 
DED aciuccdecse 16.0 16.0 9.0 15.1 
GROUSE «ss vicccce 15.3 15.3 9.0 13.7 
Charleston, S.C... 14.5 14.5 9.0 anes 
Columbia ......... 25.9 2.8 ‘BO ccs. 
Spartanburg ...... 14.9 14.9 9.0 eee 
New Orleans, La.’ 13.3 13.3 9.0 12.8 
Baton Rouge ‘ 13.7 13.7 9.0 12.5 
Alexandria . 15.1 15.1 9.0 13.7 
Lake Charles 13.8 13.8 9.0 13.1 
Shreveport. 15.4 15.4 9.0 13.5 
New Iberia .. 13.9 13.9 9.0 13.1 
Knoxville, Tenn. .. 15.3 15.3 9.0 13.7 
BD's 6s cc cces 15.0 15.0 9.0 13.5 
Chattanooga ...... 15.2 15.2 9.0 13.6 
SORES b.6 6 seiece ce 15.5 15.5 9.0 14.0 
Little Rock, Ark. . 15.9 15.9 8.5 14.3 
Naphthas-T.W. & Steel Bbis. 
Min, Spirits V.M.&P. 
Newark, N. J. 
3,600 gals. & over... 17.0 18.5 
Steel Dbis. .......... 23.0 24.5 
Baltimore, Md. 
3,600 gals. & over... 15.7 
Steel bbls. .......... 24.5 
Washington, D. C. 
100-499 gals. ....... 19.0 
500-3,599 gals. ..... 18.0 
3,600 gals. & over. 16.2 
Steel bbis, .......... 25.0 


No. 1 No. 2 No.4 No.6 
3 





Atlantic City, N.J. 14.0 13.0 eee ha 
Newark, N. J. ... 13.9 12.9 $3.584 $2.656 
Baltimore, Md. .. 13.9 13.3 3.52 2.59 
Washington, D, C. 14.3 13.4 3.68 2.54 
Norfolk, Va, .0 12.9 see vanes 
Danville ..... oe% 12.8 eee 
Petersburg m 13.6 ose 
Richmond . 4 13.3 oe 
Roanoke .....-6+8 see 13.7 : 
Chirlotte, N. C. . 13.9 12.6 oe 

HEIGOTV ccc cccccs 14.1 12.9 ° 

Raleigh. ..... 15.1 14.25. 
Charleston, ’s. c.. os ptee 13.05 

Columbia ..... eee cove 13.2 cece 
Spartanburg ..... 4 


12 Seer gees 
Taxes: Louisiana Kerosine prices do not in- 
clude lc state tax, 
Notes: 

Kerosine No. 1 — Atlantic City prices are 
for deliveries of 300 gals. or more; add 1c for 
100-299 gals. 2c for less than 100 gals. 

No, 6—Washington price is for min, delivery 
of 1,050 gals.; for min. delivery of 2,500 gals. 
price is $2.48 per bbl. 


IMPERIAL (Prices are per imperial gal.; to 
arrive at price per U. 8, 
OIL subtract 1/6th.) 
Esso 


= 
: Lae 
i 
at 





St. John’s, Nfid. .. 24.8° 14.0 24.8 
Halifax, N. 8. .... 21.3 15.0 23.3 
St. John, N. B. . 21.3 13.0 23.3 
Charlottetown,P.E.1, 23.3 13.0 25.3 
Montreal, re FF 13.0 24.6 
Toronto, Ont. ..... 22.2 11.0 24.2 
Hamilton, Ont. .... 22.2 11.0 24.2 
Winnipeg, Man. ... 22.5 9.0 26.5 
Brandon, Man. ... 24.5 9.0 26.5 
Regina, Sask ose 28.0 10.0 23.0 
Saskatoon, Sask. .. 23.9 10.0 25.9 
Calgary, Alta. .... 21.0 10.0 23.0 
Edmonton, Alta. .. 19.5 bo 21.5 
Vancouver, B. C. 21.8 23.8 


(*) Price is for “Esso Extra iPrestem). 
Taxes: Gasoline taxes are provincial taxes. 


NATIONAL PETROLEUM NEWS 





Oil PRICE SECTION 
Tank Wagon Prices (Continued) 





SOCONY VACUUM 


Mobiigas (Regular Grade) 
Cons. Dir. Cons. Dir. 
T.c. T.W. T.W. 


ocoe 14.7 14.7 
coos «14.7 14.7 
14.7 14.7 
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Boston, Mass. 15.4 
Concord. N. H. oeée 
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Providence, R, I. .. 
Burlington, Vt. .... 
Rutland 
Tank Wagon 
Mineral Spirits 
V.M.&P. Naphtha eceve 20.5 18. 21.5 
~~ ah ape prices do not include 3% city sales tax applicable to price of gasoline (ex tax). 
Mobil .Kerosine—Mt. Vernon T.W. less 0.5¢ for deliveries of 300 gals. or more. 
Mobilfuel Diesel—All points, 0.5¢ for T.W. deliveries of 800 gals. or more. 
- Mobilheat—Mt. Vernon T.W. less 0.5¢ for deliveries of 300 gals. or more. 
Syracuse V.M.&P. price is in steel barrels. Jamestown T.C. prices are delivered prices; all other T.C. prices are FOB bulk terminals. 
Mobil Kerosine and Mobilheat tank car prices are to bulk plant operators; tank car prices to commercial consumers are 0.15c higher. 
Mobilfuel Diesel tank car prices are to cial cc s; tank car ‘prices to bulk plant operators are 0.15c less. 


OHIO STANDARD 
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Rochester Syracuse 
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Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. Regular-Grade. 
Sehio Sohie 


Gasoline Avia. Avia. 
91 


aphthas & Solvents—Cons, T.W. 
D.C. V.M.&aP. 
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BEIGE ocvccsccceces 
Canton 

Cincinnati 

Cleveland 

Columbus 


cooooooo 


HMw wy wip ty 
Ssssssssss 
eocoocoooooooocoe 


Portsmouth 

Toledo 

Youngstown 

Zanesville v v 19. 20.0 21 21. ° 

ay oF Basque operators can pu aviation gasoline less 4c per gal. State Road Tax by supportin 
-10 to supplier. 

Discounts: Sohio Aviation—on contract to hangar operators and resellers,,2c off consumer t.w. 
Kerosine, Nos. 1 & 2—Prics with asterisk (*) are for t.w. or drum Jeliveries of 100 gas, or more; less than 100 gals., 0.5c higher. Prices at 
other points are for t.w. or drum deliveries of 50 gals. or more; less than 50 gals., 0.5c higher. 

Naphthas—To contract consumers off t.w. prices (except Lucas County) 300 to 999 gals., 0.5:; 1000 to 2499 gals., 0.75c; 2500 to 4999 gals., 1c; 
5000 or more gals., 1.5¢. Lucas County: less than 50 gals., tank wagon price, 50 to 249 gals., 0.5c; 250 to 499 guls., 1c; 500 gals. or over 1.5e. 
Notes: Renown (third-grade) gasoline prices are same as X-Tane unless ctherwise noted. S.S. prices are at company-operated stations. 


INDIANA STANDARD 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of 
Indiana bulk plants where the company’s prices are publicly posted. Kentucky 


Crown (Reg. Grade) 
Red Cr’ St iT a a. sonneene., Standard 
100 gals. 100-174 175-999 1,000 gais., Crown Gaso- Kero- 
& over gals. gals. & over Net line sine 
ese eee see seen Dealer Taxes 
14. ihe cal = Bere Covington, Ky. ........ 
eeee ene Sees Lexington 
14.0 13.3 12.8 Louisville 
> ae Paducah .......... 
Jackson, Miss. 
es VIGREE - co veloc cccan 
Birmingham, Ala. ..... 
Mobile .... 
Montgomery 
Atlanta, Ga. .......+.. 
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Wichita, Kans. . 
Omaha, Neb... 
Fargo, N. D 

Huron, 8, D. .. 
Milwaukee, Wisc. 
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Fuel Oils—T.W.—Chicago, I. 
Standard Stanolex 
Heater Oil Furnace Oi) co. 


1-99 gals. .. ‘ 14.8 
100-149 gals, ........ cea Dallas, Tex, 


150 gals. & over..... ; Saxe Fort Worth 

100-399 gals. ........ Rie 2 Wichita Falls ... 

400 gals. & over.... bine i Amarillo ..... 
Tyler . 


3 
2 


— nd 
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Taxes: 


Gasoline tax column includes these city & 
county taxes: Mobile, 2c city; Birmingham, ic 
county; Montgomery, ic city & 1c county; Pen- 
sacola, lc city. Other taxes not included in 


1-749 gals. . ° 

750 gals, & over .... ; : a 

Taxes: St. Louis, Mo., gasoline tax includes ic Houston prices: Georgia, kerosine, 1c; Montgomery, 

city tax. Des Moines, Ia., kerosine and furnace San Antonio ... kerosine 1c; Mississippi, kerosine 0.5c. 

oil prices do not include 4c state tax. State Port Arthur .... .0 3 a 

sales, occupation, consumer & use taxes to be Notes:—Dealer t.w. prices apply also to all Notes: 

added where applicable. 1 of s with minimum delivery of Consumer t.w. prices are same as net deale 
* “Temporary’’ price. 50 gals. prices. 
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STATISTICS 





GASOLINE STOCKS DISTILLATE—KEROSINE STOCKS COMBINED 
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1948 1949 1950 1951 | JUNE JULY AUG 1948 1949 1950 1951 | JUNE JULY. AUG 
AUGUST 1952 AUGUST 1952 
Gasoline Stocks Distillate and Kerosine Stocks 
East of Rockies West of Rockies East of Rockies West of Rockies 
Bbls. Bbls. Bbls. Bbls. 
1948 (Aug. 31) 80,779,000 14,666,000 1948 (Aug. 31) 77,443,000 14,939,000 
1949 (Aug. 31) 88,739,000 16,140,000 1949 (Aug. 31) 87,484,000 14,043,000 
1950 (Aug. 31) 93,171,000 13,896,000 1950 (Aug. 31) 81,545,000 12,684,000 
1951 (Aug. 31) 100,188,000 14,258,000 1951 (Aug. 31) 108,750,000 8,923,000 
1952 (Aug. 31) 102,669,000 14,571,000 1952 (Aug. 31) 123,539,000 10,489,000 
1952 (July 31) 101,697,000 14,546,000 1952 (July 31) 104,501,000 9,265,000 
1952 (June 30) 104,842,000 15,324,000 1952 (June 30) 81,205,000 7,767,000 
RESIDUAL STOCKS we CRUDE OIL STOCKS 
75 
280 + 
2407 
“ “” 
— ~ 
a ks 
= « 200-7 
a a 
< < 
[>] [-} 
— a 4 
a } 160 
“ “ 
z z 
° Oo 120+ 
— ad 
2 = 
= = 
80 - 
40 + 
04 
0 1948 1949 1950 1951 | JUNE JULY AUG 
1948 1949 1950 1951 | JUNE JULY AUG. A 
UGUST 1952 
AUGUST 1952 j 
Crude Oil Stocks 
Residual Stocks East —— West sees 
East of Rockies West of Rockies 1948 (Aug. 31) 201,724,000 30,230,000 
Bbls. Bbls. 1949 (Aug. 31) 224,809,000 35,776,000 
1948 (Aug. 31) 34,306,000 29,790,000 1950 (Aug. 18) 205,659,000 31,734,000 
1949 (Aug. 31) 27,679,000 39,164,000 1951 (Aug. 31) 224,260,000 30,016,000 
1950 (Aug. 31) 26,648,000 14,331,000 1952 (Aug. 31) 235,270,000 31,315,000 
1951 (Aug. 31) 31,413,000 15,830,000 1952 (July 31) 246,174,000 32,027,000 
1952 (Aug. 31) 34,506,000 17,790,000 1952 (June 30) 254,345,000 31,619,000 
1952 (July 31) 35,304,000 16,110,000 telat 
1952 (June 30) 32,245,000 13,443,000 *Includes foreign. 
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RUNS TO STILLS—CRUDE PRODUCTION 





® RUNS TO STILLS 


y 


VL CRUDE PRODUCTION 


MILLIONS OF BARRELS DAILY 


SSS 


1948 
1949 
1950 
1951 
1952 
1952 
1952 


(Aug.) 
(Aug.) 
(Aug.) 
(Aug.) 
(Aug.) 
(July) 
(June) 


(Aug.) 
(Aug.) 
(Aug.) 
(Aug.) 
(Aug.) 
(July) 

(June) 


Crude Runs to Stills 
East of Rockies 
b/d 

4,733,600 

4,374,800 

5,136,600 

5,559,600 

6,073,500 

5,964,200 

5,842,800 


Crude Oil Production 
East of Rockies 
b/d 

4,627,200 

3,884,200 

4,765,000 

5,257,200 

5,216,313 

5,017,280 

5,210,800 


West of Rockies 


b/d 
887,100 
866,600 
930,400 
979,800 

1,019,000 
981,000 
982,600 


West of Rockies 


b/d 
949,800 
896,200 
899,300 
975,100 
984,675 
985,720 
986,400 


SSS  . g.gg,L’5]yyyvvgb¢0''\, 


(Figures used for charts and tables 
Mines report for 1948-51 and June, 1952. The figures 
for July and August 1952 are from API weekly statistics 
—figures used are for date nearest to end of month and 
will be revised as Bureau of Mines reports become avail- 
able). 


are from Bureau of 
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1948 1949 
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Gasoline Consumption by States May 1952+ 


(American Petroleum Institute Figures) 


Month of 
April 1952 May 1952 
Gallons Gallons 
**60,451,000 59,923,000 
25,475,000 794,000 
662,000 ‘ 000 
376,910,000 000 
44,104,000 000 
45,367,000 59,000 
9,786,000 2,000 
7,648,000 000 
91,749,006 423,000 
9,745,000 299,000 
785,000 000 
Illinois 222,000 5,000 
Indiana * 4,214,000 000 
lowa ‘ 755,000 000 
Kansas 5 ,000 000 
Kentucky 000 299,000 
Louisiana 000 2,000 
Maine 633,000 34,000 
Maryland 53,321,000 5,000 
Mas:achusetts 458,000 7,000 
Michigan 000 5,000 
Minnesota 94,000 2,000 
Mississippi 3, 000 7,000 
Missouri 2,000 3,000 
Montana 56,000 3,000 
Nebraska 000 ,000 
Nevada 
New Hampshire 
New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 103,000 ,814,000 
Ohio ,499,000 ,539,000 
Oklahoma ; ° ° 
Oregon . 185,000 518,000 
Pennsylvania , 276.000 .419,000 
Rhode Island 5,085,000 .905,000 
South Carolina 477,000 ,128,000 
South Dakota .430,000 , 289,000 
Tennessee 2,298,000 ,225,000 
Texas 333,345,000 000 
Utah .. 406,000 000 
Vermont 7,547,000 9, 
Virginia 3,410,000 5,270, 
Washington 919,000 37,227,000 
West Virginia 150,000 .790,000 
Wisconsin ,177,000 ,113,000 
Wyoming ,580,000 ,715,000 


Tax Rate+ 
May 
Cents 
Alabama 6 
Arizona 5 
Arkansas 
California 
Colorado 
Connecticut 
Delaware ° 
District of Columbia 
Florida 
Georgia 
Idaho 


——5 Months Ending With—— 
May 1952 May 1951 

Galions Gallons 
281,767,000 31,997,000 
123,874,000 3,885,000 
9 180,573,000 39,939,000 
3 , 768,514,000 , 306,000 
1 198,421,000 008,600 
9 221,697,000 .170,000 
45,696,000 2,777,000 
6 86,546,000 400,000 
463,854,000 , 248,000 
820,000 538,000 
8,395,000 5,635,000 
966,979,000 5,219,000 
553,286,000 29,000 
406,516,000 5,083,000 
319,269,000 708,000 
266,866,000 2,799,000 
963,000 34,789,000 
.527,000 2,720,000 
2.467.000 311,000 
530,000 7,.1.6,000 
3.047.000 344,000 
436,000 .981,000 
+.613,000 190 
479,000 ,523 
608,000 2.615 
7,690,000 692 

* . 
033 532,000 
2,935, ,3804,000 
,490, 840,000 
5,084 000 
S64 000 
ooo 
000 


May 1951 % 
Gallons Change 
56,831,000 5.4 
22,472,000 10.3 
7,907,000 0 
3,142,000 
2,954,000 
,000 
000 
000 
000 
000 
000 
000 
000 
000 
000 
000 
000 
000 
000 
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2,644, 
123, 
404 
3,113, 
615, 
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726 
27 
5,471 
469 


76.148 


202 
519 
3,157 


991 


000 
000 
O00 
,000 
29,342,000 
74,726,000 
686,000 
7,975,000 
,880,000 
,259,000 
140,000 
3,441,000 
2,314,000 
,547,000 


2,936 
57,169, 
493 
2,294 
ae 
316 
940 
545, 


O00 
ooo 
000 
ooo 
ooo 
ooo 
Ooo 
000 
,.038,000 

565,000 

071,000 
-936,000 

307,000 
,650,000 


778,000 
2,847,000 
533,000 
003,000 
350,000 
5,191,000 
3,115,000 
.191,000 
126,000 
50,698,000 
5,505,000 
-772,000 
,312,000 


506,000 


- 
Ononase-i— 


3,930,007 ,000 
126,774,000 


Total 47 States and D 

Daily Average , 
Change from previous year 
Total change . ° . 
Percentage change in Daily Avg 


4,005 
129 


478,000 
28,016,000 


964,000 
, 225,000 


.970,000 
, 263,000 


462.000 
526,000 


+ 2,451,000 
+ 1.93% 


5,737,000 
+5.14% 
These are State tax rates per gallon. 
Not available at time of publication 
In general, these figures include all gasoline sold or consumed within the confines of the state 
taxable purpose. 
** Revised 


In addition there is the federal tax of 2c per gallon 


+ 
* 


regardiess of whether it was for a taxable or non- 
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DISPLAYED: Advertisements set in special type or with border— 
13.50 per column inch. 

UNDISPLAYED: “For Sale’, ‘Wanted to Buy”, “Help Wanted’, 
: j “Business Opportunities’’, Miscellaneous classifica- 
tions set in type this size without border—30 cents a word. Minimum 
charge $7.50 per insertion. 


CLASSIFIED 





“Positions Wanted’’—15 cents a word. Minimum charge §3 per insertion. 
Box number counts 2 words. Copy must reach us by Wednesday 
preceding date of issue. 


All classified advertisements are payable in advance. 
No agency commission or cash discounts on classified advertisements. 





For Sale 


4,000 GA. HEIL TRAILER, 3 compartment 
1247-2040-817-3” lines, 1000x20 Tires, 70%- 
Meter Comp. and package goods cabinets 
both sides. Air brakes, excellent condition. 
1947 BROCKWAY TRACTOR, #260-1100x22 
Tires, 70% Air Brakes ist class mechanical 
condition. Will sell as a unit or separately. 
1937 WHITE TRUCK—Good Rubber—Excellent 
condition on which is mounted 1275 Gal, 4 N 
comp. Tank (174-203-398-500) Hyd. Internal 
Safety Valves, with Hose, Reel, Meter, Power 
Take off, and Pump. Ready for the road. 
1275 GAL, TANK, 4 Comp. (174-203-398-500) 
Safety Valves Hose Reel and manifolded so 
that pump can be installed. ist class condi- 
tion. Write Box #695. 


storage, 18,000 gal. 


4 compartment, air, 11.00x20 tires, $1250.00 
Cc. W. Bennett, Bennett O11 Company, 1104 8S. 
Choctaw, Okmulgee, Oklahoma. Phone 236. 


BULK PLANT FOR 


FOR SALE: 1950—5600 gallon Frazier, 3 
compt. single heads. New 10X20 recaps, new 
paint Price: $3650.00. Bruce E, Hackett Co. souri. 
Hiland 1335. 621 West [Sth street, Kansas 

City, Mo, 


COMPLETE BULK PLANT, loading racks, 
motors, pipe, etc. with 11 
tanks, loaded on cars. 


FOR SALE Co., 621 West 58th St., 





Hiland 1385. 
15—|DRUMS]—(54 gal. each) 
or 810 gallons Firestone Al- 


For Sale 


LUBRICATING OIL BUSINESS and property, 
approx., 2 acres, railroad siding, 20” x 30” 
cement blk. office bidg. 
warehouse and blending plant, 100,000 Gal. 


70’ x 80’ cinder bik. 


pecially set up to blend and process lubricating 
and industrial oils, can be used for solvent & 
chemical processing as well. Plant located in 
. W. Detroit near main trunk line. For more 
information call Vermont 8-7302 or write to 
Consumers Petroleum Co., 
nue, Detroit 23, Michigan, 


FOR SALE: 800 Ga. 
pump, meter, register, 


5 compartment tank with 
hose reel, 100 ft. 14%” 
hose new. Adams County Farm Bureau Corp., 
1—3884 BUTLER GASOLINE TRANSPORT, 107 North Washington St., Gettysburg, Pa. 


SALE in Sedalia, Mis- 
souri, 2 25,000 gallon and 3 18,000 gallon 
vertical tanks. Other customary plant equip- 
ment, Write P. 0. Box 166, Springfield, Mis- 


Write Bruce E. Hackett 


For Sale 





STORAGE TANKS 


20,000 Gal. Horizontal 10'6” x 31’ 
Stee! saddles included 

12,000 Gal. Vertical 10'6” x 17°10” 
25,000 Gal. L.P.G, Tanks, 80# Pres- 
sure, 10’ x 44’, %” shell, 4%” heads 
150,000 Gal. Welded 16’ x 4° dia 


BOX 699 


storage. Plant es- 


13507 Auburn Ave- 











Positions Open 


SALES MANAGER fully acquainted with pe- 
troleum industry on national scale wanted by 
established service station equipment manufac- 
turer located in midwest. Submit resume of 
experience, earnings requirements. Your pres- 
ent position protected. All replies confidential 
Box 694. 


Dealers Wanted 


NATIONALLY KNOWN TANK TRAILER 
manufacturer specializing in petroleum, bu- 
tane and chemical tank trailers has attractive 
openings for several] well established dealers 
throughout the United States, Canada and 
Mexico. Address inquiries to: P. O. Box 886, 
Kansas City 41, Missouri, Include al) infor- 
mation about your company in first letter 
All communications strictly confidential 


15.000 gallon 5/16” 


Kansas City, Mo. 





cohol Type Anti-Freeze @ 
$.50 per gallon. 


(CASES]—(61/1 gal. each) 
or 600 gallon Shell Alcohol 
Type Anti-Freeze @ _ $.55 
per gallon. 


[CASES ]—(61/1 gal. each) 

or 1896 gallons Nutro-zone 

Permanent Type _  Anti- Al 

Freeze @ $1.50 per gallon. so 
We have sold Nutrozone for three sea- 
sons and found it satisfactory in every 
respect. Above prices are with freight 
prepaid 


HARRY HUBER OIL CO. 
P.O. Box 1024 
1300 Broad Street 
Lake Charles, La. 











STEEL STORAGE TANKS 
Railroad tank car tanks 6,500 
to 12,000 gal. cap. Coiled 
and non-coiled. They’re heav- 
ier, safer, cheaper. 
complete tank cars 
8,000 and 10,000 gal. cap. 

Your inquiries solicited 
Marshall Railway Equipment Corp. 
50 Church St., New York 7, N. Y. 
Phone: COrtiaadt 7-8090 


An advertisement in NPN’s Class- 
ified Section will bring you quick, 
effective results at low cost. 
WRITE TODAY 
NATIONAL PETROLEUM NEWS 
1213 West Third St. 


Cleveland 13, Ohio 

















Interprovincial to Cut Pipe Line Tariff 


TORONTO, Ont.—-Interprovincial Pipe Line Co. will 
reduce by 10c per bbl. through movement of Canadian 
crude oil from Redwater, Alta., to Superior, Wis., with 
proportionate reductions in tariffs to intermediate points 
along pipe line system, effective Oct. 15, according to the 
company. 

Interprovincial says this reduction in transportation 
cost “is in line with the company’s policy of reducing tar- 
iffs with the increased through-puts.”’ New Redwater-to- 
Superior rate is 45c a bbl. 

Trans Mountain—Meanwhile, the initial tariff for trans- 
porting crude oil via Trans Mountain Oil Pipe Line from 
Edmonton, Alta., to Vancouver, B. C., has been set tenta- 
tively at 45c per bbl., President Robert L. Bridges says. 

Loading charge at Vancouver marine terminal is ex- 
pected to be 2.5c per bbl. for about half of “presently 
indicated” initial 75,000 b/d throughput to be exported 
by tankers from Vancouver to California, Pacific North- 
west, or other offshore points. 

Line is scheduled for completion in August 1953 with 
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crude to start reaching Vancouver during October 1953. 
A tank farm at Edmonton with original capacity ex- 

ceeding 1,000,000 bbls. is scheduled for next summer in 

order to accumulate some of the oil required for line fill. 


Distillate Fuels Price Index Up 


WASHINGTON—-An increase of 0.9% in price index for 
distillate fuels brought Bureau of Labor Statistics’ over- 
all oil price index up 0.1% to 108.5 for week ended Sept. 
2. Complete index, based on Platt’s Oilgram quotations, 
is shown below for week ended on dates indicated (1947- 
49 equals 100): 


% Change 
Aug. 26 
Aug. 26, Sept. 4, to Sept. 
1952 1951 2, 1952 
Crude and products 108.5 108.4 110.9 +01 
errr er 109.0 109.0 109.0 
Refined products 108.5 108.3 111.4 + 0.2 
Gasoline ...... 115.0 115.0 115.0 
Kerosine ... Es 112.8 112.8 109.7 
Distillate fuels ... 112.1 111.1 112.4 
Residual fuel: bin 80.7 80.7 101.0 
Lubricating oils 98.5 98.5 102.4 
Natural gasoline .. 93.5 93.5 85.6 


Sept. 2, 
1952 
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LAYOUT of combination plant built by Pan-Am in Sheffield, Ala. 


Bulk Plant Stations Click 


By NPN Staff Writer 


One oil marketing company that 
has recognized a need for a combina- 
tion cervice station and bulk plant is 
Pan-Am Southern Corp., New Or- 
leans. In Alabama, 11 new combina- 
tion bulk plant service s‘ations have 
been built for distributors since Sep- 
tember, 1947. Plans for five new 
ones are on this year’s schedule. 

To provide low cost facilities for 
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distributors whoce operations make 
such plants desirable and practical, 
Pan-Am has worked out what it calls 
the “Economy Model” bulk plant- 
station combination. Chief features 
are above-ground bulk storage for 
gravity tank truck loading, and of- 
fice-warehcuse space at the rear of 
the service station, utilizing a com- 
mon wall, 


The Economics—Pan-Am says the 


main purpose of the combination 
plants is to serve territories for which 
a big bulk plant is not justified, con- 
sidering the market potential. These 
are usually rural areas. The con- 
struction is in areas where the com- 
pany has not previously sold its 
products. 


In some of the outlets already 
built, enlargements have been neces- 
sary, indicating that such operations 
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What’s U.S. Rubber < 


doing for 


: — sh 
shore-to-ship loading? .*. 
\ 





The “U.S.” Hose shown above is a permanent installation. After loading 
gasoline on the barge, it has just been uncoupled and swung clear. 


“U.S.” has a complete line of dock hose 
and sea-loading hose —containing types 
and specifications to meet any kind of 
demand. Each hose was developed by 
engineers who keep abreast of the latest 
loading techniques, men who know what Rechtenty to getttheen ts bb tall lato 
a hose must do under today’s rugged Propuct oF SD Sou, coe see San Ot Sees 


work at refineries. terminals, and loading 


vel tt : ars se ’Q :. or unloading tanks or barges. The special 
requirements. For engineering advice, SS) oot “U. S.” construction combines adequate 


and help on your hose problems, write cal .) pressure resistance and durability while 


allowing required flexibility. All covers are 


to address below. ex! on he sag to action of sunlight and 


UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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COMBINATION BULK PLANT-STATIONS 





COMBINING SERVICE STATIONS with other types of retail business is common practice in many 


2 - 


parts of Pan-Am Southern's 


ter 


ritory. Company has specialized providing designs and building combination outlets for its dealers and distributors. Shown here is 


one of the most elaborate of this class, with a service station at extreme right, with a restaurant adjoining, while a separate building 
contains an automobile show room, jobber headquarters, and truck garage. These units were built for Tom Garrott Oil Co., Pan-Am 
jobber in Tunica, Miss., at a cost of around $150,000. Pan-Am identification is carried out along the entire building front 


are catching on Pan-Am figures 
one of the plants will have to sell 
about 40,000 gals. per month of light 
products to be profitable. The units 
built so far have been doing this well 
or better. 

Naturally, the plants can be built 
only in places permitting above- 
ground bulk storage 


The Advantages — Developed by 


Pan-Am’s Alabama Division Manager 


Jim McCrory, the units have the fol- 
lowing “leading advantages,” accord- 
ing to the company: 

i. Greater advertising value, 
as they are seen by more 
people on the highway. 

2. Saving in manpower, since 
the combination of wholesale 
and retail functions allows 
over-lapping of jobs, and hence 


JIM McCRORY, 
Corp.'s Alabama division manager, Bir- 
mingham, who laid groundwork for com- 
pany’s bulk plant-service station program 


Pan-Am Southern 


“a4 


a smaller number of employes 
3. Availability to rural and 
industrial customers, who can 
drive in and get supplies di 
rectly from the warehouse 

4. Greater flexibility of stor 
age and less money tied up in 
inventory, because deliveries 
are usually made by trans- 
port, rather than by rail. 

5. Elimination of invest- 
ment in rail sidetracks and the 
expense of maintaining them 

6. Good highway property 
for the units is still available 
whereas desirable property in 
towns is hard to find. 

Mr. McCrory calls the units “B 
S.”—bulk plant-service station c« 
bination. He comments: “Our 
pansion 
ment of B. will 


P. 8 continue 


4. 


a tm 


i@e- 


PP 
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continues, and the develop- 


ee: 


CURRENT STATION DESIGN appears in this Pan-Am outlet recently built in Homewood, Ala., suburb of Birmingham. This is 
not a bulk plant station. Lettering is of blue plastic, with horizontal red bands fused into porcelain exterior 
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COMBINATION BULK PLANT-STATIONS 





one of our cales weapons. The policy 
has been very successful, and has 
been adopted as a permanent fixture 
of marketing planning in all our 
divisions.” 

How Program Developed—Mr. Mc- 
Crory describes the development of 
B. P. S. construction in this way: 

“During the war, transportation 
necessities reculted in our putting on 
a number of transports of our own, 
as well as a contract for the delivery 
to our bulk plants of gasoline and 
kerosine. Tank cars were no longer 
available due to military require- 
ments. The more we operated with 
transports, the more it appeared that 
we had opened an entirely new field 
for expansion and development of 





smaller territories not covered in our 
distribution. 

“As we were no longer confined to 
railroads in the consideration of bulk 
plant storage, due to petroleum motor 
transport, we turned to the highways 
leading into these smaller points of 
distribution. For the first time we 
gave consideration to the develop- 
ment of not only a bulk plant, but 
of a service station that would oper- 
ate in conjunction with this storage 
plant, allowing the distributor to have 
an initial point of delivery to start his 
distribution in a given territory as 
well as his storage plant. 

“We started a survey of the dis- 
tribution points that we would like 
to cover, which numbered some 15 


SEH 


THAN COMPARABLE COUPLINGS! 


New Fiexifiange Flexible Couplings — 
Specially Designed for Tank-Truck Use 


Because the emphasis over the past few years 
has been on faster unloading, truck and trailer 
truck operators have been moving to large size 
piping. There has been one important drawback, 
however, to this tr nd. Leakproof, flexible cou- 
plings to fit the larger pipe have always been 
available—but they are designed primarily for 
use in bulk plants and refineries. This means they 
are much heavier than need be. 

Now Philadelphia Valve Co. has solved the 
problem with its new line of Flexiflange Flexible 
Couplings. Made of malleable iron, they are 
engineered specifically for use in truck and 
trailer tanks. They’re designed for 100 psi with 
a liberal safety factor—far stronger than neces- 
sary for tank-truck service—yet in most cases 
they offer a weight saving of up to 58'4 percent! 

Flexiflange Couplings fit into the same grooves 
as any standard couplings. The seals, too, are 
interchangeable with other standard makes. 
They are available in all sizes from 1” to 6”. Pipe 
sleeve adapters can also be furnished. 

To get peak efficiency with up to 58% percent 
saving in weight, be sure to specify Flexiflange 
Couplings by Philadelphia Valve. Write for 
complete information and prices. 


PHILADELPHIA VALVE COMPANY 
3415 Aramingo Avenue, Philadelphia 34, Pa. 
Pacific Coast Distributors: 


Oil Marketing Equipment Co., 325 Fremont Street, 
San Francisco 5, Calif. © Howard Supply Co. 
5125 Santa Fe Avenue, Los Angeles 11, Calif 


in Alabama We proceeded to acquire 
land for this development, with the 
balance having to wait the success- 
ful conclusion of the war, as building 
materials and steel were not avail- 
able. 

“Material for erection of bulk stor- 
age and service stations became 
available early in 1947, and we 
opened our first plant at Butler, Ala., 
in September of that year. Our sec- 
ond plant in October was opened and 
established at Athens, Ala. Our de- 
velopment in Alabama since that date 
has been almost continuous, until we 
now have 11 in operation. Total gal- 
lonage: 6,252,257, for the year 1951. 

“This development was a_  co- 
operative expansion on the part of 
Pan-Am Southern Corp. and our dis- 
tributors. In a number of cases an 
existing distributor bought the prop- 
erty, and with our assistance crected 
the B. P. S. In the case of Athens, 
one of our first developments, Guy J. 
Spencer, Huntsville distributor, pur- 
chased the property and crected 
service station, bulk plant and ware- 
house, and has operated this area in 
a separate plant in conjunction with 
his existing business in Madison 
County.” (These operations are in 
northern Alabama, near the Tennes- 
see line). 

“While the B. P. S. is the initial 
development, from that point we ex- 
pand and develop this territory iden- 
tical with that of any other form of 
bulk plant territory.” 

Typical Layout—A combination 
plant recently erected by Pan-Am at 
Sheffield, Ala.. stands on a site ap- 
proximately 200 ft. square (see lay- 
out on p. 53.) 

At the rear of the property the site 
is separated from the Louisville & 
Nashville Railroad’s main line by 
about 200 ft. of vacant land. At 
present the bulk plant is supplied by 
transport, but it is thovght that if 
a future need develops, arrangements 
could be made to handle tank cars. 


Total cost of the completed plant, 
including land, runs around $60,000, 
divided roughly half and half between 
service station and bulk plant. Under 
an arrangement with Tri Cities Oil 
Co., the Pan-Am jobber in Sheffield, 
the service station, with 150 ft. of 
the highway frontage was sold to the 
jobber with an option to re-purchase. 
Pan-Am retains title to the ware- 
house and bulk plant, together with 
a strip of access driveway at each 
edge of the station property. 

Building is of concrete block con- 
struction, with a thin stucco exterior 
on the service station section. Tri- 
Cities operates the station and the 
bulk plant as a jobber buying and 
owning the products stored in the 
tanks, and the packaged products in 
the warehouse. 
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Industry Has Big Stake in Making Sure 
Public Gets Truth on New Road Tests 


By Holger Ridder, Transportation Editor 


American Assn. of State Highway 
Officials (AASHO) and representa- 
tives of states and allied industries 
(supposedly embracing the oil indus- 
try) this month will get a look at 
and have an opportunity to inject 
their opinions and suggestions re- 
garding the outline for a proposed 
$4 million comprehensive road test 
project. 

Purpose of the proposed AASHO 
project is set forth in a prospectus 
prepared by an AASHO Committee 
on Highway Transport headed by 
R. C. Keeling, chairman, and Kansas 
state highway engineer. It declares 
the road test project is “intended to 
develop engineering facts and criteria 
which can be used: 

“1—In the design and construction 
of new pavements. 


“2—In the preservation or better- 
ment of existing pavements. 

“3—As an engineering basis for 
the enactment of adequate and equit- 
able legislation covering allowable 
loadings and highway taxation struc- 
tures. 

“4—To provide information to 
vehicle manufacturers as to the types 
and capacities of highway vehicles 
which they may design, construct 
and offer as equipment to obtain 
the optimum over-all economy of 
highway transportation. 


“5—To provide specific information 
as to engineering problems, costs of 
building and maintaining highways 
of different capacities, and increased 
taxation to cover cost of higher 
capacity highways which may be re- 
lated to the cost of vehicle opera- 
tion. This information would permit 
truck operators and motor carriers 
to realize the most efficient and 
economical vehicle capacities con- 
sistent with optimum over-all high- 
way transportation.” 

Keeping in mind the disastrous 
public relations results born of the 
Maryland road test (see NPN Feb. 
13, p. 49; March 26, p. 52; and May 
21, p. 92), the reasons for oil dis- 
playing more than passing interest 
in this road test project are obvious. 

Oil’s interest in any highway proj- 
ect is twofold: (1) as a highway 
user, and (2) as an industry which 
sells about half its output to highway 
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users, and is therefore adversely or 
beneficially affected by any develop- 
ment which determines the oil con- 
sumption habits of highway users. 

The AASHO prospectus proposes 
that, instead of conducting small re- 
gional road test projects, the objec- 
tive would be to actually design and 
construct a road including rigid and 
flexible pavement with test sections 
capable of handling a range of axle 
loads representative of present and 
possible future use, and to test these 
sections under controlled loading con- 
ditions. Such a test road would be 
constructed along the “alinement of 
a future divided highway, the use 
of which will be available for the 
required period of construction, pre- 
testing, controlled load testing and 
post-test observations.” 


The test road would be new con- 
struction comprising a series of four 
consecutive loop sections, built as a 
four-lane divided highway on fill of 
one type of material. Pavement in 
each loop would be 24 ft. wide, pro- 
viding two separate 12 ft. test lanes 
for two different axle loadings. Each 
loop would contain rigid pavement 
on one side ana flexible pavement on 
the other. 

Proposed axle loadings to be used 
ir. such a test are listed in the pros- 
pectus as follows: single axles— 
14,000, 18,000, 22,400 and 30,000 Ibs.; 
tandem axles—28,000, 32,000, 40,000 
and 50,000 Ibs. 

Meanwhile, there have been reports 
that a western Illinois site has been 
recommended for the proposed 
AASHO road test project, if and 
when such a project is finally ap- 
proved. 


* * * 


WASHO Road Test—Scheduled to 
get underway this month is a road 
test by Western Assn. of State High- 
way Officials (WASHO) between 
Pocatello, Idaho, and Odgen, Utah. 
Designed and constructed for this 
test especially, the test road is on 
the right-of-way for a relocation of 
U.S. Rt. 191, and when the test is 
completed, the test section will be 
incorporated in the Idaho highway 
system. 


Ten western states, the Bureau of 


Public Roads, vehicle manufactur- 
ers, the oil industry and other agen- 
cies are co-operating in the test. It 
is planned to continue test traffic 
for a total of six months, part this 
fall, until winter weather makes it 
impractical to continue testing, and 
the balance in the spring of 1953. 

Truck and truck-trailer manufac- 
turers, the petroleum industry and 
others are expected to contribute 
equipment and supplies valued at 
nearly $150,000. 

As compared to the proposed 
AASHO road test project, the 
WASHO test will be made with axle 
loadings in only four categories—sin- 
gle axle loads of 18,000 and 22,400 
Ibs., and tandem axle loads of 32,000 
and 40,000 Ibs. 


* * * 


Proceed With Caution—On the sur- 
face, the aforementioned two road 
test projects are worthy endeavors 
and can contribute much to the prog- 
ress of highway transportation. The 
same probably could have been said 
when the Maryland road test was 
proposed and first started. Instead, 
however, the Maryland test was ab- 
orted by newspapers and anti-truck 
interests to point a damning finger 
at the truck industry, with the ob- 
vious objective of convincing the gen- 
eral public and motorists that trucks 
are ruining our roads. 

Lest the same thing happen in the 
Idaho test and the AASHO test 
(when and if it is made), it might be 
well for the trucking, oil and auto- 
motive industries to keep close tabs 
on the test progress and be the first 
to make use of any available test 
results to tell the truth about what 
happens to highway, and why. Wait- 
ing for the daily press to come out 
with some of their sensational stories 
and then denying such reports or 
trying to refute them is like locking 
the barn after the horse is stolen. 


Even before the final results were 
issued, newspapers played up stories 
which designed to show the public 
that: trucks are ruining our roads; 
the heavier trucks used in the test 
abused the pavement to such an ex- 
tent that tests couldn’t be completed 
on certain sections; the test road 
was ruined by the tests, etc. 


However, in none of the stories 
coming across this desk, was there 
any mention of such points as these: 

1—Poor quality subsurface soils 
and less than normal maintenance 
of the test pavement were major fac- 
tors in slab cracking on all lanes. 


2—Decision not to maintain the 
pavement normally was made in ad- 
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vance of the test so that varying 
axle loads would produce visible 
damage. 

3—The Highway Research Board 
in its report said, “... that if under- 
sealing was completely effective in 
preventing cracks due to the applied 
loads, there would be no visible basis 
for evaluating the effect of the vary- 
ing loads.” American Trucking 
Assns. points out that such under- 
sealing is now standard maintenance 
procedure in highway care. 


4—The board’s engineers reported 
that even higher loads than the 
18,000 to 44,800 lbs. used in testing, 
did not produce damaging stresses 
when run over pavement sections 
supported by proper, granular sub- 
bases. 


5—Not a part of the board’s final 
report, but certainly conclusive evi- 
dence of the damage done to the test 
section in Maryland, can be found 
today by anvone driving over the 
test section (U.S. 301) at La Plata, 


Md. The so-called “ruined” test sec- 
tion is again in good shape and carry- 
ing traffic after an expenditure of 
less than $10,000 for repairs. 

The same kind of facts can be 
“overlooked” in the Idaho and 
AASHO road tests by writers looking 
for sensational stories with which to 
carry on the war against trucks on 
highways. Propaganda such as that 
hurts not only the truck indsutry, it 
hurts oil too. 

Fourteen oil companies supplied 
gasoline, oil and grease used in the 
Maryland Road Test. These com- 
panies were: American, Atlantic, 
Cities Service, Esso Standard, Gulf, 
Ohio Oil, Phillips, Pure, Shell, Sin- 
clair, Socony-Vacuum, Sun, - The 
Texas Co. and Tide Water Associated. 


Certainly if the oil companies are 
going to participate financially in 
such test projects, it behooves them 
to also take steps to protect them- 
selves and their customers against 
such unwarranted newspaper attacks 
as came out of the La Plata fiasco. 


Ohio Jobbers Warned of Limited-Access Road Dangers 


Ohio Petroleum Marketers Assn. is 
warning its members that proposals 
to widen many present Ohio highways 
and turn them into expressways and 
freeways to be known as “limited or 
controlled access highways” poses a 
definite threat to Independent mar- 
keters in the state. 


In a bulletin to members, the 
association points out that such leg- 
islation would prevent access to such 
highways except at infrequent points 
to be designated by the state highway 
department or other administrative 
agency. It adds: 


“The oil jobbers . . . of Ohio have 
a very vital interest in legislation 
which may be proposed next winter 
on this important matter of control 
of access to highways. Many jobbers 
now have filling stations along our 
main highways which may be elimi- 
nated by the appropriation of their 
property and of their access rights 
by the state highway department or 
by local county authorities even un- 
der existing legislation. They have the 
right ...to demand that our American 
system of competitive enterprise be 
preserved in order that they may 
acquire and operate similar facilities 
in areas along all limited access high- 
ways ... designated for commercial 
purposes by the highway department 
or by county authorities... . 


“Jobbers should vigorously insist on 
legislation in Ohio which will guar- 
antee that along limited or controlled 
access highways the operation of 
gasoline stations shall be on a com- 
petitive basis... They must insist 


on protection against monopolistic 
operation of such outlets. . .” 


Plan of Action—aAssociation con- 
cludes by urging its members to: 

“1—Study this question of con- 
trolling of access to highways and 
the effect which this could have 
upon your outlets; 

“2—Do not sell or otherwise con- 
vey access rights to your property 
without thorough realization of what 
the effect will be upon your use of 
the property; 

“3—Talk with the candidates in 
your county for the State Senate and 
House of Representatives and explain 
to them how serious is this matter 
of taking away the rights of access 
to property along highways on which 
are located your places of business; 

“4--Impress upon the candidates 
the need for preserving competition 
on limited access highways so that 
gasoline stations shall be on com- 
petitive basis; 

“5—Insist upon protection against 
any monopoly in the operation of 
gasoline stations not only on limited 
access highways but also on all feeder 
roads leading to such highways.” 


Independent Builds Terminal 


CHICAGO—Gustafson Oil Co. has 
formed Fuel Oil Terminal Co. to mar- 
ket residual fuel from a lake termi- 
nal to be built at Green Bay, Wis. 
Terminaling company will erect tanks 
on property held by long-term lease 
from Hurlbut Coal Co. at the en- 
trance to Green Bay Harbor. Plans 
also call for ship bunkering facilities. 


New Products Pipe Line 
Ready for Laying Soon 
Special to NPN 

SALT LAKE CITY — Contracts 
have been awarded by Salt Lake 
Pipe Line Co., Standard of California 
subsidiary, for laying a 330-mile oil 
products line from Salt Lake City 
to Boise, Idaho, parallel to the exist- 
ing line which continues to Pasco, 
Wash. 

Macco Corp. will build the first 
portion of the eight-inch line, from 
Salt Lake City to Juniper, Idaho. 
Engineers Ltd. Pipe Line Co. will 
build the remaining 200 miles to 
Boise. Completion of $8,000,000 proj- 
ect is scheduled by end of year. 


Truckers Urge Relaxation 
Of Compartment Restrictions 


NPN News Bureau 
WASHINGTON — National Tank 


Truck Carriers, Inc., has received a 
recommendation from its Engineer- 
ing and Specifications Committee that 
tank truck capacity for multiple de- 
livery equipment be increased to 2,500 
gal. compartments, instead of the 
present 1,200 gal. requirements and 
that compartment exemption for 
single delivery equipment be con- 
tinued. 

NTTC also expressed hope that the 
oil industry would join with it on a 
committee which acts as advisory 
committee on specifications for In- 
terstate Commerce Committee. 


PAD Asks Data on Shipments 
Of Fuel Oil by Tanker 


NPN News Bureau 


WASHINGTON—PAD has written 
48 East Coast shippers for informa- 
tion on middle distillate movements 
in the Gulf-East Coast trade for 
April through October, 1951, and for 
November, 1951, through March, 1952. 


Questionnaire asks for tankers 
owned, chartered or bareboated, and 
total distillate moved during this pe- 
riod, including distillate represented 
in crude oil shipped to the East Coast 
and refined. 

PAD emphasized it had no purpose 
in the survey other than to have on 
hand information on tanker avail- 
ability. Last year, PAD needed such 
information and didn’t have it, an 
official said. 


Changes at Sunray Pipe Line 
Special to NPN 
TULSA—Various pipe line systems 
of Sunray Oil and its subsidiary pipe 
line companies have been consolidat- 
ed into one operating division of the 
company’s manufacturing, sales and 
pipe line department to obtain more 
uniform and efficient operation. 
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Book Recounts Oil Boom Days 
With ‘Seamy-Side’ Slant 


Some authors and book publishers 
continue to delight seemingly in pre- 
senting the oil industry in as untrue 
and unfair light as possible. Now 
comes the very well-known and here- 
tofore excellent book publishing firm 
of Rinehart & Co. of New York with 
a book called “The Dicky Bird Was 
Singing” by a Bob Duncan, a young 
man of Oklahoma City. The Dicky 
Bird is the squeak of the bull wheel, 
and the squeaks that Duncan re- 
cords are a lot of stories and legends 
about hardboiled and disreputable 
characters who he said, were around 
boom oil fields. 

The writer has been around many 
of those fields these past 43 years 
and never heard of one of the al- 
leged outstanding characters de- 
scribed by Duncan. However, he 
didn’t spend his time in the gutters. 
If Duncan wanted to describe Okla- 
homa City and followed the same 
formula, he would hunt for the city’s 
tenderloin and its skid row and tell 
about that by way of explaining to 
the public what Oklahoma City is. 
Obviously it would be anything but 
a fair picture. 

These stories that Duncan tells in the 
oil industry are not even funny or 
interesting. There were many more 
interesting characters that were real 
ones, but why must authors and pub- 
lishers dig around for the dirt when 
there is so much good about any in- 
dustry, even about the book writing 
and the book publishing industry? 

W.CP. 


Oil Record Gives Data 
On U. S. Oil Companies 


The Oil Record, 1952 edition, Petroleum In- 
dustry Projects, 1420 New York Avenue, N.W., 
Washington 5, D. C., 6%” x 9%”, stiff cloth 
binding, 393 pages, $6. 


This is the third edition of The 
Oil Record, and presents operating 
and financial data for 1951 on more 
than 125 companies in the American 
oil industry. 

Company histories provide informa- 
tion on founding dates, mergers, ac- 
quisitions, stock transactions, dissolu- 
tions and other background material. 
One section lists officers of industry 
trade associations and professional 
and technical groups. 


Oil Biography Published 


Life and Death of an Oilman, by John 
Joseph Mathews, University of Oklahoma 
Press, 5%” x 8%”, stiff cloth binding, 259 
pages, $3.75. 


Life and Death of an Oilman, is the 
biography of the late Ernest Whit- 
worth Marland, founder of the old 
Marland Oil Co. The author, John 
Joseph Mathews, a personal friend 
of Mr. Marland, traces the career 
of this oil man from his early years 
in Pittsburgh through his great oil 
holdings in the West until his death 
in 1941 in Oklahoma. 
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DEEP ROCK JOBBER Joseph L. Knievel, 

of Ewing, Nebr., uses this copy of new 

Simplified Accounting System to keep 
his records accurate and up to date 


‘Simplified’ Jobber Accounting 


By LEONARD CASTLE 
NPN Midwest Editor 


A new accounting system devel- 
oped by Deep Rock Oil Corp. spe- 
cifically for the smaller or average 
sized jobber has been introduced in 
recent weeks to the company’s In- 
dependent jobber organization, which 
markets in the Midwest. 

Entitled “Simplified Accounting 
System,” or SAS for short, the new 
system is designed to fill the needs 
of the jobber who does not have ac- 
cess to the services of a qualified 
accountant, or one who hesitates to 
buy a system lest it fail to fill his 
requirements. 

Deep Reck is copyrighting the SAS 
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plan, because “it is complete in every 
respect for this type of operation, and 
because it is unique in many res- 
pects.” 

A sizeable percentage of Deep Rock 
jobbers already has adopted SAS 
even though it has been available 
but a short time. It was introduced 
to company jobbers by post card an- 
nouncement providing an order blank. 
In addition, each company salesman 
has been provided with a sample, 
which he uses to acquaint jobbers 
with the system. 

SAS is described as another of the 
services Deep Rock has developed 
for its jobbers since converting all 
of its direct marketing operations 
to jobberships during the past two 


NEW ACCOUNTING SYSTEM is ex- 

plained by Ford L. Thompson (right) 

Deep Rock salesman, to Harold M. 

Gillespie, of Gillespie’s Oil Co., Detroit 
Lakes, Minn. 


years. This program helped create 
200 new Independent businessmen, 
and the company now supplies up- 
wards of 400 jobbers. 

Why the System—The need for 
good record keeping is emphasized 
in the introduction on the SAS in- 
struction page: 

“Good business management stems 
basically from good record keeping. 
The best method of record keeping is 
the simple one. With these two 
thoughts in mind, we have designed 
this set of records for the typical 
Deep Rock jobber. It is not rep- 
resented as perfect, but, if used will 
provide you with at-a-glance pictures 
of how you’re doing—plus acceptable 
figures for audit and tax purposes. 
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It is supplied to you at less than 
cost because we believe completely 
in the first two sentences of this 
paragraph.” 

The set comes with enough forms 
for a 12-month period for the aver- 
age distributor in Deep Rock’s mar- 
keting areas. It also has a transfer 
binder in which the jobber can file 
each completed month’s records, thus 
creating a cumulative record as he 
goes along. 


How Method Works— Each sales 
ticket is listed in the Sales Journal 
in numerical order with a space for 
showing what particular product was 
sold. The total value of each ticket 
is entered as a “cash” or “charge” 
sale. At the end of each month the 
totals of all the items in the Sales 
Journal are added and carried to 
the “sales” section of the Business 
Summary. 


—In the Purchase Journal each 
supplier’s invoice is entered, and the 
total amount is recorded as a “charge” 
under “accounts payable.” The dis- 
count earned, check number, date 
and amount are entered under ap- 
propriate columns, On the first of 
each month the totals of this journal 
are carried to the “purchases” section 
of the Business Summary. 


—The Expense Journal provides 
for a record of all expenses other 
than purchases of goods, such as 
salaries paid, rent, advertising, taxes, 
etc. These expenses are recorded in 
the same manner as are the pur- 
chases, and the totals are transferred 
to the Business Summary monthly. 


—The Cash Reconciliation section 
is completed at the close of business 
each day, according to the column 
headings, to prove accuracy of cash 
on hand as well as cash transactions. 

—At the first of the month, each 
employe is listed in the Payroll Rec- 
ord with his wage and salary pay- 
ments, payroll deductions, hours 
worked, etc. At the end of the year 
a recapitulation is made of the 12- 
months’ wages, deductions, and net 
amount paid each employe with a 
grand total for all employes. There 
also are sections for recording other 
pertinent data, such as stock control, 
accounts receivables, state motor fuel 
tax and details about equipment. 

—An operating statement is com- 
pleted each month, using the keyed 
references to bring forward sales, pur- 
chases, expenses, etc., from each of 
the journals. The jobber then is able 
to take off a profit and loss statement 
and to determine in what areas of his 
operations the expenses are too high. 
He also can keep a cumulative rec- 
ord that is vital to him at the end 
of the year in preparing his iticome 
tax and other reports required by 
state and federal governments. 


Thrashing It Out—The actual job 
of getting a set of forms that would 
fit the jobbers’ needs was a long 
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KEY COMPANY MEN in developing Deep Rock’s new Simplified Accounting System 


hold one of long series of conferences. 


They are (left to right) A. R. Bell, Jr., con- 


troller; B. A. Brokaw, jobber operations specialist; W. J. Fuchs, merchandising mana- 
ger; and Carl Quinn of jobber operations department 


and involved process. Conferences 
were held among W, J. Fuchs, mer- 
chandising manager; A. R. Bell, Jr., 
controller; B. A. Brokaw, jobber 
operations specialist, and Carl Quinn 
of the jobber operation department. 
Many drafts of the system were pre- 
pared for field testing. A set of forms 
was made up and given to some 
jobbers to try out. But this one 
didn’t fit the jobbers’ needs. Then it 
was revised and tried again, and more 
changes were made. 


This procedure was repeated a num- 
ber of times until, last March, it 
was decided that a set of records had 
been developed that would permit 
the average jobber to keep an ac- 
curate account of each phase of his 
business. The proposed system then 
was sent to the procedures depart- 
ment for final draft and printing. R. 
B. Price of this department per- 
formed the necessary work, and the 
simplified accounting system was 
ready to be printed. 


Instructions Plain—The system was 
designed to encourage the jobber, 
after he has once completed his sales 
report, to take each succeeding step 
that is necessary in the building of 
complete records. The sections are 
keyed so there can be no doubt as to 
just what information must be trans- 
ferred to the profit and loss state- 
ment, summary section, or other sec- 
tions of the system that make use 
of cumulative information. The in- 
structions are described as brief but 
complete, and Deep Rock says that 
experience to date indicates the job- 
bers do not have any difficulty in 
following them. 


Oil Compounders to Stress 
More Sales at Meeting 


Panel discussion of “How Inde- 
pendent Oi! Compounders Can In- 
crease Sales” will highlight the fifth 
annual meeting of Independent Oil 
Compounders Assn. at the Edgewater 
Beach Hotel, Chicago, Sept. 25-26. 
Moderator of the panel of five will be 
J. W. Hopkinson, president, Penn- 
Petroleum Co. 

Three papers on compounding and 
blending will be presented Sept. 25. 
They are: “Cornell Continuous Proc- 
ess for Proportioning and Homogen- 
izing Lubricating Oils” by F. L. Mac- 
watty, vice president, Cornell Ma- 
chine Co.; “Methods of Proportion- 
ing by. Weight and by Volume,” by 
R. R. Lowe, president, Proportioneers, 
Inc.; “Accuracy and Complete Homo- 
genization in Continuous Process 
Blending,” by W. M. Harks, Bowser, 


Major to Use Charge Plates 


CHICAGO—Credit card charge 
plates will be used at all Indiana 
Standard service stations starting 
early next year. The company says 
the plates will reduce by 50% time 
for preparing credit sales tickets and 
will reduce errors by providing clear, 
legible sales tickets and more posi- 
tive identification. 


Technical Report Available 
WASHINGTON—Office of Tech- 


nical Services, Commerce Depart- 
ment, is offering free of charge cur- 
rent “Technical Reports Newsletter” 
which discussed new extinguishing 
fluids to “make portable fire extin- 
guishers more effective.” 
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By HOLGER RIDDER 
NPN Staff Writer 


For some time NATIONAL PETROLEUM NEwSs has contended that the 
motoring public can be educated to want their cars lubricated regularly, 
with the emphasis on telling why lubrication is economical and essential. 

Now, Standard Oil (Indiana) has come up with a 23-minute sound film 
cleverly produced to provide entertainment while at the same time remov- 
ing the mystery from lubrication. Previewed at the May meeting of the 
API Lubrication Committee at Tulsa (see NPN June 4, p. 46), the film 
opens the eyes of the car owner to the full impact of what actually hap- 
pens inside that four-wheeled major investment he uses every day for busi- 
ness and pleasure. 

How does Standard get its story across? 


Through the medium of animated characters, the film reduces the 
technique of lubrication to terms understandable to anyone with an LQ. 
on a par with a 12-year-old. The film shows promising possibilities of ac- 
complishing in 23 minutes what hasn’t been accomplished in years of ad- 
vertising and point of contact sales approaches—that is, making lubrication 
understandable and desirable to the average car owner. 

The impact of the film on the lubricating habits of car owners will be 
governed by the number of people seeing it. To encourage its showing 
to the largest possible audience, Indiana Standard has prepared three 
versions—one for its own company use and two for public showings. The 
latter two are available through the public relations department of Stand- 
ard in Chicago, the advertising-public relations representative in each of the 
company’s 26 sales field offices in 15 Midwest states where Standard 
markets, or from the U. S. Bureau of Mines. The Bureau of Mines version is 
especially suitable for showings before PTA’s, Rotarians, Kiwanians, fra- 
ternal or civic groups. 
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Station Service Needs ‘Selling 


The motorist’s opinion of stations 
must be improved if the gradual loss 
of service business to competitors— 
especially car dealers—is to be halted. 

That is what L. T. White, direc- 
tor of education and business research 
for Cities Service Petroleum, Inc., em- 
phasized Aug. 20, in addressing Na- 
tional Congress of Petroleum Retail- 
ers in Cleveland. Mr. White said 
the key to more station business is 
better public relations. This in turn 
can be developed through stress on 
training and co-operation by dealers 
in telling the oil industry's story. 


Trend from Stations—Mr. White 
asked: “Are there signs that the pub- 
lic are avoiding (station) dealers, 
even though they are increasing their 
use of petroleum products?” TIllus- 
trating the “yes” answer to this 
question, he quoted Commerce Depart- 
ment figures showing that station 
dealers in 1939 received 6c of each 
consumer dollar. But in 1951 they 
got only 5c—a loss of more than ic 
of each public dollar spent. 

Boiled down, this means oil re- 
tailers lost a potential $1.5 billion, 
since the public spent a total of $151 
billion. Mr. White brought this loss 
to the station drive by pointing out 
that “if the 200,000 retail dealers of 
this country could have shared the 
billion and a half lost, they would 
have enjoyed $7,500 more business 
per year each. Their annual gross 
profits would have been about $2,500 
higher—$200 per month more.” 

Automobile dealers, in the same 12- 
year period (1939 to 1951) picked 
up 3c more of each consumer dollar, 
Mr. White noted. They shared and 
enjoyed $5 billion more income than 
before the war. 

Then he stated: “There is no rea- 
son why we can’t regain the $1.5 
billion we have lost since 1939. 
There’s good reason to believe we can 
win purchases and profits by selling 
the benefits of dealers to the public.” 


The ‘Leaks’—But first, he pointed 
out, it is important to know how the 
loss occurred. He listed four groups 
who have reduced their station pat- 
ronage: 

1. Moto.ists who buy oil in 
bulk and fili their cars at home. 

2. Motorists who postpone 
crankcase changes. 

3. Motorists who prefer car 
dealers for lubrication. 

4. Commercial accounts who 
install tanks so that they can buy 
at wholesale. 


What Public Says—Mr. White next 
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outlined talks he has had with custo- 
mers who don’t like station service. 

“Let’s take the case of a man who 
buys gasoline wholesale and keeps it 
in a skid tank in his garage. He was 
the talk of his village—a highly re- 
spected citizen. Because of his 
‘smartness’ he was quoted and imi- 
tated. So I looked him up, got him 
in an expansive frame of mind, and 
asked, ‘What do you figure it costs 
to run an automobile today?’ 

“He said, ‘For the fellow who 
knows the tricks, it costs a lot less 
than for the fellows who buy at re- 
tail. I buy everything at the dealer’s 
cost and save his profit. I figure I 
save a good $100 per year.’ 

“You may find men like him in 
your neighborhood,” Mr. White said. 
“You won’t find many who buy gaso- 
line and keep it in the house. But 
you will find lots of them buying mo- 
tor oil in bulk—and you will find 
hundreds who believe car manufac- 
turers know when to change oil bet- 
ter than you, the dealer. 

“Most of these men think they’re 
saving money. But they are wrong. 
You could save them money. 

“A good question to ask such a 
man is, ‘When you began to store 
gasoline in the house, how much did 
it raise your insurance?” He may 


say, ‘Nothing, I haven’t told them.’ 

“Now he might get away with 
that piece of chiseling until they find 
out. They always find out when 
the house catches fire. This man 
might lose everything he owns. All 
for a nickel a gallon.” 


Spoiled Gas Expensive—‘“Consum- 
ers seldom realize the losses which 
occur in the storage of gasoline, Gas- 
oline should be stored underground, 
the way you do it. Keep it cool so 
that the public gets full measure. 
Gasoline should be fresh, which comes 
from frequent sale and rapid turn- 
over. When gasoline is stored in 
bare tanks exposed to the sun, it 
deteriorates. 

“One man who kept gasoline like 
that was asked, ‘How does your en- 
gine idle?’ 

“He said, ‘It’s funny you asked 
that, because it stalls. I took it 
to the garage and they said the 
carburetor was gummed up. When I 
got it fixed, it cost me nearly $17.’ 

“No one ever told him that im- 
properly stored gasoline will accum- 
ulate gum, moisture, scale and rust— 
that if he patronizes a service sta- 
tion, he will eliminate these nuisances 
and save the expense.” 


Oily Clothing—‘‘One of these ‘I can 





How Dealers Can Gain by Working with OIIC Program 


How a dealer can boost himself 
and other station men by co-operat- 
ing with the OTIC public relations pro- 
gram was outlined by L. T. White in 
his talk at the National Congress of 
Petroleum Retailers meeting. 


He stressed that OIIC work should 
be part of the over-all campaign to 
increase public respect for the deal- 
er’s know-how and service. 


“Lots of men,” he said, “find it dif- 
ficult to tell of the good they can do. 
They hate to brag. The selling of 
services is most effectively done by 
third parties—mutual friends. That’s 
the reason men advertise. That’s the 
reason for Oil Industry Information 
Committee. 


“This is a project which requires 
teamwork.” he continued. Refiners 
boost pipeliners; pipeliners say nice 
things about well-drillers. Well-drill- 
ers, refiners, transporters, tell how 
good you dealers are.” 


Mr. White observed that on Val- 
entine’s Day “all the florists and 
candy stores in town get into the act 


and push it for what it’s worth. 
You never saw a candy store that 
wouldn’t plug Valentine’s day be- 
cause it might help another candy 
store make a sale. 

Why ODC—“So what's the les- 
son?” he asked. 

“Sell more gas, oil and TBA and 
the dealers’ services— not just your 
gas, oil and services, but everybody’s 
. .. When you help to sell everybody’s 
products and services, you are selling 
your own. 

“You've heard about the OTIC; 
you've seen the advertisements pub- 
lished from coast to coast. 

“You should see the new pamphlets 
and leaflets it distributes. Some of 
you work in its program of free mo- 
tion pictures, special events and open 
houses. 

“So what—what good does that all 
do me? 

“Let me tell you that the OTIC does 
you a great deal of good. 

“But let me say that it will do 
you a lot more good if you do co- 
operate.” 
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SELLING STATION SERVICE 





do it better myself’ guys was asked, 
‘How do you drain the oil?’ 

“He said, ‘I crawl under the car 
with a dishpan.’ 

“*Who pays the laundry or dry- 
cleaning bills when you've crawled 
out?’ 

“He said, ‘No one, the wife cleans 
my clothes.’ 

“She surprised him by speaking 
up, saying, ‘He never thinks about 
me.’ You can bet that before he gets 
his wife out of that ‘he never thinks 
of me’ state of mind it’s going to 
cost him plenty.” 


Disposing of Oil—‘Disposal of 
spoiled oil is a nuisance and a cost. 
Ask them, what do you do with your 
old oil after you drain it from your 
engine ?’ 

“One man threw me a curve which 
I never expected. He said, ‘I give 
it to my sister. She puts it in her 
38 Buick. I help support her, you 
know. She’s awfully hard on a car.’ 

“Any dealer’s friend would tell 
such a man that if he really loved 
his sister, he ought to give nice, 
clean, fresh oil instead of that as- 
phalt, coke and corruption, which he 
spoiled in his car.” 

What Spoils Oil—‘You all know 
the man who says, ‘My car doesn’t 
use any oil. I really don’t need to 
change it at 3,000 miles. The crank- 
case is always full. This talk about 
using and changing oil is the bunk.’ 

“Here’s the way you can show him 
the wisdom of getting a dealer’s ad- 
vice. Ask him, ‘Your crankcase is 
full of what?’ 

“‘Well’ he'll say, ‘it’s full of oil 
what eise could get in it?’ Then you 
explain to him that if the contents 
of his crankcase were analyzed, in- 
stead of oil, he would find water from 
combustion, condensation or leaks. 
He'll find soot, carbon and _ half- 
burned gas left because of poor mix- 
tures or mechanical faults. He'll 
find dust from the air, sand from the 
foundry, metal from wear from the 
engine itself. Such men start going 
to service stations, where they know 
why oil is spoiled, and how to prevent 
oy 

A Big Load—“One man who lived 
in town said he put 1,500 gals. of 
gasoline in his own car the year be- 
fore. He never knew, until he was 
told, that it weighed 9,000 Ibs.—that 
he had lifted and carried four and 
a half tons. A man can do just so 
much work in a lifetime. 

“A mutual friend should say, ‘If 
I were you, Mr. Snitch, I'd take my 
car to a good gasoline service station 
dealer, buy every product and service 
he recommends, pay the full list 
prices, and encourage the dealer to 
make sure everything in your car is 
good, clean and fresh; and I'll bet 
the $100 a year will look smal] when 
you see the added satisfaction, safe- 
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ty and fun you'll enjoy. It’s misers 


who have misery.’” 


Fleet Savings—-As an example of 
how patronizing service stations can 
pay off, Mr. White described the pol- 
icy of a gas company—Republic Light, 
Heat & Power Co., of Buffalo. 

He said the company “operates 
over a wide area and has 190 trucks. 
It has no repair shops, or mechanics. 
It patronizes dealers for every prod- 
uct and service. It pays full retail 
prices, because it’s good public re- 


lations. During seven years, its 
purchases of lubrication have doubled, 
and in some places, tripled. But total 
fleet maintenance expenses have fall- 
en.” 


The Moral—What does all this 
mean to the dealer? Mr. White said, 
“You will notice a common idea 
among various groups. They think 
they know more about cars than 
service station dealers—that they can 
service them better.” 

His conclusion: “We must begin to 
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attract the public to the 
of our time and brains . . 
mand for gasoline, oil, grease and 
TBA has been created. The new 
commodity we wish to sell is the pro- 
fessional] service of our dealers. The 
public must be made to realize that 
dealers have science and skill] for 
sale.” 


Training a ‘Must’ — Essential to 
building respect for the station deal- 
er, Mr. White said, is “training in 
the retail business ... As marketers, 
we can’t replace men with robots. 
But we can increase efficiency in 
sales and service. Well-trained men 
are good public relations. They at- 
tract customers and build profits.” 

To aid in training men, Mr. White 
suggested use of the API’s training 
manual, “Developing Your Men 
Builds Profits,” and contact with pub- 
lic school facilities for vocational and 
distributive education. He noted 
these schools already are training au- 
to mechanics. And he added a warn- 
ing about car dealer competition in 
the training “race’’: 

“Though gasoline service station 
dealers have not yet succeeded in sell- 
ing ‘time’ to the public, the automo- 
bile dealer has. One big item which 
has caused car dealers to gain $5 
billion of public purchases, while we 
were losing $1.5 billion, was their 
charge for ‘time’’’ Mr. White stated 
“public educators are equally willing 
to train your men as they have been 
training the car dealers’ men.” 

Knowledge a Foundation — Mr. 
White summed up the importance of 
“knowledge” to the dealer and his 
men this way: “The well-informed 
motorist is the most liberal user 
of lubrication. Those who understand 
the work which goes on inside a car 
(informed station men) appreciate 
the care it should receive. They 
know that oil is the easiest and cheap- 
est part to replace. They will sell 
with conviction. They will know the 
customer’s profits are higher thin 
any price which you will ask. 

“They will stop feeling the custo- 
mer is doing them a favor to buy. 
They will cease hesitating to call at- 
tention to your services and your 
products which customers need, 
though the need can’t be seen. Know- 
ledge is really the difference between 
conviction and cowardice in merchan- 
dising.” 

Mr. White summed up: “Public re- 
lations is really selling your services 
to those who fear them through ig- 
norance.” 


purchase 
. The de- 
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COMMUNITY SERVICE provided by Lee Ramsberg, owner and operator of a Stand- 

ard Oil (Indiana) station in St. Paul, Minn., includes escorting children across the 

nearby street intersection. Here he is seen guiding six-year old St. Paul twins Diane and 
David Barthold, and their sister Carol, 7, across the busy street 


Service for the Entire Family 


Service at the Lee Ramsberg Stan- 
dard Oil station at 2102 Como Ave., 
St. Paul, Minn., is dedicated in part 
to the “family” or “community.” 

Here is an example of how it 
works. A youngster walked into the 
station and said to Lee without hesi- But it’s the street-crossing service 
tation: that is really number one on Lee’s 

“I want to cross the street.” list. 

Lee stopped lubricating 4 car, 
wiped his hands and guided the child 
across the street. 

This practice was started about 
15 years ago by Archie Roy, then the 
proprietor. Lee worked 11 years for 
Roy and when he acquired the sta- 
tion, he was familiar with the custom. 
Hundreds of neighborhood children 
have benefited by the practice. 

No matter when a child shows up 
requesting help crossing the street, 
Lee or one of his five employes drops 
prnere Pp ee — has received its first shipment of 

“Mothers often call up and ask ee gals. of heating 

” oil. 
+ pig ge po thgeoelg rune ne Although the terminal is only par- 
parking station for such things as tially completed, the payee ee 
baby carriages, carts, bicycles, school- to use tankage as Se “ag - 
books and even paraphernalia forget- A shipment of 5,000, ga he 
ful adults leave behind.” kerosine is scheduled for Octo r. 
The station also has a free phone Heating oil storage facilities will be 
1 completed in December, but the en- 
ai epiitinlainaticinaantaneteas tire project will not be fully opera- 
tive before the fall of 1953. 


Ultimate storage capacity will be 
more than 35,000,000 gals. for heat- 
ing oil and kerosine, and will repre- 
sent the largest single concentration 
of home heating oil in Esso’s market- 
ing operation. The terminal also will 

| have storage for automotive and avi- 
| ation gasoline, lubricating oils and 
| solvents. 


greatly patronized by the neighbor- 
hood housewives, which explains all 
the forgotten objects. A large posted 
map of the city makes the station a 
popular tourist center with even the 
city police coming for information 


The local newspaper, the St. Paul 
Dispatch, featured Lee and his service 
in a story recently with picture on a 
front page. 


Esso’s New Terminal 
Gets First Oil Shipment 


NPN News Bureau 

NEW YORK—Esso Standard’s new 
million-barrel, deep water terminal 
being built at New Haven, Conn., 
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Tips on Tractor Economy 


Tests Give Oil Marketers Data to Build Good Will 
By Helping Farmers to Hike Horsepower, Save Fuel 


The oil marketer servicing farm accounts for the most part 
is resigned to the fact that most farmers prefer to service and 
lubricate their own tractors. The marketer who can help the farmer 
do a better job of servicing and lubricating his tractor bolsters his 
standing with the customer. Chances are pretty good that in the 
long run that little “extra” service will pay off in repeat product 


sales and possibly more sales. 


For example, the marketer may be able in many cases to help 
the farmer get more work out of his tractor without added fuel 
costs. A paper presented at the SAE national tractor meeting in 
Milwaukee Sept. 8-11 tells how this can be done. 

For the marketer who wants to do more than just sell oil to the 
farmer—who wants to strengthen his competitive standing in the 
farm field—the information prepared by C. W. Smith and L. F. 
Larsen of the University of Nebraska may be just the type of ma- 


terial many farm coustomers want. 


With this thought in mind, and to make it possible for those 
marketers who want to make use of it, NPN presents herewith the 
highlights of the Smith-Larsen paper. 


Tests at the University of Nebras- 
ka over a two-year period indicate 
that the average farm tractor can 
be made to show as high as 15% 
greater fuel economy. 

C. W. Smith and L. F. Larsen of 
the university in a paper presented 
before the SAE national tractor meet- 
ing in Milwaukee say that possible 
tractor tune-ups in the 130,764 trac- 
tors in Nebraska would create addi- 
tional horsepower the equivalent of 
11,700 additional tractors, and the 
fuel savings annually would amount 
to about 15 million gals. of gasoline 
alone. 

On the basis of tests at the uni- 
versity tractor testing laboratory, it 
was found many things which farm- 
ers can do themselves will increase 
the productivity and efficiency of 
their tractors. To make the tests, 
21 farmers co-operated by keeping 
service records of their tractors (21 
all told) and then bringing them to 
the Agricultural Engineering Depart- 
ment of the university for laboratory 
power checks and minor tune-ups. 
The results before and after tune-up 
tell the story. 


Added Horsepower — Dividing the 
tractors into three groups, the univer- 
sity tests showed the following gains 
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in belt horsepower resulting from 
minor tune-ups: 


Group Group Group 
1 2 3 


1—After washing travtor, 
cleaning radiator ‘and 
Gy We ne shes» 0.6 
2—Adjusting valves and 
servicing spark plugs. 
3—Timing ignition...... 
4—Adjusting tractor for 
100% maximum power 0.6 
5—Cleaning combustion 
a Tee 1.9 
6—Total power gain..... 3.9 
7—Setting carburetor as 
recommended and gains 
when compared with 
tractors as _ received 
from farmers ........ 
8—Gains in belt - horse- 
power-hours per gal. of 
fuel compared on be- 
fore and after tune-up 
. 1.3 0.9 0.6 


0.1 
0.7 


Mr. Smith and Mr. Larsen report 
that tractors in Group 1 were re- 
turned to the farmers with an in- 
crease in horsepower of 5% and an 
increase in fuel economy of 15.8%. 

Group 2 showed an increase of 
7.6% in horsepower and 8.5% in fuel 
economy. 

Group 3 went back to the farmers 
with 14% more horsepower and 5.7% 
greater fuel economy. The paper 
goes on to state: 

“Data presented thus far shows 
that the performance of farm trac- 


tors can be improved with tune-up. 
In the tune-up of these tractors, only 
one had maintenance work done on 
valves. In that case, two new in- 
take valves were installed and the 
others refaced and reseated. No pis- 
ton rings were replaced on any trac- 
tors. New rings may have improved 
the performance. The important fact 
is that there remained some room 
for improvement beyond the gains 
made by the tune-up herein described. 


“These farm tractors were returned 
to the farmers following the first 
tune-up with approximately 9% more 
power and 9% better fuel economy 
than when received. 


“Assume these. . . gasoline-burning 
tractors to be a representative cross- 
section of the farm tractors of Ne- 
braska, having an average belt horse- 
power of 28.4. Assume further that 
the average tractor operates 500 hours 
per year, developing 9.8 belt horse- 
power-hours per gallon of gasoline. 
There are, according to the 1950 State 
Tax Commissioner’s report, 130,764 
tractors in Nebraska. A _ tune-up 
similar to that herein described would 
increase the power of these tractors 
eijough to make the equivalent of 11, 
700 additional tractors, and a saving 
of 15 million gals. of gasoline per 
year.” 


(The authors describe belt horse- 
power as the power developed by a 
tractor when belted to a dynamome- 
ter.) 


Regarding the tune-ups, the au- 
thors make these points: 


Valve Tappet Clearance—“. . . A 
small change in tappet adjustment 
may not be reflected in horsepower 
output of the engine, but setting them 
too close invites trouble. There 
would seem to be a tendency among 
the owners . . . to set the valve tap- 
pet clearance too close. This may 
come from the desire for a quiet en- 
gine. If any variation from stand- 
ard is made, it would be better to 
have clearances too large than too 
small. . . 


“It is important to have tappets 
adjusted correctly. If they are too 
close there is danger of burning the 
valves. If they are too loose, they 
not only reduce the length of time 
the valves remain open, but their 
noise indicates a pounding of the 
seats which makes service necessary 
sooner than would otherwise be the 
case...” 


Cleaning Combustion Chambers— 
“In the majority of cases, the maxi- 
mum power developed by the tractors 
is increased appreciably by merely 
removing the cylinder head, cleaning 
out all deposit and then putting the 
head on again. The quantity of de- 
posit was not great. .. Removing, 
cleaning and replacing the cylinder 
head became regular procdure in the 
tune-up. . .” 


Oil—“‘The oil used in a tractor is 
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no doubt a big factor in its satisfac- 
tory performance. . .” 


Action by Farmers—On the ques- 
tion of what farmers can do for 
themselves to improve the operation 
of their tractors, the authors make 
these points: 

““1—-Keep a systematic service rec- 
ord. This will avoid the neglect of 
some inconspicuous places and im- 
prove all regular service. 

“2—-Check valve tappet adjustment 
and correct where necessary. 

“3—Clean the cooling system with 
a good solvent occasionally. Some 
materials quite widely recommended 
for this purpose, such as soda, are 
nearly worthless. Hydrochloric acid 
and formaldehyde carefully prepared 
according to directions make a good 
cleaning solution where possible to 
use... 

“4—-Set breaker points and spark 
plug gaps according to recommenda- 
tions. 

“S—Use a good grade of fuel and 
keep it clean. The farmer is en- 
tirely at the mercy of the distributor 
for fuel, and perhaps the best he can 
do is to deal with a reputable com- 
pany. 

“6—Use a good grade of oil. The 
same can be said for oil as for fuel. 


There should be a good oil filter. 
Service it regularly. 


“unr 


7—Carburetor adjustment can best 
be made with the aid of a dynamome- 
ter. Most farmers do not have ac- 
cess to such and must, therefore do 
the next best thing. This suggestion 
may help. All operators know that 
turning the load needle valve makes 
the mixture leaner. They have been 
encouraged to run their tractors as 
lean as possible presumably to get 
good fuel economy. This is good ad- 
vice only to a certain point. Most 
tractors will continue to run, but not 
well, on mixtures that are much too 
lean. Not only do such lean mixtures 
reduce power but they are likely to 
burn valves. They make the tractor 
hard to start and cause it to have 
poor pick-up or acceleration. Fur- 
thermore, economy ceases to be im- 
proved by going beyond a certain 
point with lean mixtures. Don’t be 
too ‘Scotch’ when adjusting the car- 
buretor. The operator’s manual usu- 
ally gives the approximate turns open 
of the load needle which agrees close- 
ly with this work. 


“8—Check ignition timing. Good 


results will be obtained if spark is 
set as directed, in most cases by a 
mark on the flywheel. 








Caucas held 


Delegation polled 


Platform of specifications show that 
Champlin motor oil will more than meet 
the demands of every voter! Write, wire 
or phone for information on a dealership 
in your territory. 


Gm 


“9—Valve rotators have become 
available as one means of combatting 
valve trouble due to deposits accumu- 
lating in the combustion chamber. 
They do not cure or remove the cause 
but aid the valves to tolerate the 
deposit and still continue to function 
a longer period of time than would 
otherwise be the case 

“The operator can seldom do better 
than to follow the operator’s manual 
very closely. The factory engineers 
have worked over most of the tractor 
problems very carefully and what 
they give as instructions should be 
followed.” 


Sil Burner Shortage Seen 


WASHINGTON—Oil burner manu- 
facturers have told National Produc- 
tion Authority they may not be able 
to make enough heaters to meet re- 
quirements for new homes and busi- 
nesses and for replacement needs this 
winter. 

They said the problem is getting 
enough steel and asked NPA for 
special help. Agency said it would 
do the best it could, especially for 
any manufacturer facing a shutdown, 
but that the only directives it plans 
are for direct military and atomic 
energy needs. 
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Young Jobber 


Mr. MacDonald 
Edmund Luther MacDonald, Jr., 
33, has been an oil jobber for 14 
years. He began work shoveling coal 
for S. Cunard and Co., Halifax, Can- 
ada, and when in 1938, the company 
organized a fuel oil division, young 
MacDonald asked and was granted 
permission to be its manager. 


Starting with one truck and two 
employes, including himself, Mr. Mac- 
Donald now heads a division that 
serves over 3,500 customers, main- 
tains 21 tank trucks, and seven serv- 
ice trucks. Storage capacity is 550,- 
000 Imperial gallons and property has 
been purchased and plans are under 
way to increase the storage to 5 mil- 
lion Imperial gallons. The division 
sells Petro and General Electric oil 
burners and makes all installations. 


Mr. MacDonald is proud of his as- 
sociation with S. Cunard and Co., 
which was founded in 1827 as a coal 
distributing company by Samuel 
Cunard, the same man who founded 
the famous Cunard steamship lines. 
Mr. MacDonald also is proud of the 
oil industry, and in his own words, 
“I wouldn’t leave the oil industry for 
all the tea in China. I like the chal- 
lenge of competition, and the fact 
that there’s never a dull moment. 
Just when you think all your prob- 
lems are solved, bingo—up pops a 
half dozen more.” 

Born and raised in Halifax, Mr. 
MacDonald attended Ashbury Col- 
lege in Ottawa and Horton Academy 
in Wolfville, Nova Scotia. During 
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the war he served as a Sub-Lieuten- 
ant with the Canadian Navy and for 
three years served on_ sub-chasers, 
mine sweepers and corvettes in the 
Pacific theater. A year prior to his 
discharge he was in command of his 
own ship. 

He is married and has an 18- 
month-old son. 

He belongs to the Oil Heat Insti- 
tute of America, the American So- 
ciety of Heating and Ventilating En- 
gineers and is the first Canadian 
member of the Old Timers’ Club of 
the oil burner industry. He is also 
a member of the Royal Nova Scotia 
Yacht Squadron, and the Commercial 
Club of Halifax. 


. 


This month Fortune magazine sa- 
lutes an oil man. Leonard F. McCol- 
lum, Continental Oil president, is the 
subject of Fortune’s “Portrait” for 
September. 

A two page spread features a full 
color picture of Mr. McCollum and 
the personality sketch reveals some 
of the results of his decentralization 
and committee management plans. 
Since 1947 when he left his post as 
production co-ordinator for Jersey 
Standard to become head of Conoco, 
Continental’s sales have gone up $151 
million to $380 million, earnings are 
up $10 million to $41 million, divi- 
dends have doubled, crude production 
is up 13%, and gallons of products 
sold are up 30%. 

During his administration, the val- 
ue of the common stock has doubled, 
and Mr. McCollum is now putting 
into operation a nillion-dollar thrift 
plan for all employes and a 300,000 
share stock option plan for his top 
25 executives that will leave them 


PLANS for the na- 
tional Oil Progress 
Week luncheon are 
being made by left 
to right, (seated) 
W. C. Burns of 
Hartol; H. a 
Smith of American 
Oil; (standing) L. 
E. Ulrope of Esso 
and H. B. Van 
Cleve of Maritime 
Petroleum. The 
luncheon will 

Oct. 14 at the Wal- 
dorf Astoria, New 

York 


with larger stockholdings than thos« 
of the top managers of Jersey Stand- 
ard. 

* > * 


Maurice E. Smith has been appoint- 
ed assistant to Husky Oil Co.'s pres- 
ident Glenn E. Nielson. 

Mr. Smith started with Husky in 
September, 1950, as ex:cutive secre- 
tary co-pilot. He is a graduate of 
Denver University and, following 
service in the Navy during World 
War II as a pilot, he received his law 
degree from Stanford University. 

He is a registered accountant in 
Colorado, is a member of the Cali- 
fornia and Colorado bars, and has 
been admitted to practice before the 
U. S. Treasury department and the 
U. S. Tax Court. 

He will continue his residence in 
Cody, Wyo. 

An appointment also came to Mr 
Nielson, who has been named a di- 
rector of the Northern Natural Gas 
Co. of Omaha 


> 


James H. Mayes has reopened pri- 
vate offices in Washington and will 
specialize in representing petroleum 
and related industries. 

His new address is DuPont Circle 
Bldg., 1346 Connecticut Ave., N.W 
Washington 6. 


* * * 


Hymie Milder, president of Milder 
Oil Co., Omaha, has purchased 15 new 
tank trucks. 

. > 

Retiring as director of sales of 
Du Pont’s petroleum chem cals divi- 
sion is Joseph L. Stecher. Mr. Stecher 
has been with the company 37 years 
and has worked on tetraethy] lead 
production and sales since 1923. 








This Week 
Continental Oil Company 
Salutes ... 


Albert Spillers 


Spillers Oil Company 
Bastrop, Louisiana 


Albert Spillers began his oil career in a grocery store. 


While still a very young man, he was obliged to 
shoulder a great share of his family’s responsibilities 
because of his father’s ill health. This meant that he 
had to put his school books on the shelf—go out and 
get a job. He worked on a farm, in timber, and artesian 
well drilling. With this experience he got a job on one 
of the first gas wells drilled in Morehouse Parish. He 
continued in the natural gas field until he became con- 
struction and production foreman. 


Soox: after his marriage, while still a gas production 
foreman, Mr. Spillers established a grocery business. He 
soon found that he could not run two businesses at the 
same time; so he resigned from the gas company and put 
all his efforts into his store. In connection with his gro- 
cery business, Al Spillers sold gasoline and kerosene. 
This was the key with which he was to open the back 
door of the oil business. Al and Mrs. Spillers soon ex- 
panded their grocery business and acquired another 
store in Fairbanks. Before Al took his next step, he put 
the grocery business in the capable hands of his partner- 
wife. 


It was now that Albert Spillers made his important 
move into oil. He took over an oil business in Bastrop 
with a major oil company on a commission basis. By 
putting the same energy into this new business as he 
put into his others, Albert Spillers was soon making 
this a success, too. In 1948 he became a Conoco man. 
Al had seen the extensive advertising campaigns that 
Conoco ran in national magazines, newspapers, bill- 
boards, and farm papers; and he knew that Touraide, 
Conoco’s personalized travel service, and the many more 
merchandising helps would be just the kind of assistance 
he would need to make his oil business a big success. 


He was right, for after changing to Conoco, the Spill- 
ers Oil Company quickly added nine new dealer ac- 
counts and increased the volume through its old dealers. 
In fact, Spillers’ oil business gr2w so rapidly that he 
sold his interest in the grocery business and gave all 
his time to oil. Today he has a large truck tank, a half- 
ton pickup, 20 dealer accounts, and numerous farm and 
commercial accounts. He owns two modern service sta- 
tions, a master station at Bastrop and one in Mer Rouge. 


Even though Albert Spillers has no children, he has 
just retired from the Morehouse Parish School Board 
after 18 years of service. Albert is a member of the 
Baptist Church and the Masonic Order. 


Continental Oil Company is proud to salute Albert 
Spillers—the man who began a highly successful oil 
business in a grocery store. We believe that he is typical 
of a great many independent jobbers whose courage and 
hard work bring success both to themselves and the oil 
industry as a whole. 


And we’d like more jobbers like him. If you are inter- 
ested in a jobbing contract with Continental, why not 
write to the Continental Oil Company office nearest you 
or to Ponca City, Oklahoma? If you are not within 
reach of Continental’s gasoline supply, we should be 
happy to give you information about the possibilities 
of increasing your profits by selling the spectacular 
“50,000 Miles—No Wear’ oil, Conoco Super, in any 
of the 48 states. 


Advertisement 
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COMING MEETINGS 


SEPTEMBER 
Ohio Petroleum Marketers Assn., Inc., fall 
conference and golf tournament, Commodore 
Perry Hotel, Toledo, Ohio, Sept. 16-17. 
Western Petroleum Refiners Assn., regional 
meeting, Rocky Mountain Area, Henning 
Hotel, Casper, Wyo., Sept. 25-26. 
ind Oil Comp ders Assn., 5th annual 
meeting, Edgewater Beach Hotel, Chicago, 
Ill., Sept. 25-26. 
Empire State Petroleum Assn., Lake Placid 
* Club, Lake Placid, N. Y., Sept. 29-Oct. 1 


OCTOBER 

Canadian Oil Industry TBA convention, Royal 
York Hotel, Toronto, Ontario, Oct. 3. 

National Dixie Distributors, Statler Hotel, St 
Louis, Oct. 3-4 

National Assn, of Oil Equipment Jobbers, sec- 
ond annual meeting, The Neil House, Colum- 
bus, Ohio, Oct. 6-8. 

Indiana Independent Petroleum Assn., Severin 
Hotel, Indianapolis, Ind., Oct. 8-9, 

California Natural Gasoline Assn., Ambassador 
Hotel, Los Angeles, Oct. 9-10. 

American Society for Testing Materials, Group 
D-15 on engine antifreeze, New York, Oct. 
11. 

American Petroleum Credit Assn., 
Hotel, Chicago, Oct. 12-15. 

Oll Progress Week, Oct. 12-18. 

Virginia Petroleum Jobbers Assn., fall meet- 
ing, Chamberlin Hotel, Old Point Comfort, 
Va., Oct. 16. 

Western Petroleum Refiners Assn., regional 
technica] and industrial relations meeting, 
Garrett Hotel, El Dorado, Ark., Oct. 16-17 

Virginia Oil Men’s Assn., fall meeting, Cham- 
berlin Hotel, Old Point Comfort, Va., 
Oct. 17. 

South Dakota Ind d 
Alex Johnson Hotel, 
Oct, 20-21. 

Packaging Institute, annual forum, (includes 
Petroleum Packaging Committee seminar Oct. 
20) Hotel Commodore, New York, Oct. 20-22. 

National Safety Council, 40th National Safety 
Congress and Exposition, Conrad Hilton Ho- 
tel, Chicago, Oct. 20-24. 

Society of Automotive Engineers, national 
transportation meeting, Hotel William Penn, 
Pittsburgh, Oct. 22-24. 

Assn. of American Battery Mfrs., Palmer 
House, Chicago, Oct. 23-25, 

Independent Petroleum Assn. of America, an- 
nual meeting, Skirvin Hotel, Oklahoma City, 
Okla., Oct, 23-24 

Pennsylvania Petroleum Assn., 7th annual 
meeting, Pocono Manor Inn, Pocono Manor 
Pa., Oct. 26-28. 





La Salle 





Ol) Men’s Assn., 
Rapid City, 8. D 


National Lubricating Grease Institute, annual | 


meeting, Edgewater Beach Hotel, 
Oct, 27-29. 

Arkansas Independent O11 Marketers Assn., 
annual meeting, Hotel Lafayette, Little 
Rock, Ark., Oct. 29-30. 


NOVEMBER 

Society of Automotive Engineers, Diesel engine 
meeting, Chase Hotel, St. Louis, Nov. 3-4. 

Nebraska Petroleum Marketers, Inc., Paxton 
Hotel, Omaha, Nebr., Nov. 4-5. 

Society of Automotive Engineers, national fuels 
and lubricants meeting, Mayo Hotel, Tulsa, 
Nov. 6-7. 

National Oil Jobbers Council, annua! meeting. 
Congress Hotel, Chicago, Nov. 8-10, 

Ol Industry Information Committee, Conrad 
Hilton Hotel, Chicago, Nov. 8-13. 

American Petroleum Institute, annual meeting, 
Conrad Hilton Hotel and Palmer House, 
Chicago, Nov. 10-13. 

Oll Dealers’ Assn, of Arkansas, Marion Hotel, 
Little Rock, Ark., Nov. 17-18. 

OU lnadustry TBA "Group, Chase Hotel, St 
Louis, Nov. 17-18. 


Chicago, 


1953 


JANUARY 
Kentucky Petroleum Marketers Assn., 27th an- 
nual convention and trade show, Brown 
Hotel, Louisville, Ky., Jan. 7-8. 
North Carolina Oil Jobbers Assn., annual meet- 
ing, Raleigh, N. C., Jan. 21. 
Northwest Petroleum Assn., Nicolett Hotel, 
Minneapolis, Minn., Jan. 22-23 
FEBRUARY 
American Petroleum Institute, Lubrication 
Committee, Sheraton-Cadillac Hotel, Detroit, 
Feb, 16-18. 
lowa Independent Oil Jobbers Assn., Savery 
Hotel, Des Moines, Iowa, Feb. 18-19 


SEPTEMBER 10, 1952 


Alian Davison, president of Davison 
Oil Co., Beatrice, Nebr., has added 
Philgas to his line of products. 


Mr. Davison is a past president of 
the Nebraska Petroleum Jobbers 
Assn. and is a director of the Cham- 
ber of Commerce. 


> J * 


Howard Page has resigned as a 
director of Esso Petroleum Co., Ltd., 
to devote more of his attention to 
European affairs as shareholders’ rep- 
resentative of Jersey Standard. 


* * > 


The OTIC has 

appointed W. T. 

“Bil” Lynde 

senior represent- 

ative for the 

Gulf - Southwest 

district with 

headquarters in 

Dallas. The dis- 

trict covers New 

Mexico, Texas, 

Lousiana, Missis- 

sippi, Alabama 

Mr. Lynde and Arkansas and 

° maintains offices 

in New Orleans and Jackson, Miss. 

Mr. Lynde has been with the OIIC 

since November, 1950. He is a grad- 

uate of the University of Missouri 

School of Journalism and for a time 

was editor of a county newspaper, 

later joining the Associated Press in 

Sioux Falls, Kansas City and New 

York, Prior to joining the OTIC, he 

was publicity manager for the Texas 
and Pacific Railway Co. 


* . > 


David E. VanSluyters has been ap- 
pointed advertising manager of Leo- 
nard Refineries, inc., Alma, Mich. 


. * * 


Marvin D. Eblen, president, Home 
Oil and Gas Co., Henderson, Ky., has 
started remodeling his service station 
at Hopkinsville, Ky. He recently in- 
creased the storage capacity and built 
a new truck loading dock at the river 
terminal at Henderson. This fall Mr. 
Eblen is planning to build a new serv- 
ice station. 


G. D. Givens, Jr. is executive vice 
president and secretary-treasurer of 
Home Oil. 


When the Controllers Institute holds 
its 21st annual meeting Oct. 5-8 in 
Detroit, Walter J. Gerick, chief ac- 
countant for the White Star Division 
of Socony-Vacuum, will be chairman 
of the Housing Committee. Another 
oil man, Alfred O. Savage, assistant 
comptroller of Standard Oil (New 
Jersey), will serve as chairman at a 
special industry conference for con- 
trollers of companies in the mining 
and extractive fields. 


At Ohio Oil, J. D. Anderson has 
left the company’s headquarters at 
Findlay, where he was purchasing 
manager, to become assistant divi- 
sion production manager at Houston 

E. W. Shoupe takes Mr. Anderson's 
place at Findlay. He will also con- 
tinue his present duties as purchas- 
ing agent. 

M. E. Loose has been promoted 
from assistant to the manager of 
purchasing to assistant manager of 
that department. 


” * * 


John A. Raffay, Raffay Oil Co. 
Manistique, Mich., has added two new 
service stations to his operation 


New members of the Detroit Oil 
Men’ Club are, W. B. Uhlhorn, Pure 
Oil; Daniel Rothbard, E. W. Saybolt 
and Co.; Sewell B. Evans, Detroit 
Southern Pipe Line Co.; James J. 
Trexel of E. I. du Pont De Nemours 
and Co.; Harry W. Kuegler, Socony- 
Vacuum; T. F. Garty, Indiana Stand- 
ard; John H. Hacker, Hacker Fuel 
Co.; Joseph H. Guy, Crystal Refining 
Co.; Ernest W. Music, Ashland Oil 
and Refining; and Ephraim K, Smith, 
Sun Oil. 


J. C. Foster, Jr., president of The 
Foster Oil Co., Opp, Ala., has just 
opened a new service station in De- 
Funiak Springs, Fla., on U. S. High- 
way No. 90 making a total of eight 
company owned stations. He has 
plans under way to build two more 
stations before next January. 

Mr. Foster markets private brand 
gasoline, kerosine and fuel oil. 
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Kentucky Marketers Hold Fall Outing 









KENTUCKY MARKETERS and their guests take time out for a diy of fun at the fall outing and golf tournament of the Kentucky 

Petroleum Marketers Assn. held at Kentucky Lake State Park August 31. Left to right, C. J. Sanders, Jr., Lion Oil jobber at Nash 

ville, Tenn. is congratulated by KPMA’s president C. H. Binghan on winning the low net championship for the second straight year 

R. E. Croft of Monarch Oi), Hopkinsville and KPMA first vice p esident chats with Walker Wood, editor and publisher of the 
Hopkinsville New Era and Ben Adams, Kentucky Commissioner of Agriculture 





CHAMPION—(Left to right) John W. Newbolt, former KPMA president and Al Russe! of Indiana Farm Bureau congratulate Ken 
Larmee, Louisville Refining Co. on winning low gross champion;hip for fifth time. In deep discussion are Richard Alves, Phillips 
jobber and Dudley Givens, Conoco jobber, both of Henderson 
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TIRED FEET are rested by L. D. “Punch” Haisley, Shell district manager, Louisville, and A. G. Nelson, assistant to Mr. Haisley 
and district sales supervisor. Out of state guests include Frank Bredimus, Globe Hoist, Philadelphia, H. L. Dutch Holland, Arkansas 
Fuel Oil, Shreveport, and Jerry Belyea, Continental Oil, Chicago 
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®» HIRST, FOREMOST 


AND 


M LARGEST SELLER 





é 4 
NO OTHER 
MOTOR OIL CAN MATCH 
THIS RECORD 


Here are just a few 
Mobiloil “firsts” 
during last half-century 











RALPH DE PALMA—This Mobile user 


won 1915 Indianapolis race—also set 


record for 800-mile run in 120 F heat! 


AB JENKINS—This 69-year-old racer 
recently set 26 new world and U.S. 
marks in one day—aided by Mobiloil. 





WRIGHT BROTHERS — On their early 
flights, these pioneers protected their 
frail engines by using Mobiloil. 


LINDBERGH— Made first non-stop solo 
flight across Atlantic, New York to 
Paris, with the help of Mobhiloil. 


Lee WALLARD—W on 1 19 51 Indianapol s 
race with record 126.244 m.p.h. aver- 
age. Used Mobiloil in his engine. 


BARNEY OLDFIELD—Set many original 
records, including 131.72 m.p.h. in 
1910. Consistently used Mobiloil. 








JOHN COBB—Used Mobiloi!l in his 
racer when he set the world auto speed 
mark—-394.196 m.p.h.—in 1947. 
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You can cut glass with the steel pumping unit shaft in 
Gilbarco Calco-Meters, because its mirror-finished 
surface is almost diamond-hard. The metal is costly 
Nitralloy — ammonia-treated to form one of the 
world's most wear-resistant surfaces. That's why the 
shafts of Gilbarco pumping units withstand years of 
wear the way they lo. 

This is an example of the more-for-your-money 
quality which is built into every part of every Gilbarco 
Calco-Meter. It's the reason why these pumps are your 
first choice to last. 


Gilbert & Barker Manufacturing Company 
West Springfield, Mass., Toronto, Canada 











